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Rate Hearings 
End at Dallas, 


Chicago Next 


DALLAS, Tex., 


the avenue of 


efiners left in five years, Hoyt 


Ogram, Chicago, sales execu 


tive of Kanotex Refg. Co., tes 


tified at the 


Oct. 30.—If 
there isn’t some relief through 
transportation 
there won’t be any independent 





Oil Trucking Rises 


22% Above September, 1938 


WASHINGTON, Oct. 30. 
American Trucking Associa- 
tions, Inc., reports that move- 
ment of petroleum and prod- 
ucts by truck in September 
was 22.4 per cent higher than 
in September 1938. Because 
of the seasonal decline, how- 


ever, September shipments 
were 6.2 per cent under Au- 
- | gust. 





5 Out of 12 Majors 
Profit in Marketing 


N. P. N. News Bureau Among companies which re 
WASHINGTON, Oct. 30. ported that the requested data 
Profitable marketing operations Could not be furnished were the 
in 1938 were reported by five Standard of New Jersey, Sun 
out of 12 major oil companies Ol Co., The pexas — i _— 
: ter Associated Oil Co., Shell Un 


giving a breakdown of 








Interstate Com- 
merce Commission hearing, 


which closed here Oct. 26, Pe 
troleum Rail Shippers Ass’n 
complaint against ‘unreason 
ible and discriminatory” trans 
portation charges. 

Kanotex, a 
finer, 


market for its products 
from 13,365 


to 7154 
executive 


tank cars 
in 1938, the 
said. This 


loss was 


predominately in interstate ship- 


ments nature and was suffered 

lespite fact his company had 

kept abreast of both refining 
(Continued on page 14) 


rail-shipping  re- 
has already suffered an 
:pproximate 50 per cent loss in 
Kano- 
tex shipments having dropped 
in 1929 
Kanotex 


Oil Hearings 


: Start Nov. 6 


Read how Interior Department 
is “plugging” for Cole Oil Bill 
through radio broadcasts over 
national hookup. Page 16. 

N. P.N. News Bureau 

WASHINGTON, Oct. 30.—The 
Cole Oil subcommittee will be- 
gin hearings in Washington next 


Monday (Nov. 6) on the new 
federal oil control bill. 
Just last week Sen. O’Ma- 


honey (Wyo.) declared that his 

Temporary National Economic 

Committee had completed a 
(Continued on page 10) 





Credit Card Costs Average 


85/100 Of 


N.P.N. News Bureau 
Oct. 30.—The to- 
handling a 


CHICAGO, 
tal cost of credit 
card account, including bad cebt 
loss, averages 85/100 of 1 cent 
per gallon of gasoline charged 
.ccording to H. E. Butcher, 
Chicago, Cities Service Oil Co., 
eporting here last week at the 
innual conference of the petro- 
eum refiners division of the Na 
tional Ass’n. of Credit Men. 

The figure was compiled from 

credit card survey conducted 

y Mr. Butcher, among 26 oil 
ompanies representing all sec- 


ms of the country, of 1938 
1d 1939 data. 
Average loss on credit card 


counts was 79/100 of 1 per 
ent the survey showed. The 
ympany reporting the lowest 


ss had 1/10 of 1 per cent in 


bad debts, the highest reporting 
had 2.45 per cent. (U.S. govern- 


nent figures for 1937 showed a 


oss of 36/100 of 1 per cent for 
ill classes of business.) 


The survey showed the ma- 


Cent Per Gallon 


jority of oil companies are is- 
suing credit cards quarterly. Of 
all the applications received 28 
per cent were rejected, and 58 
per cent of the applications ac- 
cepted and credit cards issued 
became active accounts. Of all 
the applications, those received 
and those rejected, 42 pe) 
became buyers. 

The average 
chase on retail service station 
accounts, the survey showed, 
was $11.81. The break down of 
purchases on credit cards was: 
97 per cent of the accounts buy 
ing less than $10 per month (30 
per cent bought less than $5 per 
month); 25 per cent buying 
from $10 to $20 per month; and 
18 per cent buying 
$20 per month. 


cent 


monthly pu 


more than 


Butcher Elected Chairman 

Mr. Butcher, a vice chairman 
last year, was elected chairman 
of the oil credit men. Vice chair- 
men elected were: H. L. Hamp- 


(Continued on page 22) 


richt re J. E. Jone president: C. L. Vo 


their jon Oil Co., and Socony-Vacuum 
earnings by departments to the Oil Co. 
Temporary National Economic ; ’ - a 
ctecniencllatagioes . Companies Qualify Figures 
The justice 
countant 


(Monopoly) Committee. 

Only three of the 12 reported 
profits in their 
manufacturing 


department ac 
pointed out that sev 
eral of the 12 companies report 
ing a breakdown of their earn 
TNEC ings had qualified their figures, 
questionnaire returns by Chris- 5°me saying that the breakdown 
topher Del Sesto, justice depart- —— compres aoe _ bce 
tical purposes or because TNE( 
had requested it, that the fig- 
ures included arbitrary prices 
Co. (Indiana) and Skelly Oil Co., for transfer purposes and in no 
reported profits in all four Sense indicated what would be 
branches. production, transpor- the case if each department 

es were considered separately. 
tation, refining and manufactur However, the accountant de 
ing, and marketing. All twelve clared in his TNEC statement 
eaten queria reported profits iN that, even with the qualifica 
production, and all but one in tions, the figures indicated the 
transportation. irend of earnings. 

In the accompanying chart Summing up, Mr. Del 
are breakdown figures on in- sajq: 
vestment and profit or loss by “—yom a review of the replies 
departments for each company fyrnished to the Committee, it is 
in 1938 as compiled from state- apparent that the transportation 
ments filed with TNEC. branch of the industry, in terms 

Presenting the statements to >f rate of return on assets used, 
the TNEC, Mr. Del Sesto said is the most profitable of the four 
ihat Standard of California, Mid- branches. On the same 
Continent Petroleum Corp., and the marketing 
Atlantic Refining Co. had not 


least profitable. 
filed the requested analysis of ‘The data submitted seems to 
their income by 


support, in part at 


refining and 
operations, ac 


cording to analysis of 


ment accountant. 
Two companies, Standard Oil 


Sesto 


basis 
branch is” the 


departments least, the 





West Virginia Group Elects Officers 





Viki men f the W 


Lawl I K r€ 
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charges made from time to time 
that in the most competitive 
branch of the industry—market- 
ing—the industry suffers a loss; 
while in the one branch of the 
business in which the major oil 
companies have a high degree of 


concentration transportation | 
the profits are high. It seems, | 
therefore, that there is some 


merit to the charge made by 
non-integrated companies that 
the transportation branch is 
used in part by integrated com- 
panies to subsidize the other 
branches of the business, or, at 
least, that the rates charged in| 
the transportation branch are | 
too high.” 


Table Shows Investment | 


(See table below for detailed 
figures on investment, net _ in- 





Heads Oil Committee 


Rep. William P. Cole, Jr., 





of Mary- 


Oil Hearings 


Start Nov. 6 


(Continued from page 9) 


study of the industry such as 


“had never before been made”. 


Rep. Cole (Md.) has declared | 


that the bill (H. R. 7372) bear- 
ing his name is not his brain- 


child, but one of the administra- | 


tion (it was drafted in the In- 
terior Department). He has told 
N.P.N. that the first week’s hear- 
ings here will be largely taken 
up by Interior Department rep- 
resentatives. 


First witnesses scheduled are 
the ‘technical’ men of the In- 
terior Department—Bureau of 
Mines, Geological Survey, Pe- 


his committee’s 1934 report up 
to date. 

Next among the government 
witnesses will be representatives 
of the National Resources Plan- 
ning Board (formerly the Na- 
tional Resources Committee, 
which made the recommenda- 
tions for federal oil control con- 
tained in the “energy report” of 
last February—-NPN, Feb. 22), 
and these will be followed by 
representatives of the Army 
and Navy, who are intent upon 
government control to save theii 
so-called “reserves”. 

The “clean-up” witness at 
these original Washington hear- 
ings will be Secretary Ickes 


After the Washington hea) 
ings the committee may decide 
upon former hearings in the oi! 





i ; . sats 5 ae 
come and rate of return by de-|jgnd whose oil subcommittee troleum Conservation Division, producing regions, but as yet 
partments for 12 companies re- starts hearings on oil bill at Wash- | ete.—who have, Mr. Cole said, no definite plans have been 
porting to TNEC.) ington Nov. 6 brought the technical phases of) made. : 
Breakdown of Investment and Net Income in 1938 of 12 Major Companies 
I P d . T e e e . 
n Production, Transportation, Refining and Marketing 
(C00 Omitted; Percentage figures rounded; + Indicates loss) 
Investments In 
Refining and Unconsolidated General 
Company and Item Total Production Transportation Manufacturing Marketing Foreign Pet. Attiliates Investments Miscellaneous 
% ot % ot % ot % et % ot % of % ot % ot % of 
Amt. Total Amt. Total Amt. Total Amt. Total Amt. Total Amt. Total Amt. Total Amt. Total Amt. Total 
Gulf Oil Corp. 
Total Assets $546,870 100% $121,168 22% $55,373 = 10% $94,568 17% $128,904 24% $109,447 20% $7,008 1% $11,755 2° $18,645 4% 
Net Income before Interest 
& dividends $15,905 100% $5,866 37% $12,557 79% $12,398(+) 78% T $6.722 42% $7,751 49% $72 0% $2,756 17° $7 ,422(+) 46%7 
Ratio to Total Assets 3% 5% 23% 13% (+) 5% 7% 1% 23% 40% (4 
Ohie Standard 
Total Assets $70,547 100% $457 1% $7,331 10% $29,701 42% $29,320 42% $3,273 5% $308 0¢ $153 th 
Net Income before Interest 
& Dividends $2,200 0 $600 27% $600(+) 27% $1,800 82% $400 «18% 0 0 
Ratio to Tetal Assets 3.12 0 8.18 2.02(t 6.14 12.22 0 0 
Skelly Oil Co. 

Total Assets $62,040 100% $27,563 44% $3,172 5% $13,050 21% $12,102 20% $3,962(1) 6% $2,191 Ay, 
Net Income $3,100 100% $1,724 56% $511 16% $393 13% $70 2% $754 24% $352(+) 11% 
Ratio to Total Assets 5% 6% 16% 3% 1% 19% 16% (4 

Indiana Standard (6 
Total Assets $724 ,663(4)100% $117,200 16% $76,852 11% $124,050 17% $177,931 25% $108,807 15% $137,787 19° 
Net Income - $28.467 100% $8,602 30% $10,932 38% $2,482 9% $2,932 10% $4,211 15% $4,281(4) 15% 
Ratio to Total Assets 3.93% 7.34% 14.23% 2.00% 1.65% 3.87% 3.11% 
Empire Gas & Fuel Co. 

Total Assets $337,109 100% $157,466 47% $4,957 1% $23,964 7% $41,802 12% $12,305 4% $96,612 29° 
Net Income $14,544 100% $6,160 42% $5(t $470(1) 3%(1) $1,64104) 11% (+ $4,706 32% $5,793 40 
Ratio to Total Assets 4 3% 3.9% 0.1% 2.0% (+) 3.9% (+) 38.2% 6.0% 

Arkansas Fuel Oil Co. 
Total Assets $39,910 100° $26,270 66% $1,730 4 $3,778 10% $8,124 20% $118 0% $2 O% $115(+) 0 
Net Income $1,704 $2,504 $514 $396(1) $925(+) $6 0 $1 
Ratio to Total Assets 43% 9.5% 29.7% 10. 5%(4 11.4% (4+ 5.7% 
Cities Service Oil Co. (Pa. 
Total Assets $63,193 100% $588 1% $12,245 19% $22,249 35% $27,888 44% $78 0% $1 0% $142 0 
Net Income $3,297(1) $40 $1,529 $713(t $4,153(4) 0 0 0 
Ratio of Total Assets §.2%(t 6 8% 12.5% 3.2% (+) 14.9% (+ 0 0 0 
Continental Oil Co. 
Total Assets $125,100 100% $57,400(3) 46% $5,500 4°; $14,500 12% $38,900 31% $4,300 3% $4,500(2) 4% 0 
Net Income $5,200 100% $4,000(3) 77% $1,100 21% $400 8% $2.500(+) 48% (+ $400 7% $1,800(2) 35% 0 
Ratio to Total Assets 4.17% 6.97% 20% 2.76% 6.43% (1+) 9.3% 40% 0 
Phillips Petroleum Co. 
Total Assets $226,700 100% $146,000 64% $23,200 10% $20,700 9% $33,600 15% $2,600 1% $600 0% 0 
Net Income $10,200 100% $4,500 44° $5,000 49% $1,400(t) 14% (+) $1,500 15% $400 4% $200 2% 0 
Ratio to Total Assets 45% 3 08% 21.55% 6 76% (1) 4.46% 15.38% 33.33% U 
Pure Oil Co. (6 
Total Assets $197,333 100% $63,275 32% $9,924 5% $28,710 15% $39,424 20% $10,182 5% $210 o% $45,608 23 
Net Income $8,394 100% $10,913 130% $2,174 26% $7,227(1) 86% (1) $281(1) 3%C $1,593 19% $6 Oo” $1,216 14 
Ratio to Total Assets 4.25% 17.25% 21.91% 25.17% (t+) 0.71% (1) 15 65% 2. 86% 4.25‘ 
The Ohie Oil Co. 
Total Assets $138,700 100% $97,200 70° $14,900 11° $4,200 3% $10,900 8% $700 0% $10,000 7% $800 
Net Income $5,600 100% $3,200 57% $3,400 61% $200(1) 4% (4 $1,000(1) 18% Ct 0 $200 4° 0 
Ratio to Total Assets 4 04% 3.29% 22 82% 4.76%(\ 9.17% (1) 0 2.00% 0 
Censolidated Oil Corp. v _ 
Total Assets $357,000 100% $87,000 24% $46,000 = 13% $199,100 56% (5 $4,000 1% $20,600 6% $300 
Net Income $9,900 $4,700 $11,300 $8, 10001) 0 $2,000 0 
Ratio to Total Assets 3% 5% 25% 4.1%(1) 0 10% 0 
tIndieates Loss 
Notes: tIndicates loss ‘Total Assets’? covers assets used or employed includ ing properties, plant and equipment less reserves for depletion, depreciation and 
amortization; current assets; non-current security investments; investments and advances in affiliates—unconsolidated; intangible assets—net; deferred charges; 4n¢ 
other assets. Cash in bank was generally prorated among departments according to fixed assets or other factor. ‘‘Net income’’ is computed upon the net income 
before interest and dividends in each branch and is compared with the total assets invested in each branch. ‘Includes investment of $1,993,352 in Great Lakes Pipe 
Line Co. and less than a majority interest in East Texas Refining Co. Includes investment in and dividends received from Great Lakes Pipe Line Co. ‘In des 
investment in and proportion of earnings of Kettleman North Dome Assn 4Original contains item of $17,968,353 in assets and net income of $3,588,749 under heading 


‘Consolidating 


intercompany and 


net income, $2,715,000 


Adjustments and 
reserves) was $49,700,000 for refining and manufacturing and $50,600,000 for marketing. 
interdepartmental 


Eliminations.’ 


transactions, as 


‘Refining, 


follows: 


manufacturing 


Indiana 


and 


Standard 


marketing combined; net assets for properties, plant and equipment (after dedu ting 
‘Statements included consolidating adjustments and eliminations becaus' ol 
Total assets, $27,590,933; net income, $287,634; Pure Oil, Total assets, $16,971, \\ 


Oil Starts Biggest Winter Change-Over Campaign 
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TNEC Hearings End 
After 40 Witnesses 


N. P. N. News Bureau 
WASHINGTON, Oct. 30. 
Out of the welter of sugges- 
tions, recommendations, 
charges, counter-charges, de- 
fenses, denials, questioning and 
inference that marked the 27- 
day oil industry hearings by the 
Temporary National Economic 
Committee, only one official or 
semi - official conclusion has 
been voiced—the declaration by 
Chairman O’Mahoney at the 

close of the sessions that: 


“IT think we have made a 
study of the petroleum industry 
such as has never been made 
before.” 

How much weight the com- 
mittee has placed, or will place, 
on the testimony of each of the 
40 witnesses which appeared be- 
fore it is unpredictable, and it 
will probably be several months, 
at least, before the reeommenda- 
tions if any which it will 
draw from the’ two-million 
words of testimony will be sent 
to Congress. 

While the hearings were not 
conducted along the line indi- 
cated by advance publicity re- 
leases of the committee—a “tell 
your own story” sort of a pres- 
entation—-the committee gave 
virtually everyone who _ ap- 
peared his own time to make 
his charges, defenses or recom- 
mendations, as the case may 
have been. At times the ques- 
tioning assumed the character 
of a prosecutor’s cross-question- 
ing. Leon Henderson, Securi- 
ties-Exchange Commission rep- 
resentative on the committee, 
defended this. 

Addressing William S. Farish, 
president of Standard Oil Co. of 
New Jersey, last industry wit- 
ness on the stand, Henderson 
declared “if I were on your side 
of the table I would feel 
that the distillate that comes 
out of this type of hearing was 
much to be preferred to the 
kind that might come from just 
merely presentation of unques- 
tioned statements.” 

Sen. O’Mahoney will undoubt- 
‘dly use portions of the record 
as fuel for his federal corporate 
licensing bill—-which would re- 
quire all corporations doing 
business in interstate commerce 
o be chartered by the U. S. un- 

‘r restrictions laid down by the 

‘deral government. He _ re- 

‘rred to this measure, and to 


the need for such regulation 
several times during the hear-, 
ings, contending that oil indus- 
try represented a big nation- 
wide industry, operating § in 
many states, whose laws were 
inadequate to regulate its activ- 
ities. 

Both Sen. King, Utah, and 
Vice-Chairman Hatton Sumners, 
Tex., indicated their unwilling 
ness to concede the need for 
taking regulatory power away 
from the states. 


Anti-Trust Law Changes 


Another committee -membei 
suggestion, made by Leon Hen- 
derson, was that the present 
anti-trust laws, in his opinion, 
were not adequate to cover the 
forms of competition which the 
evidence indicated to him were 
existent in the oil industry. Mr. 
Henderson said that competi- 
tion within the oil industry is 
“non-price’” competition, such as 
“subsidies, differentiation of 
products by advertised brands, 
and of tendencies toward stabil- 
ization.” 

The recommendations of the 
Department of Justice, as pre- 
sented by Christopher Del Ses- 
to, may be boiled down to (1) 
establishment of a uniform ac- 
counting method within the in- 
dustry, so that comparable cost 
figures may be arrived at by 
the government, and the public, 
and (2) a study of “loose” state 
charter laws, which, he said, al- 
low bookkeeping and account- 
ing practices by large corpora- 
tions which make it difficult for 
outsiders to ascertain their fi- 
nancial status. Both of these 
recommendations will add 
weight to the chairman’s plea 
for a federal chartering statute. 

In the marketing end of the 
business, numerous _ independ- 
ents, whose attack was headed 
by Paul E. Hadlick, secretary of 
National Oil Marketers’ Ass’n., 
urged the committee to recom- 
mend marketing divorcement 

separation of the marketing 
branch of the industry from 
other branches--and many ques- 
tions were asked by the commit- 
tee and its attaches on the 
charges of the independents that 
major oil companies deliberate- 
ly lose money in their market- 
ing operations to curtail inde- 
pendent competition, making 
up these losses by excessive 
profits in other branches. 

Some of the adherents to this 
charge, however, believed that 
statutory requirement that the 
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integrated oil companies file 
separate profit and loss state- 
ments for the various branches 
of the industry in their state- 
ments with Securities-Exchange 
Commission, and file separate 
income tax returns for the four 
branches, would eliminate the 
practices complained of. 


FTC Wants Another Probe 


Another recommendation in 
the marketing fleld was that of 
the Federal Trade Commission 
that it be emyowered —and fi- 
nanced—-to make another inves- 
tigation into petroleum market- 
ing. | 

From complaints in FTC’s 
files, James A. Morton, chief ex- 
aminer, pointed! out to the com- 
mittee a set of "perhaps illegal” 
practices in tHe marketing of 





petroleum products which would 
come under the scrutiny of the 
proposed investigation. 

These included “unjustified 
price differentials and discrim- 
inations ... use of tying and ex- 
clusive dealing contracts .. . in- 
timidation, coercion and other 
oppressive tactics . . . misbrand- 
ing, false and misleading adver-| 
tising leasing, selling and 
loaning of equipment dis- 
criminatory contracts with tire 
and motor accessories manufac- 
turers,” etc. 

Later on in the hearing, Mr. 
Farish recommended to the 
committee, in this connection, 
that the Robinson-Patman Act 
and similar regulatory statutes 
be clarified so that a company 
would know whether it was vi- 
olating the law or not. 


Members Indicate Interest 
in Purposes of Proration 


Committee mbmbers indicated 
its interest in fonservation and} 
proration statuyjes of the states, 
and in the charges that they 
were mere prite-fixing devices, 
by their numerbus questions on 
the subject. The integrated 
company witngsses were warm 
in their approval of conserva- 
tion and prorakion under state 
laws, although admitting in 
some cases that state regula- 
tory bodies méy have gone be- 
yond conservetion into price 
consideration if} establishing al- 
lowables. : 

Strongest alivocate of the 
state prorationl system was Col. 
E. O. Thomnsopn. member of the 
Texas Railroad Commission, 
who told of thk scientific meth- 
ods being useq to hold produc- 
tion to the “op’imum” rate, and 
of new develodments being used 
to discover any conserve oil re- 
serves. 

In this conr 


fection. a “panel” 
economists 


and technicians 
before the com- 
mittee at the instance of R. FE. 
McConnell. C4Smmerce Denart- 
ment economiy adviser. Gener- 
al tenor of thejr discussions was 
to defend proystion. and by in- 
ference advokate federal con- 
trol. The witnesses included 
Ralph J. Watlins, university of 
Pittsburgh prqfessor who super- 
vised the N&tional Resources 
Committee’s “energy report” 
last January Glenn E. Me- 
Laughlin, Hunter College, N. Y., 
economics prqgfessor, who aided 
with the renpert; R. A. Cattell, 
chief petroleum engineer of the 


of 


Was 


presented 


Mines Buretzu. and Herman 
Stabler. head: of the Geological 


Survev’s conservation branch. 
Following the panel discus- 
scion, Dr. A.: G. White, Mines 


Bureau’s chief petroleum econ 





omist, was called to discuss his 
bureau’s monthly forecasts of 
demand. (These had been at- 
tacked earlier by marketer wit- 
nesses as a contribution by the 
federal government to the 
state’s price-stabilizing conser- 
vation laws.) Dr. White denied 
that the forecasts were pre- 
pared for any other purpose 
than to aid in the conservation 
of a natural resource. 

Although the hearings started 
out with a definite tone of ‘“na- 
tional defense” running through 
them, this died away as they 
progressed and as the “war 
talk” in Washington quieted 
down. 

One of the early recommenda- 
tions--not definite but inferen- 
tial--was in the testimony of 
Dr. John W. Ise, Kansas Uni- 
versity economist who was 
brought in by the Justice De- 
partment to present its case. 
Dr. Ise declared the oil industry 
; carries some of the ear- 
marks of a public utility.” 

J. J. O’Conneil, Treasury De- 
partment member of TNEC (a 
member of the department’s le- 
gal staff, asserted that he re- 
garded the depletion allowance 
now granted oil and mining 
companies to be in the nature| 
of a “subsidy.” He _ indicated 
the belief that as new methods 
are developed for determining 
more accurately the amount of 
oil underlying a given property, 
the depletion allowance should) 
be revised to prevent the own- 
er’s continued deduction of the 
allowance after he had his cap- 
ital back. 

Attacks were made by severai| 
of the witnesses on rail rates,! 
and charges were hurled that! 
the major oil companies domin-| 


ate the railroads to the extent| 





of setting the rates not only for 
themselves but their independ- 
ent competitors. These, too, the 
committee exhibited interest in, 
as indicated by questioning. 

One charge, made by Eugene 
L. Orvis, Jersey City traffic at- 
torney, was that the railroads 
in the southeast had proposed a 
“deal” with major oil compan- 
ies in that area whereby the 
rails would make certain rate 
adjustments advantageous to 
the majors if the companies, in 
turn, would cease to use long- 
distance transport trucks and. 
discourage their use by purchas- 
ers from the majors. 

Edwin S. Hall, senior counsel 
for the New Jersey Standard, 
and Col. Harry T. Klein, chief 
counsel for Texaco, told the 
committee that they had ad- 
vised their companies against 
entering into such an agree- 
ment, as they felt it might be 
unlawful, and declared the pro- 
posal was never consummated. | 

Other witnesses attacked pipe-| 
line practices, and the commit-) 
tee and its questioners dwelt at| 
some length on pipeline rates, 
practices and charges. In de- 
fense of these, API witnesses | 
pointed out that complainants) 
against these rates already have, 
a remedy at law, through Inter- 


state Commerce Commission,| 
and through state regulatory | 
bodies. 

The committee was suffici- 


ently impressed by the charges 
of two officials of a Kansas City 
retailers’ association that the) 
National Assn. of Petroleum Re. 
tailers was a “tool” of the Amer- 
ican Petroleum Institute and of! 
the major companies generally | 
to call Wilmer R. Schuh, board) 
chairman of NAPR, before it tc! 
explain. 





Specifically, Mr. Schuh was 
called to answer the charge that 
he threatened the Kansas City 
association with extinction un- 
less its officials ceased offering 
to appear before TNEC. The 
NAPR official, however, denied 
all charges flatly, declaring his 
organization was not subsidized 
by major oil companies, that it 
was entirely independent, and 
that he had made none of the 
assertions charged to him in the 


Kansas City witnesses’  testi- 
mony. 
Mr. Schuh’s_ appearance 


marked one of the few times 
during the long hearings when 
the FTC “code” of fair trade 
practices was mentioned. He 


|said that approval of some sort 


of a set of fair trade practice 
rules would do more to clear up 
the marketing picture than any 
other step that could be taken. 
At about the same time it was 
definitely learned that FTC has 
abandoned consideration of the 
code submitted by the industry 
some three years ago, on re- 
ceipt of a letter from the Jus- 
tice Department disparaging it. 

Balanced against these recom- 
mendations for changes and 
complaints of unfair competi- 
tion, they will have the defense 
made by the API witnesses of 
the existing situation; the fig- 
ures showing the amount of la- 


_bor and capital employed in the 


industry, the good labor rela- 
tions of the industry, the de- 
nials of monopolistic charges, 
the statements that the public 
benefits through the efficient 
distribution system that integra- 
tion has built up, and the declar- 
ations that more oil is being 
saved for the future through 
conservations methods now in 


| force. 


Farish Testimony Winds Up 
Four-Week TNEC Hearings 


N. P. N. News Bureau 
WASHINGTON, Oct. 30. 
William S. Farish, president of 
Standard Oil Co. of New Jersey, 
made two major recommenda- 
tions to the monopoly commit- 
tee as he closed his three-day ap- 
pearance on the stand at the 
end of the four-and-a-half week 
They 


oil industry hearings. 


| suggested: 


1. Extension of the Bureau of 
Mines’ factual studies along the 
lines of helping the states to es- 
tablish standards of efficiency in 
production. 

2. Clarification of the Robin- 
son-Patman Act so that a com- 
pany would be able to deter- 
mine whether it is violating the 


Oil Starts Biggest Winter Change-Over Campaign 


law, and so that the difference 
in functions performed by dif- 
ferent types of distributors 
would be recognized as a basis 
for price differentiation. 

These were offered in re- 
sponse to a request by Sen. 
O’Mahoney that the Jersey com- 
pany president offer “construc- 
tive suggestions” as to what he 
thought the federal government 
might do. 

With regard to the first, Mr 
Farish said that results of the 
expanded Bureau of Mines 
studies should be made avail- 
able to the states (rather than 
being enacted into federal regu- 
lations), and added that “crit- 
ical studies might even be made 
of the proration procedures in 
the various states in the light of 
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the standards considered desir- 
able by the Bureau of Mines.” 
He clung, however, to the posi- 
tion that the intent of the 
studies would be to “help the 
states to overturn the rule of 
capture.” 

Another angle he suggested 
for the Bureau studies was that 
of making more equitable the 
proration procedures among dif- 
ferent owners in the same field 
and among different fields. 

“If necessary,” he said, “the 
Bureau of Mines should have 
additional appropriations’ to 
cover the cost of making these 
studies.” 

In connection with his R-P 
law recommendations, Mr. Far- 
ish pointed out that the lan- 
guage of the act should be lib- 


eralized “with respect to cost as 
a defense of price discrimina- 
tion,” because, he explained, 
marketing costs, as well as 
other costs, for particular com- 
modities are so difficult to de- 
termine. 

In addition to these two rec- 
ommendations, President Far- 
ish, at the close of his formal 
appearance, said he wished to 
withdraw from the role of oil 
industry witness and address 
the committee as an ordinary 
citizen. Here he made his state- 
ment urging fewer changes in 
government policies toward 
business, and declared the com- 
mittee had a great opportunity 
to restore mutual confidence 
between business and govern- 
ment. 


Farish Tells ‘Advantages 


Of Crude Price Postings 


Mr. Farish’s windup _ testi- 
mony covered chiefly the points 
he had outlined in his earlier 
appearance (NPN, Oct. 25, p. 9). 
He defended the posted price 
system of purchasing as having 
“no necessary connection with 
either monopoly or competi- 
tion,” and declared that the em- 
phasis placed on the fact there 
are but a few purchasers in 
some fields is “entirely unwar- 
ranted.” 

The witness said that price 
posting “destroys the secrecy 
of a contract system, brings! 
about a considerable amount of| 
uniformity in the prices posted | 
by all producers for similar 
crudes (when consideration is 
given to transportation and 
other costs of reaching the com- 
mon market), and gives the 
same price to both large and 
small.” 

Mr. Farish said he thought 
there should be more flexibility 
in the price posting system, that 
is, that purchasers should re- 
duce their postings possibly by 
a few cents when they find that 
a small amount of crude is get- 
ting to market at below the 
posted price, instead of waiting 
until they are forced to make 
much larger cuts by the fact 
that a large amount of below- 
posted-price crude is getting to 
market. He said the hesitancy 
to cut the price in the first in- 
stance is that all purchasers dis- 
like the “stigma” which produc- 
ers attach to the one who re- 
duces the posted price, and 
hence wait until they are vir- 
tually forced before cutting. 

The posted price system, he 
said, in general works in ac- 
cordance with the laws of sup- 
ply and demand. 

There was some discussion of 


the oil import tax, with J. J. 
O’Connell, Treasury  Depart- 
ment, doing most of the ques- 
tioning. After Mr. Farish had 
answered that the price of do- 
mestic crude might be lower if 
the import tax were removed, 
O’Connell remarked that it 
seemed “curious” to him that 
the U. S. should be the largest 
exporter of crude, and still have 
an import tariff. 

Mr. Farish said that “in the- 
ory” this would appear to be 
anomalous, that it is a “much 
debated subject” within the in- 
dustry, and that since his com- 
pany is engaged in both foreign 
and domestic production it has 
remained neutral in the discus- 
sions of the “oil tariff.” 

The Jersey company presi- 
dent defended conservation and 
proration clinging to his _posi- 
tion it was a problem for the 
states rather than for the fed- 
eral government. 

The witness said he favored 
the Connally Act, inasmuch as 
it was an aid to state control, 
rather than any federal regula- 
tion, and Justice Department At- 
torney Hugh M. Cox asked if he 
would be in favor of writing into 
the Connally Law the next time 
it comes up for renewal a pro- 
hibition against the federal gov- 
ernment aiding the states where 
ii was shown their conserva- 
tion statutes were directly aimed 
at fixing prices. 

There was also some discus- 
sion of modification of the anti- 
trust laws, between Mr. Cox 
and Mr. Farish. The latter said 
he believed they were adequate 
now, and that the fact a com- 
pany was prosecuted was pen- 
alty enough, aside from the 
money penalty, which Mr. Cox 
indicated he thought was too 
iow. 

















ARE YOU PREPARED 


a 
... 20,000 to 30,000 OIL MEN 


—service station owners, managers, 
oil salesmen and operators—will be 
prepared to get their share of the 


1940 NEW CAR LUBRICATION 


business, with the aid of NPN’S 1940 
New Car Lubrication Issue—out 
next week! 


This annual issue gives the FIRST, COMPLETE 
information on all important lubrication changes in 
the new 1940 models. Fully explained by charts, 
photos, detailed specifications this issue features: 


CAPACITY charts for 

transmission, differential, 
crankcase, radiator 

CHANGES in lubrication 

requirements of the 1940 sales of gear lubricants 
new cars 

LOCATION charts for oil, HYPOIDS—need of regu- 

water. gasoline fill pipes; lar servicing including 
battery flushing 


TEMPERATURE guide for 
oil changes 


NEW developments in 
transmissions — more 


MORE PROFITS! In addition to the service data in 
this Nov. 8 issue, there are mer- 
chandising articles on: 


Sealed beam headlights 1 How to “sell” lubri- 
cation service; per- 
sonal selling. direct mail 


—how to sell, install, ad- 
just them 
1 Inspection ticket sys- 
tem — helps station 
operator to follow new car 
servicing from start to finish 


1 Appearance of lubri- 

torium—important in 
sales effort. and many other 
features that you can turn 
into PROFITS RIGHT NOW! 


Accessories you can sell 
to the new 1940 car 
owners 


Oils and greases best 
suited to meet new car 
engine requirements 


EXTRA COPIES! 


PRICES 
Mail your order for extra Single copies 35c ea 
copies of this annual 1940 3 copies $1.00 


1 to 10 copies 30¢ ea 


NEW CAR LUBRICATION is- 11 to 100 copies 27¢ ea. 
sue at once. Last year's is- 100 copies and 


rea » m oO: 
sue was a sell-out. over 25e ea 


— — — — — — Clif and MAIL TODAY — 
NATIONAL PETROLEUM NEWS 


531 Penton Bidg., Cleveland, Ohio Date 


Send copies of the 1940 NEW CAR LUBRICATION Issue, 
out Nov. 8 


(a) Enclosed is check for $ (Less 5% on ten or 


more copies if paid with order) 
order for less than 10 copies) 
(b) Send bill 


(Cash must accompany 


NAME 
St.-Box City-State 


(Ohio purchasers please add 3% sales-tax) 
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Oil Transportation News 


Latest developments in freight rates, legislation, taxes, regulations, and new construc- 
tion affecting the transportation of petroleum products by truck, barge, tanker, pipeline, and 


railroad. 


236 Rail Lines Sued 
On Truckers’ Charges 


N. P.N. News Bureau 
WASHINGTON, Oct. 30.—The 
complaint of American Truck- 
ing Assns. Inc., against railroad 
practices allegedly discrimina 
tory against trucks (N.P.N., 
Mar. 29, p. 32), has resulted in 
the filing of a civil anti-trust suit 
by the Justice Department 
against the Association of Amer- 
ican Railroads and its 236 rail- 
road company members. 

Suit was filed in the U. S 
district court for the District of 
Columbia, charging that the as- 
sociation (including most of the 
important roads of the U. S.) 
“combined to restrain trade by 
agreeing not to extend to motor 
carriers the same co-operation 
in the carriage of freight and 
passengers which they cus- 
tomarily extend to each other.” 

The complaint further alleged 
that the roads “have jointly re- 
fused to establish rates on 
loaded trucks, trailers and truck 
bodies, ‘all commodity’ rates, 
container and similar rates, and 
have jointly refused to establish 
through rates, joint rates and 
fares, and joint billing arrange- 
ments with motor carriers in 
order to eliminate competition.” 

The charges made in the jus- 
tice department’s complaint are 
identical with those made before 
the House Interstate Commerce 
Committee last March by Lu- 
ther M. Walter, co-trustee of the 
Chicago Great Western Railroad 
Co. 

Explains Why Civil Suit 

Explaining the reasons for a 
civil procedure, the justice de- 
partment declared that the 
“agreement which it is alleged 
contravenes the anti-trust laws 
in this case consists of resolu- 
tions passed by the Ass’n. of 
American Railroads. The ex- 
istence of these resolutions were 
revealed to the department .. . 
some time ago but due to limi- 
tation of personnel it has been 
impossible for the Department 
to investigate and take action.” 

The department alleges that 
the defendants “have fully co- 
operated with the department” 
in the investigation, and adds 
‘if the court ultimately de- 





termines that the defendants’ 
agreements contravene the anti- 
trust laws and cancels them, 
and these remedies should then 
prove insufficient, the way will 
still be open for the institution 
of criminal proceedings, but it 
is not proposed to resort to 
these unless the civil suit should 
prove inadequate.” 

Discussing the “results to be 
anticipated by the present ac- 
tion,” the department said: 


Anticipated Results Stated 


“If the restraint upon trade 
charged in the complaint is 
found to exist, this suit should 
restore to the individual rail- 
roads freedom of action to enter 
into through-transportation ar- 
rangements with motor car- 
riers. Beyond this the purpose 





of the Department does not ex- 
tend. It is not its function to 
promulgate a_ transportation 
policy for the nation, or to 
foster any plan for the solution 
of what is currently spoken of 
as the ‘railroad problem.’ Its 
sole duty in this case is to seek 
an emancipation of the railroads 
from the restraints of those 
agreements if they are found to 
contravene the Sherman Anti- 
trust Act. 

“While it is impossible, of 
course, ta determine now just 
what economic results would 
follow the restoration of free- 
dom to individual railroads to 
deal with motor carriers, it is 
not unreasonable to expect that 
great impetus will be given to 
the establishment of  co-or- 
dinated rail-truck service, and 
that the practical experimenta- 
tion in this field will develon 
more efficient and economical 
transportation channels, thus 
facilitating the movement of in. 
terstate commerce.” 


Rail-Shippers’ Rate Case 


Moves to Chicago, Nov. 15 


(Continued from page 9) 
and sales trends, the executive 
said. 

“The point I’m trying to make 
here is that when we are in 
position to go out and merchan- 
dise without the hazard of com- 
petitive fields of transportation 
where there is a saving made 
and where there are concessions 
out of these savings made, we 
will be able to maintain and 
to aggressively produce railroad 
transportation and_ tonnage.” 
But when other refiners have a 
freight advantage of approxi- 
mately 2 cents per gallon and 
utilize this advantage partially 
in making concessions to job- 
bers, he said his company was 
helpless to meet this competi- 
tion. 


Indiana Jobbers Represented 


Other traffic and sales execu- 
tives representing Mid-Conti- 
nent rail-shipping refiners paint- 
ed for the commission a _ pic- 
ture of contracting market 
areas as result of transportation 
discriminations. 

H. A. Hollopeter of Indiana 
Independent Petroleum Market- 


Oil Starts Biggest Winter Change-Over Campaign 


ers Ass’n testified his group pre- : 


fers to have the Mid-Continent 
refining district preserved as a 
source of supply in addition to 
major company supply sources. 
He said that light oil shipments 
into Indiana by truck during 
three months of 1939 had topped 
the same period of 1938 by 22,- 
000,000 gallons, while rails were 
losing 5,000,000 gallons. 

In prefacing his remarks 
made earlier in the week re- 
garding P.R.S.A.’s 73-page vol- 
ume of exhibits, H. K. Davis, 
Tulsa, association — statistician 
said exhibits show “some of the 
basic ways, principally based 
upon studies of the Interstate 
Commerce Commission, which 
might be useful in a determina- 
tion of the manner in which 
illegal practices and discrimina- 
tions . . . may be minimized.” 


Suggests ‘Progression’ Theory 


Mr. Davis said that if reduced 
rail rates, put into effect for 


|short hauls to meet truck and 


threatened pipeline competition 
from Superior to Minneapolis 
and Chicago to Joliet, were pro- 


gressed from southwestern ori- Chicago, with jobbers testifying. 


gins to midwestern consuming 
points in proportion to the 
square root of the distance of 
the haul—the resultant rates 
would enable rail-shipping Mid- 
Continent refiners to reach their 
markets at rail rates below 
those of 1916 under which rate 
scale the Mid-Continent refining 
industry flourished. It is a rea- 
sonable assumption these two 
short-haul rates, voluntarily 
published by rails to meet 
threatened and actual compeéti- 
tion, Mr. Davis said, were com- 
pensatory and that the rails, 
therefore, are in position to 
grant long-haul shippers ade- 
quate relief from unfavorable 
discriminations. He cited ex- 
cerpts from an ICC rate case 
decision and statistical studies 
in substantiation of the square 
root progression theory. 


Pipeline Costs Submitted 


Compilation of cost of trans- 
porting crude by pipeline to 
various midwestern terminals 
‘based on cost figures of Stano- 
lind Pipe Line Co. and submit- 
ted by Mr. Davis, indicated a 
4.256 cents per hundredweight 
‘ost on a 344-mile pipeline haul 
‘rom Tulsa to Kansas City; a 
3.495 cents a_ hundredweight 
cost on a 525-mile haul from 
Tulsa to St. Louis; a 9.686 cents 
ost on the 783-mile haul from 
Tulsa to Chicago; and 11.790 
ents on the 953-mile haul from 
Tulsa to Toledo. 

Cost of transporting gasoline 
by pipeline as figured from ICC 
Statistics and interpreted by 
Davis, showed it cost Great 
Takes Pipe Line Co. 6.5 cents 
a hundredweight from Tulsa to 
Kansas City, 12.5 cents a hun- 
dredweight from Tulsa to Des 
Moines, 16 cents from Tulsa to 
Omaha, 18.5 cents from Tulsa 
to Chicago and 19.5 cents to 
Minneapolis from Tulsa. 

Mr. Davis also submitted a 
graph on which was charted 
1916 rail rates and a composite 
scale of rates based on ICC 
transportation cost figures plus 
5.75 per cent return on invest- 
ment from Group 3 origins to 
representative mid-western des- 
tinations. This chart, he ex- 
plained, shows a great similar- 
ity between trend of these two 
rate scales and, accepting the 
accuracy of ICC cost figures, 
there is a decided indication 
rates upon which Southwestern 
refiners shipping by rail and the 
railroads both prospered should 
prove a compensatory rate to 
railroads at the present time. 

After Davis had been cross- 
examined by rail and pipeline 
counsel on Oct. 26, it was de- 
cided the hearing, conducted by 
Commissioner Splawn and Ex- 
aminer Chester Stiles, would 
be resumed over to Nov. 15 at 
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‘Economic Area 
Of Oil Trucks 
To Be Studied 


N. P.N. News Bureau 

CHICAGO, Oct. 30.—Defining 
of economic areas for the trans- 
portation of petroleum products 
by motor carrier and by rail- 
roads on a national scale was 
inaugurated here last week dur- 
ing the meeting of the petro- 
leum transporters division at 
the American Trucking Assns.’ 
Ine., annual convention. 

The movement got underway 
through adoption of a resolu- 
tion calling for the A.T.A. to 
ask the Interstate Commerce 
Commission to institute regional 
investigations, where such _ in- 
vestigations have not been held, 
on petroleum rates of motor car- 
riers and railroads to determine 


the economic sphere of each 
type of carrier. 
Railroad strategy in rail- 


truck oil hearings has been to 
build up a case on the basis of 
service rendered, working up 
to the theory that transporters 
render a superior service to the 
shipper hence transport rates 
should be higher than rail rates, 
it was pointed out. Transport- 
ers, under the resolution, would 
approach rates from the view- 
point of cost of service for the 
carrier. 


Transporters To Meet 


After discussing railroad com- 
petition the meeting turned to 
means of improving the organ- 
ization. A resolution was adopt- 
ed for the petroleum trans- 
porters division of ATA to hold 
a national meeting somewhere 
in the central west before May 
Ist. The meeting is likely to be 
held in Kansas City during the 
late winter. Kansas City led in 
the discussion for a meeting 
place, as being accessible to 
transporters on the East and 
West Coasts and also to the 
thousands of operators in Texas, 
Oklahoma, Kansas, Nebraska, 
ind South Dakota. 


Wilcox Elected 


In the election of officers 
Morris L. Wilcox, of Downing- 
town, Pa., vice-president of the 
Leaman Transportation Co., was 
named chairman, succeeding A. 
lr’. Smith, Sr., of San Jose, Calif., 
president of Pacific Truck Serv- 
ice, Ine. 

Jack B. O’Harra, of San Jose, 
vice-president of Pacific Truck 
Service, was elected vice-chair- 
man. C. W. Kelley, of Hutchin- 
son, Kansas, Kelley Transport 
Co., was elected treasurer. C. 
\ustin Sutherland, of Lincoln, 


Heads Oil Truckers 


Morris 


L. Wilcox 


Neb., C. M. Sutherland & Sons, 
was re-elected secretary. 

Mr. Wilcox as chairman of 
the petroleum transporters di- 
vision automatically becomes a 
divisional vice-president of ATA» 


Oil Truckers Win Safety 
Awards at ATA 

Nine petroleum transporters 
were winners in the fifth na- 
tional truck safety contest for 
the year ended July 31st. The 
transporters, and classification, 
are: 


Harry E. Grimes, 
sas City, Kansas, 


ArkKan- 
winner, 





one-three units long distance. 

Sprague Oil Service, Mce- 
Pherson, Kansas, winner; 
R. E. Ensminger & Sons, 
Holyoke, Colo.; Frank C. 
Klein & Co., Denver; and 
Leonard Tank Lines, Merced, 
Calif., awards of merit, four- 
ten units long distance. 

Kaw Transport Co., Kan- 
Sas City; Kelley Transport 
Co., Hutchinson, Kansas; and 
the Willett Co., Chicago, 
awards of merit, 11-25 units 
long distance. 

Decatur Cartage Co., Chi- 
cago, honorable mention, 51- 
100 units long distance. 


War Risk Rate Raised 


N. P.N. News Bureau 
NEW YORK, Oct. 30.New 
advisory schedule of war risk in- 
surance rates by American In- 
stitute of Marine Underwriters 
raises rates from 2.5 to 3.5 per 


cent on American-flag vessels 
from the Americas to United 


Kingdom and France excluding 
Mediterranean and Continent of 
Europe (Cape Finisterre to Hol- 
land inclusive and Norway not 


south of Bergen by Northern 
route); neutral-flag boats to 


Continent of Europe, not calling 
at belligerent ports, up 3 to 3.5 
per cent. 

Other changes were an in- 
crease from 2.5 to 3 per cent on 
African imports and exports by 
belligerent-flag vessels exclud- 
ing via Mediterranean; an in- 
crease from 1 to 2 per cent on 
belligerent-flag vessels in At- 
lantic or Atlantic-Pacific trade 
between North and South Amer- 
ica. 


Jobber Asks Intrastate Rate 


From Iowa Pipeline Terminal 


DES MOINES, Oct. 27.—-lowa 
Commerce Commission has tak- 
en under advisement the peti- 
tion of Krumviede Oil Co., Pres- 
ton, Ia., seeking reparations 
from C.M.St.P.&P. Railway on 
ground that it was charged in- 
terstate rail freight rate instead 
of intrastate rate on shipment of 
three cars of gasoline from 
Great Lakes Pipe Line Co.’s ter- 
minal near Iowa City. Hearing 
was held Oct. 20 with Eugene 
L. Orvis, Jersey City, represent- 
ing petitioner. 

Mr. Orvis contended that (1) 
owing to unfinished gasoline be- 
ing shipped en masse through 
pipeline in movement to which 
Krumviede was not a party, (2) 
sale and finishing of gasoline 
taking place after material had 
come to rest and_ interstate 
movement ended at pipeline 


terminal and (3) no joint ar- 
rangements or tariff link-up be- 
tween pipeline and railroad, the 


final rail shipment, entirely 
within Iowa, was an intrastate 
movement entirely dissociated 


from the movement to the pipe- 
line terminal. 

He also contended that if the 
interstate continuity of the 
movement was predicated on 
privilege, of finishing (blending 
and coloring) in transit, such 
was not authorized by pipeline 
tariff filed with Interstate Com- 
merce Commission at Washing- 
ton. 


Rails Cite Jobber’s Invoice 


Respondent rail’s attorney re- 
lied on jobber’s invoice settle- 
ment with major supplier of 
gasoline which was on basis of 
all-rail freight rate from Group 


3 to justify theory of interstate 
movement to ultimate destina- 
tion. 

A. H. Krumviede testified he 
ordered tank cars through sup- 
plier’s regional office and re- 
ceived same from storage sup- 
ply at Des Moines. 

A. C. Gienapp, Manchester, 
Ia., appeared on behalf of Iowa 
Independent Oil Jobbers’ Ass’n. 


D. C. Truck Rules Outlawed 


WASHINGTON, Oct. 31.— 
Police Court Judge John P. Me- 
Mahon here ruled that the In- 
terstate Commerce Commis- 
sion’s truck safety regulations 
supersede the District of Colum- 
bia’s rules covering tank trucks, 
and quashed a case charging a 
petroleum transport truck driver 
with violating the D. C. regula- 
tions by carrying gasoline in a 
compartment of more than 600 
gallons capacity. 


Rails Meet Nov. 14 
On Announced Slash 


In Midwestern Rate 


CHICAGO, Oct. 30.—Missouri 
Pacific’s proposal to cut petro- 
leum rail rates from the Mid- 
Continent along its lines by ap- 
proximately 9 cents per hun- 
dredweight (0.6 cent per gallon 
on gasoline) will be discussed at 
a meeting of the representatives 
of railroads favoring and op- 
posing the reduction, to be held 
Nov. 14 before C. E. Johnson, 
president of the Western Associ- 
ation of Railroad Executives 
here. 


Private Truck Hearing 


WASHINGTON — Oral argu- 
ment before ICC on the “need” 
for establishing hours-of-service 
and other safety requirements 
for operators of private trucks 
will be held Nov. 28 and 29. It 
had been set for Nov. 21 and 22. 


Michigan Holds Oil Quota 


LANSING, Mich., Oct. 30. 
The Michigan Advisory Board 
and J. P. Hoffmaster, supervisor 
of wells decided at a meeting 
here last week that present 
proration allowables remain the 
same with the exception of two 
fields, Columbia, in Van Buren 
county and Old Salem, in Al- 
legan county, where present 
allowables of 100 barrel daily 
per ten-acre tract will be re- 
moved. 

November production in 
Michigan is estimated at 70,000 
barrels which equals current 
demand. Michigan refineries are 
now using about 54,000 barrels 
of the state’s production, the 
remaining 16,000 barrels moving 
to points outstate. 
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THE READERS’ FORUM —ON — 
Government's Relations with THE READER'S Oil Business 


Contributions are invited. 


Please address them to the attention of Warren C. Platt, Editor. 








Melodramatic Radio Broadcasts Plug 


For New Deal's Federal Oil Control Bill 


WASHINGTON, Oct. 28. 
Again the Interior Department 
has taken to the radio to further 
its campaign to bring all natural 
resources, including Oil, under 
its control, with Secretary Ickes 
speaking Cct. 25 before the Na- 
tional Coal Ass’n. at New York. 

Even though Secretary Ickes 
spoke scathingly of “rape of 
our natural resources’, attacked 
“heedless exploitation” and _in- 
ferred an oi! exhaustion in the 
U.S. within 12 years, his speech 
was merely an anti-climax to 
the dramatized radio narratives 
on oil in the department’s 
“What Price America” series 
over the Columbia Broadcasting 
System’s network each Satur- 
day afternoon. 

These 
“scare 
credit 
script 
Mars. 


Interior Department 
programs” would do 
to Orson Welles and his 
about the invasion from 
First, they aim at pictur- 
ing a nation suddenly deprived 
of all petroleum products, then 
seek to “hang” this disaster on 
the oil industry for “waste” 
dating from Colonel Drake’s 
well down to the present day. 

First of these oil broadcasts 
was on July 15; the second, 
July 22; and the third, Oct. 7. 

By coincidence, 
first two radio 
just about the time that 
dent Roosevelt had 


perhaps, the 
programs were 
Presi- 
Secretary 





Ickes, Chairman Cole of the 
congressional oil subcommittee, 
and others, come to the White 
House (July 20) for a confer- 
ence on federal oil legislation. 
A few days later, the President 
sent Congressman Cole the 
draft of an oil bill, setting up 
a “Federal Commissioner of 
Petroleum Conservation” in the 
Interior Department. Mr. Cole 
introduced the bill. (See N.P.N. 
Aug. 2, 1939, for text of bill as 
introduced by Rep. Cole). 

“First alarm” on the oil situ- 
ation was sounded in the July 
15th broadcast. The official 
script opens up with “ominous 
music”, sketches in a sound pic- 
ture of farmers plowing, min- 
ers digging, woodmen chopping, 
then goes on: 


MUSIC: Dissonant chord and out 
sharply. 

VOICE: (Dramatically) This 
waste must stop! 

2nd VOICE: Waste must give way 
to conservation 

3rd VOICE: (Quietly, question- 
ingly) But what is CONSERVA- 
TION? 

VOICE: The Department of the 
Interior, is your agency of govern- 
ment charged with protecting and 
safeguarding the majority of your 
natural resources. 

2nd VOICE: Harold L. Ickes, Sec- 
retary of that Department, has 
said “Conservation is the wise use 


of those gifts of nature upon which 
we rely for support, comfort and 
spiritual solace Every natural re- 
source must be made to serve man- 
kind while preserving all that is 
possible for the needs of future gen- 
erations!" 
VOICE: What is our obligation in 
that Democracy to use our resources 
wisely? Listen to the story of our 
past——-hear of our triumphs and fail- 
ures— Know how to protect our her- 
itage and the heritage of our chil- 


dren—-Listen America! 

MUSIC: Up and under 

VOICE: Supposing now —this very 
minute—the unbending finger of 
fate wrote a gigantic message in 
the sky “NO MORE OIL. AMER- 
ICA?’ Supposing now—this very 
minute every petroleum product 
you have were suddenly denied you! 
This, then, would be you, America! 

MUSIC: Up wildly and fade. 

SOUND: Suggest utter confusion 


and hysteria of a population in and 


under. Automobile horns, in hectic 
symphony. 

(The following, rapidly, one after 
the other.) 

DOCTOR: I'm a doctor I must 
|; get there at once A woman is dy- 
ing! 

ATTENDANT: Sorry, Doc. We 
haven't a drop of gasoline in the 


station 


Oil Starts Biggest Winter 


SOUND: Fire 
FIREMAN: 
school house! And we 

our fire engines! 

TRUCK DRIVER: (Through filter) 
Listen boss, I'm carryin’ perishable 
goods———fruit and vegetables——on this 
truck. How am I gonna get them 
there before they spoil? 

TICKET AGENT: The Twentieth 
Century Limited can't leave this 
station, Madam. You'll have to get 
to New York by stage coach. 

FARMER: (Surprised) Well I'll be 
doggone. I can’t use my _ fracior 
I can’t plow my farm! 

HUSBAND: (Ordering wife) Ge 
the children. We'll leave the house 
and find a restaurant where they 
cook with a coal stove! 

DISPATCHER: (Droning 


siren. 
(Shouting) It's 
can't 


the 
move 


ria ra- 


dioy All airplanes are grounded. All 
airplanes are grounded. 
BOSS: You men needn't report to 


work tomorrow. 
ting down Can't 
without oil. 

SOUND: 
under. 

TELEGRAPHER: 
Steamer America 
in mid ocean. 
Send help at once. 
MAN: Get some candles, 
we won't have light 
ADMIRAL: (Dictating) 
Navy Department .... Fleet unable 
to leave port for Pacific coast as 
ordered. (Fade) Guns useless with- 
out oil Awaiting further word 
on ae 

Crowd up and fade 

VOICE: 
lous 
America. 
travagant? 
Our entire 


This plant’s shut- 
run our machines 
Telegraph key. In and 

SOs. Sos. 
calling. Stopped 
One thousand aboard. 


Martha, 
or Gs 


To the 


Preposterous 

bunkum 
Silly, 
No, 


modern 


ridicu- 
rot?—NO, 
imaginative, ex- 
indeed, America. 
civilization § de- 





No Editorial This Week 

The writer’s editorial is 
eliminated this week and the 
space devoted to a presenta- 
tion of the story of a nation- 
wide broadcasting drive by 
the New Deal for enactment 
of the Roosevelt-Ickes-Cole oil 
control bill. 

In an editorial printed Au 
gust 2nd, on the introduction 
of this control bill in congress 
the writer predicted the prob- 
ability of a national appeal by 
the New Deal that probably 
would have none too much 
regard for the facts, nor a 
fair presentation of the whole 
story of oil conservation. 

We submit the following 
story of the broadcasts as, 
unfortunately, only too fully 
substantiating that predic- 
tion.— W.C.P. 











pends on oil! It is absolutely irre 
Placeable. Dissipate this one nat- 
ural resource of ours, and that dan 
ger is our danger. It would creep 
upon us slowly, however, softly, so 
we would not notice at first. (Sud 
denly) America the seeds for such 
a calamity already have been sown 
re are continuing to be sown 
now! 

With that 


horrendous sound 


picture, the Interior Depart- 
ment sterts its story of Oil 

“a story of waste.” After lead 
ing up to Col. E. L. Drake bring 
ing in the first well in 1859, the 


script continues: 

VOICE: Yes, the Yankee struci 
oil. With the drill at 69% feet 
suddenlv, unexpectedly, there it 
was. It is a dav that Titusville 
will never forget. Everyone ir 
town drops what he is doing and 


rushes out . to find “Uncle Billy’ 
calmly, unexcitedly filling a tub, tin 


cans. barrels, anvthing that he 
could lav his hands on, with that 
dark green liquid that was to put 
nation on wheels usher in 
tetally new civilization. 

MUSIC: Up ond down. 

VOICE: But our story is a stor) 
of waste. And it begins right there 

in Titusville. Picture if vou cat 
a town overrun. . . hundreds, thou 
sands coming from far and ner 


grabbing land, seeking ways to drill 


striking oil oil! 

SOUND: Symphony of drills, | 
and under. 

ASSISTANT: (Shontina)y Jenkins 
brought in a new well! Jenkins! 

BOSS: (To Assistant) Get the 
land neat to Jenkins! Drill a new 
well as close to his as you can. 
We'll draw from that same = poo 
for ourselves! (Fade) Hurry! 

A SLIGHT PAUSE 

ASSISTANT: Jenkins is drilling 
another well to offset ours! 

BOSS: Then we’ll drill anothe 
well to offset the new one! Hurt 

First man down gets the most 

oil! 

MUSIC: Jn and down excitfingl 

VOICE: On and on offset 
well to match offset well 5 
10, 15 wells where one would 
Neighboring property owners draw 
ing oil from the same pool —hui 
riedlv, clumsily no thought = of 
waste. 

2nd VOICE: (Haplaining) t's 
like straws in a_ chocolate’ sod: 
You draw on yours . I draw or 
mine. The fastest gets the most 

VOICE: (Emphasizing) Only 
vou two get all the chocolate soda 
With an oil well you just get par! 
of the oil. Thousands upon thou 
sands upon. thousands of barrels 
are left in the earth. never to. be 
brought to the surface 

2nd VOICE: Gas is blown of 
into the air gone forever! 

OILMAN: (Coming on) Whi 
wants gas? I'm interested in «: 
not gas! 

3rd VOICE: (Quietly) Don't yor 


realize that it’s the pressure of gas 


that forees up the oil. Waste tha' 
gas and vou lose oil (Warning 
Soon there won't be any more. 0} 
coming out of your well. 

OILMAN: There are ofher wells 
to dig, aren't there? Tell it tt 
John Paul Jones! 

VOICE: Gas, that could have 
been used _ for lighting, heating. 
cooking— gone with the wint 
Transportation, too, is a_ probler 


that breeds waste . 


Next in tensely dramatic fa 
ishion the radio narrative pic 
tures teamsters getting stuck 
in the mud and dumping thei 
load of oil on the ground, and 
ibarges breaking open in flood 
waters. 

Much stress was laid on thé 
“waste” of gasoline, a produc! 
\for which there was no known 
‘use at the time (the earl) 
1860’s). For example: 
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3rd OILMAN: 
darn gasoline 

than it’s worth! 
WORKER: What'll we do with 
it? 


(Angrily) That 
more trouble 


3rd OILMAN: (Impatiently) 


Throw it away ... Do anything, 
but get rid of it! 
WORKER: (Suddenly) I know. 


Tomorrow's the Fourth of July. 
2nd OILMAN: (Waiting) Yeah? 
WORKER: Why not dump that 

gasoline in the river ... get all of 

the other oilmen to do the same. 

Most of ’em are doing it anyway. 
OILMAN: (Interested) Yeah? 
WORKER: Then we'll put a 

match to it and let it burn.--What 

a sight! 

OILMAN: (Laughing loudly) 
Sure ... Sure, that’s fine! At least 
that gasoline will give us a laugh. 
Go ahead! It'll be patriotic! 
(Laughs fading) 


MUSIC: Up and Down. 

VOICE: Gasoline gasoline 
you'll never see again, America 
despised, thrown away as fast as 
it is found! Millions of gallons 
vou might have filled your car with 
today will never be available to 
you because of that waste! 

For contrast with this criti- 
cal view of the oil industry’s 
pioneering efforts 80 years ago 
in developing an entirely differ- 
ent technology for producing a 
new mineral, read the Interior 
Department’s script about metal 
mining in another broadcast in 
the “What Price America” ser- 
ies. In that broadcast the radio 
audience was told: 

VOICE: Honor the men who 
ushered you, America, into an age 
of metals Their story will never 
be finished ... for each day you 
find a new use for the minerals 
they searched out and put at your 
command. Some might censure the 
waste of your metal resources, ow- 
ing to careless primitive methods 
of minins, in the early days. 


2nd VOICE: But remember, these 
men were pioneers. They mined 
the best wav they knew, and the 
best way that circumstances al- 
lowed. Upon their shoulders 
upon their mistakes and errors, as 
well as their successes ... you 
have built a mighty industry. To- 
day, with modern scientific appa- 
ratus, your miners are digging out 
the metals vou must have, Amer- 
ica, and with infinitely greater care 
and with infinitely less waste. In 
this way is conservation attained. 
In this wav are the metals vou 
need conserved for the future as 
well as the present 


But the Interior Department 
has no such graceful words for 
the pioneer oil producers, the 
radio narrator points out no ex- 
tenuating circumstances. 

Apparently, oil men of the 
1860s were supposed to have 
foreseen a generation ahead to 
the development of the “horse- 
less” carriage and to have 
stored away the then-useless 
gasoline. Or, again, perhaps the 
Interior Department would have 
had the pioneer producer hold 
off drilling an oil well until 
pipelines had been laid to trans- 
port the gas to the big cities 
‘then using kerosine mostly), 
just in case the well should 
turn out to be a ‘“gasser’ in- 
stead of oil. 


Moreover, there is a_ tend- 
ency throughout the Interior 
Department script to put words 
into the mouths of oil men to 


- Was predicated on 


bear out the narrator’s charge 
of “greed”, words that bespeak 
a “public-be-damned” attitude 
calculated to arouse antagonism 
among the radio audience. And 
there is little or no effort to in- 
dicate that such oil men were 
the exception, rather than the 
rule. 

Continuing the script, the nar- 
rator states: 


“Now let us skip through 
the years a little more rap- 
idly ... for each, adding 
another black mark against 
the word ‘waste’, and an- 
other ‘zero’ for ‘conserva- 
tion’.” 

Rapidly, the narrative covers 
the development of the automo- 
bile and the airplane, the con- 
version of vessels from coal to 
oil burners, and the discovery 
of Spindletop and Glennpool oil 
fields in Texas and Oklahoma, 
respectively. 

VOICE: Apparently everywhere 

oil. How much more might be 


produced and marketed at a reason- 
able price if scientific methods are 


used can only be estimated. Waste 
gnaws not only underground, but 
above ground, due to earthen stor- 
age. 25¢c a barrel forces operators 
in other flelds to produce at a loss! 
But owners of the new gusher wells 
are deaf to all reason. Get it while 
the getting is good—every man for 
himself! 

Near the close of the broad- 
cast there is brief reference to 
the states having oil conserva- 
tion laws and to the fact that 
Texas, through a law passed 
in 1935, has reduced the gas 
waste in the Panhandle 90 per 
cent, and that a similar law in 
1936 in Louisiana had done 
much to eliminate ‘waste” in 
Rodessa field. But the radio 
listener would be pardoned if he 
had gotten the impression that 
this “tremendous waste’ was 
still going on, although he may 
have wondered why the figures 
cited to show “waste” were all 
three to five years old. 

It was pointed out that Illinois 
had no state conservation law, 
with the added remark that 
“closer co-operation of federal 
and state’ responsibilities is 
needed.” 


‘Ominous Music’ Starts Off 
Second of Oil Broadcasts 


The second dramatized broad- 
cast on oil, July 22, 1939, started 
with the same “ominous” music 
as the first, with the same ring- 
ing challenge, “This waste must 
stop!” It reiterates the necessi- 
ty of oil in our national life. It 
Secretary 
Ickes’ speech at the American 
Petroleum Institute convention 
in Dallas, Tex., Nov. 14, 1934. 

Against the background of 
quotations from Ickes’ A.P.I. 
speech, the radio drama unfurls 
the discovery of the East Texas 
field in 1930, the overproduction 
and futile efforts to control it 
which followed-—martial law in 
Texas and Oklahoma, injunc- 
tions against the Texas Rail- 
road Commission’s first efforts 
at proration. (And again from 
the words put into oil producers’ 
mouths the racio listener might 
well get the impression that 
nearly every producer was a 
“hot” oiler). Then a Texas com- 
missioner is quoted as saying: 

“Sorry ... We can’t help you 
oil men. Our laws are inade- 
quate and our force too small. 
They’re having the same trou- 
ble in other fields in other states. 
Maybe you oil men better get 
together and see the federal 
government maybe it can 
help you... 

Then, there is a cut-back to 
Ickes’ 1934 speech, saying “So 

something over a year 
ago, in September, 1933, the 
government, with the more or 
less willing acquiescence of the 


” 


Getting the Sales Drive Away 


oil industry set up the Petro- 
leum Code under the NRA.” 
(That is damning the oil in- 
dustry with faint praise and 
glossing over the fact that oil 
men, big and little, were among 
the very first to organize and 


draft their NRA code and de- 


mand that the government 
promptly approve it.) 

The radio script then goes on 
with federal agents being run 
off producers’ properties as they 
seek to check up on “hot” oil, 
gun battles with truck drivers 
and ingenious devices—like 
valves concealed in bathrooms 
to shut off the wells —of the 
“hot” oilers, and lawyers plot- 
ting to get around the state pro- 
ration orders. 

“Then, finally,” says’ the 
script, “in 1933, the Federal Ten- 
der Board was_ established.” 
(Actually, it was in the fall of 
1934 that the Federal Tender 
Board system was set up under 
Section 9C of the NIRA.) 

Quoting an “angry producer,” 
the scrip continues, ‘Now 
they’ve got us! Now they don’t 
have to find the source of ‘hot’ 
oil. Now I’ve got to have a fed- 
eral certificate—tender, they call 
t-—to show that my oil for inter- 
state shipment was legally pro- 
duced ... that it’s not ‘hot’ oil! 
Now, they’ve got me!” (Again, 
the radio listener might well 
have gotten the impression that 
this was the typical reaction of 
all producers to the bottling up 
“hot” oil—instead of being the 


reaction of the relatively few 
“hot” oilers.) 

Immediately following the re 
marks of an “angry producer”, 
the radio script cut back to 
Ickes’ speech at Dallas in 1934, 
as follows: 

“When all is said and 
done, the oil industry has 
not had much to complain 
of with respect to the Oil 
Acministration. From a 
profitless business as a 
whole, when the Oil Admin- 


istration took hold, you 
have been making fair 
profits. If each of you will 


look back over the past year 
and without prejudice or 
passion compare _ present 
conditions with those of the 
summer of '33, you will all 
find definite improvements 
in the industry .. .” 

Use of “1933” (instead of the 
correct year, 1934) in the script 
as the date of establishment of 
the tender board system may 
have been unintentional, but it 
nevertheless gave the impres- 
sion that the tender board had 
been operating for at least 12 


months when Ickes spoke in 
November, 1934, citing ‘‘im- 


provements” over 1933. 

The radio script failed to men- 
tion that much of the “improve 
ment” at least among _pro- 
ducers. -was due to the fact that 
the major crude buyers in 
the early fall of 1933 raised the 
price of crude to $1 and held it 
“pegged” at that level despite 
failure of the Interior Depart- 
ment to enforce the “hot” oil 
provisions of the NRA code. 


Ignores ‘Missing Paragraph’ 

Ignored also in the script was 
the famous “missing  para- 
graph” incident of the NRA 
oil code. It will be recalled 
that the provision in the code 
making it an offense to run 
“hot” oil was not in the orig 
inal of the code and amend 
ments signed by President 
Roosevelt. The fact that the 
paragraph putting teeth in the 
code was “missing” was not dis 
covered until the test case 
reached the U.S. Supreme Court 
in early fall, 1934. 

Cil men familiar with the 
background of the setting up 
of the federal tender system 
will be amused at the irony 
of the radio script saying it 
was established in 1933 and the 
inference in the Ickes quota- 
tion that this action by the In- 
terior Department was respon- 
sible for the oil industry’s “im- 
provement” in 1934 over 1933. 
They will recall that Section 9C, 
under which the board was set 
up, went on the statute books 
June 16, 1933 but no effective 
use was made of it until Octo- 
ber, 1934, when, after sugges- 
tions, followed by demands for 
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action, 
tender board system was finally 
adopted. 


from the industry, the 


The July 
told about 


22nd radio script 
Section 9C_ being 
knocked out by the Supreme 
Court and its replacement by 
the Connally Law which is still 
on the books. One paragraph is 
given to state conservation laws, 


pointing out that Illinois has 
none. 
Then there is reiteration of 


the necessity of oil, a reference 
to “our oil reserve—17 billion 
barrels—is definitely limited.” 
(Again, there is no mention of 
additional new reserves con- 
stantly being discovered.) 

No mention of federal oil 
legislation is made, but ground- 
work is laid for a plea to “write 
your congressman” in the fol- 
lowing paragraph from _ the 
script which preceded the final 
announcement: 

“The Department of the In- 
terior, principal guardian of 
your natural resources, is do- 
ing all within its power to see 
that you get the most out of 
your oil reserve. Let your 
voice be heard if you are not 
to suffer in the years to come. 
Remember, America, oil liter- 
ally makes your modern civil- 
ization. Conserve it! Then 
only can you... look to the 
future, America!” 

Latest in the broadcast on oil 


Oct. 7—in the 
partment’s series was devoted 
to bringing home more pointed- 
ly to the radio listeners how oil 
“exhaustion” would hit each of 
them personally. It is entitled 
“Thirteen Years.” 

First, the radio narrator stops 
a stream-lined train  (diesel- 
engined). There is a screech of 
brakes and indignant protests 
from the engineer. The narrator 
tries to engage the engineer in 
conversation about the “waste 
of an irreplaceable natural re- 
source.” But the engineer 
walked off, muttering “I got no 
time to be chewing fat with a 
crackpot.” 

Then, according to the script, 
the narrator launches into a 
monologue directed at the radio 
audience: 


NARRATOR: (Quietly) He's gone. 
But you listening—t stopped ium 
for you. I didn’t expect ned pay 


much attention to me But you be- 


lieve me don’t you”? 

Silence. 

(Begins again terribly worried 
and sincere) Look ... i'M Speak- 
ing for the Department of the in- 
terior, principal guardian of your 


it wouldn’t let le 
wasn't so. (Sin- 
you that our 
that is, the oil 


natural wealth 
say anything that 
cerely) I’m telling 
proven oil reserves I 
we know is in the ground—the oil 
we know is there—at the rate we're 
consuming it now, and with no fur- 
ther discoveries, will last us 
about 13 years. Let’s say 17 years, 
if you want to quibble. How old 
are you? You ladies don’t have to 


answer out loud. Add seventeen to 
whatever your age is. That's it. 
The danger will strike before then! 


Mrs. Murphy Cooks by Oil, 
‘She Should be Interested 


Next episode in the script is 
a conversation between the 
radio narrator and Mrs. 
Murphy in her kitchen where 
she is cooking eggs on an oil 
stove. Here is an excerpt from 
the script: 
plead- 


Tnis is 
It’s 


“NARRATOR: (Almost 
ing) Mrs. Murphy—listen. 
something that concerns you. 
as close to you as ... as your 
kitchen. The oil reserves of the 
United States will be used up long 


before the rest of the world uses 
up theirs. 
MRS. MURPHY: Well, I'll buy 


have it. 

And after it’s gone? 
That’s for the 
about, not a 


it, s’long as we 

NARRATOR: 

MRS. MURPHY: 
government to worry 
poor woman like me. 

NARRATOR: But you're the gov- 
ernment, Mrs. Murphy 
Congress that represents you. 
can do something 
of oil . . . the waste in production, 


You 


the waste in treating crude, the 
waste in storage, the waste in trans- 
portation, the waste through fire 
losses the 

MRS. MURPHY: (Interrupting) 
Mister . . I've got a family of nine 
children. I've got eggs to be 
cooked. If it’s dinner you'll be 
likin’ to stay for, I'll be glad to 
have ye, but I got no time to talk 


about waste. 

Then, there is a similar con- 
versation with a filling station 
attendant, with the narrator 
emphasizing that the station 
man will lose bread and but- 


ter when the oil supply 
out, inferring that this will be 
in 13 years. 

Next, the radio narrator 
heckles a “politician” who is de- 
scribed in the script as “speech- 
making in grand eloquent man- 
ner” about national defense 


emergency and how our natural 


resources are “available 
any demand we may choose to 
make upon them 
now, but in years to come. 


” 


only | 


runs | 


for | 


not only | 


The script has the radio nar- | 


rator telling the “politician” 


|that “as far as oil is concerned, 


You've aj} 


about the waste | 


our national defense has ques- 
tionable support.” Again, he de- 
clares that “with no new dis- 
coveries our oil reserves will be 
exhausted in 13 years if 
don’t take steps to conserve out 
supply.” 

It winds up, the script shows, 
with “politician” shouting, 
“Throw that dirty radical out.” 


Then the narrator strikes up | 


a conversatioin with a_ shoe- 


‘shine boy (negro dialect, with 


soft, background music of 
“Shoeshine Boy’’). First there is 
a small talk about the baseball 


Interior De- game and then, to quote from 


the script: 


NARRATOR: (To 
(Then, quietly) Say, 
interested in oil, aren’t you. 

SHINE: Ah’m interested in 
thin’ suh. 

NARRATOR: That polish you use 
has oil products in it. 

SHINE: You mean this here pol- 
ish ah been carryin’ round for the 
last three years? 

NARRATOR: 
no doubt. . 


polish 
you're 


self) 


any- 


Yes, paraffin wax, 
. some gasoline, maybe. 
SHINE: (Surprised) Say, ah 
didn’t know that. 
NARRATOR: What would you do 


if there were’nt any more oil to 
make shoe polish so’s you could 
shine shoes? 

SHINE: Reckon ah don’t know, 
suh. 

NARRATOR: It’s going to hap- 
pen sooner than we imagine, if 
we’re not careful. 


SHINE: (Worried) You all mean 
that, suh? 

NARRATOR: Sure as fate. 

SHINE: Ain’t nothin’s” sure’n 
fate, suh—But why’s that, suh? 
Ah wants to know. 

NARRATOR: Waste, due to ig- 
norance and_~ greed—that’s why. 
Seems funny that the oil resources 
exploited in Illinois, Louisiana, 
California, Texas, Oklahoma have 
anything to do with you. 

SHINE: Yeah.—(Aroused) But 
tell me, suh, What’s wrong? Don’t 
they know guys like us can’t shine 


shoes less they give us what it takes 
to make shoes polish? 


NARRATOR: They Know. They 
don’t seem to care. 

SHINE: (Angry) Ah care 

NARRATOR: (Hardly able to 
credit his ears) You care? You 
honestly care? 

SHINE: Ah sure do. That 
touches m*»vh_ business! 

NARRATOR: Well, at long last! 
Someone who actually seems to 
care. (Gratefully) Thank you, my 
friend .... 

SHINE: You're welcome, boss, 
But don’t anybody else know about 

is? 

NARRATOR: I've told lots of 
people. 
| SHINE: Ain't they worried? 

NARRATOR: Evidently not, but 
they should be. All of us would 
ye, if we pulled our heads out of 
the sand and looked to the future 
for a bit looked at the facts 
today. 

SHINE: Next shoe, boss.—_-And 
what d’ya mean facts? 

NARRATOR: Overproduction 
jinefficient methods ... out of date 
fequipment. But that doesn’t mean 
lanvthing to you, does it? 
| SHINE: Nossuh, but it sounds 
|bad. I got that to say for it, it 


jsounds bad. 


NARRATOR: waste 


They gas 
. . and when they waste gas, the 
jenergy that forces up the oil, they 
|waste oil. 

SHINE: That don’t make sense. 

NARRATOR: Texas lost 300 mil- 
lion barrels of oil, that way. 

SHINE:  Lawsy! 

NARRATOR: So much 
jpolish for you. 

S VE: (Aroused) Hey ... I'm 
a citizen, suh. Ah’ll go to the gov- 
ernment Uncle Sam will do some- 
thin’ about this! 

NARRATOR: If he doesn’t ... 
so much as oil and gas is wasted, 
so much is the life of what we have 


less shoe 


of it decreased. That means— 
prices will go up... 
SHINE: You mean I'll have to 


pay more for my shoe polish? 
NARRATOR: I suppose so. And 
more for gasoline, and Mrs. Murphy 
jfor cooking fuel. And when our 
isupply starts dwindling, men will 


We |lose jobs in oil fields and plants. . . 


and a hundred million people will 
lose a hundred million economical 


|conveniences, and before long our 
whole _ civilization will be stymied. 
SHINE: (Aroused) Boss, can't 
we do somethin’? 

NARRATOR: Sure— 

SHINE: You tell me what I can 
do to help, suh, and ah’ll— 

VOICE: (Off calling) Shine. Hey, 
Shine! 

SHINE: (Calling out) Comin’ 
boss. 

NARRATOR: You just do what 
you can. (Sadly) There isn’t much 
you can' do by yourself. Thanks 
anyway, for listening my friend. 


You’ve been very kind you, 
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with your life wrapped up in that 
little can of shoe polish ... you’re 
the only one who had the sense to 
lend me his ears. 
SHINE: (Quietly) 
change, boss. 
NARRATOR: 
: see Tt. 
MUSIC: 
and out. 


Here’s your 


(Softly) Keep it 


“Shoe Shine Boy” up 

The narrator runs through a 
long list of consumers of petro- 
leum products, addressing them 
as “Dear users of tractor oil’ 
and on down to “Dear seekers 
of butter, lard, varnish and lin- 
seed oil substitutes.” Then he 
puts this message to the radio 
audience: 

“T have taken you on quite a 
ring - around - the- rosie. I’ve 
used up 20 minutes to tell you 
that our oil reserves won’t last 
forever, but that they’ll last 
longer than 13 years, at our 
present rate of consumption, 
if we want them to. I’ve told 
you how they’ve been wasted 
in the past are being 
wasted today. I’ve spoken of 
ignorance and greed. BUT— 
have I touched you at all? 
Maybe I should have told you 
a cute story about a boy and 
a girl running out of gasoline 

would that have meant 
more? Maybe I should have 
rendered our navy useless, or 
shut virtually every big plant 
in the country, and thrown 
millions out of work—maybe 
I could have frightened you 
that way.—But I didn’t. I 
stopped a train. I talked to a 
Mrs. Murphy. I interrupted a 
political speech, and spoke 
with a shoe shine boy. My ob- 
ject was simply this—To ac- 
quaint you with a national 
problem ... your problem. My 
hope was and is that you, as 
a Nation, will do something 
about this problem.” 

Then the script has a voice 
interrupt to ask the narrator 
what should be done about it. 


This is the cue for the nar- 
rator to tell the radio audience 
that the Interior Department 
is “working on this problem. 
Only if it’s to do a real job of 
conserving your oil resources 
for you, it’s got to be given 
the power by Congress.” He 
goes on to say, “One way is 
to create a body in that De- 
partment of Interior to fight 
the waste of oil for us.” 


If any state refuses to stop 
what the federal agency said 
was “wasteful” practices, then 
“we the people will institute 
legal action to make you do it. 
Our oil must be conserved,” say 
lines of an “official” in the 
radio script. 

Barring from interstate com- 
merce oil produced “wastefully” 
would make the plan a double- 
barrelled proposition, the radio 
narrator says, adding, “Pro- 
posed legislation to that effect 


is now before your _ Con- 
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ress.” (Among other things, 
he Cole Bill includes two pro- 
visions similar to these two 
utlined in the Interior Depart- 
.ent’s script.) 


The script then concludes 
vith the locomotive engineer, 
Mrs. Murphy, the filling station 
ittendant and the _ politician 
being “converted” to Interior 
Department’s view. Here’s an 
excerpt from the script about 
the last two: 


ATTENDANT: (Thru filter, 
thinking) That business about oil 

. Only 13 years of reserves, and 
me in the service station business. 
My kid will be ready for college in 
13 years. He’s pot to have a chance 
suddenly, determined) I’ve got it 
ll help: That’s what I’m goin’ to 
tell everybody I know. I’m gonna 
tell ‘em the facts like that man 
told me ... tell every guy that 


stops, whether he stops for gaso- 
line, water or free air. I’m gonna 
tell seven hundred people a week, 
we gotta conserve our oil not only 
for ourselves, (Fading) but for our 
kids! 

MUSIC: Up and under 

POLITICIAN: 
thinking) In all my public life I’ve 
never avoided facts and I don’t in- 
tend to begin now.—National de- 
fense. It’s a major problem facing 
this country today. If the waste of 
our oil threatens our national de- 
fense, I’m_ interested. If this oil 
conservation problem is so impor- 
tant that oil reserves have been al- 
ready set up to protect our Navy, 
then I’m going to see what I can 
do to protect my constituents—the 
every day oil-users. What’s more, 
if it’s legislation that we need to 
conserve our oil, I’m going to lend 
my support to securing such legis- 
lation. Conservation here’s a 
question upon which politics could 
never introude. From now, on, I 
fight for conservation 

MUSIC: Up. 

VOICE: I'm an optimistic sort of 
guy. I got a hunch, they heard 

MUSIC: Swells and out 





WASHINGTON 


the hymn: 


They stand, those halls of Sion, 
All jubilant with song, 

And bright with many an angel, 
And all the martyr throng 

The Prince is ever in them, 
The daylight is serene; 

The pastures of the blessed 
Are decked in glorious sheen. 


Jesus, in mercy 





‘Jerusalem (Petroleum) the Golden’ 


“Swells and out,” as the radio script 
says, the Interior Department’s oil broadcast ended with 
the strains of a tune that sounded like that good, old-fash- 
ioned hymn, “Jerusalem the Golden,” which the New Deal 
may think is particularly appropriate as picturing the oil 
industry under federal control. 


Jerusalem the golden! With milk and honey blest 
Beneath thy contemplation sink heart and voice opprest 
I know not, O I know not, 
What radiancy of glory! What bliss beyond compare! 


O sweet and biessed country, 
The home of God’s elect! 

O sweet and blessed country 
That eager hearts expect! 


To that dear land of rest! 
Who art, with God the Father 
and Spirit ever blessed 


Here are the words to 


what joys await us there! 


There is the throne of David 
And there, from care released, 
The shout of them that triumph, 
The song of them that feast 
And they, who with their Leader 
Have conquered in the fight 
For ever and for ever 
are clad in robes of white 


bring us 








(Through filter, 


Roll of Honor to Show Change-Over “Star” Marketers 


N.P.N. to Honor Outstanding “Stars” 
of Winter Change-Over Campaign 
NATIONAL PETROLEUM NEWS will spotlight the out 
standing Winter Change-Over “Star” Marketers of 1939 in 
a Roll of Honor to be published in December. 
Oil Marketers and Managers who make a 25°¢ increase in 


November Winter Change-Over 


sales over November, 1938, will 


be listed in the Roll of Honor as SILVER STAR MARKETERS. 


Those Marketers and Managers increasing sales 50% 


will be 


listed as GOLD STAR MARKETERS, and those showing a 100% 
increase will be listed as DIAMOND STAR MARKETERS. Gold, 
Silver and Diamond Star Marketers will be featured in the Roll 
of Honor under the proper star classification. 

All Marketers and Managers who make or exceed their last 
vear’s sales in Winter Change-Over business are invited to write 
NATIONAL PETROLEUM NEWS, on their company letter- 
heads as of Nov. 30, stating their rate of increase over 1938. 

Percentage reports by Oil Marketers and Managers should 


not include gasoline sales. 


Greases and Special Lubricants, 


Include only sales of Motor Oils, 


Radiator Compounds, New 


Tires, Batteries, and other accessories that are sold only be- 
cause of cold-weather needs of the motorist. 


All “Star” Marketers to Receive 
Certificate of Honor 


All “Star” Marketers will 


TROLEUM NEWS a Certificate of Honor. 


receive from NATIONAL PE- 
The certificate will 


show the increase reached by the Silver, Gold or Star Marketer 
it will be a certificate you will show as a symbol of your Winter 
Change-Over merchandising ability. 


NATIONAL PETROLEUM 


NEWS invites your cooperation 


by sending in your name, on your letterhead, as soon after Nov. 


30 as_ possible. 





Stelle Hits New Oil Bill 

CHICAGO—Lt. Gov. John 
Stelle of Illinois has termed the 
newly-drafted Illinois oil bill “a 
proration bill and not a con- 
servation bill” and announced 
that he will oppose it. (See 
N. P. N; Oct. 25, p. 20). 


CHICAGO, Oct. 30.—Standard 
Oil Co. of Indiana directors to- 
day declared an extra cash di- 
vidend of 25 cents, two years to 
the day since the last previous 
extra dividend was approved. 


Colorado P.I.C. Holds Annual Convention 


DENVER, Oct. 30.—Effect of 
State and federal gasoline taxes 
on the oil industry and consum- 
ers was the chief topic of the 
annual convention of the Col- 
orado Petroleum Industries 
Committee here Oct. 27. More 
than 400 members of state and 
county industries committees 
attended the one-day meeting. 

Lieut. Gov. John F. Vivian 
spoke on “The State Gasoline 
Tax”, representing Gov. Ralph 
L. Carr who had been scheduled 
to speak, but who was out of the 


state. Robert M. Thomas, Den- 
ver, member of the executive 
committee of the Denver county 
P.L.C., told “How the Small Busi- 
ness Man Has Suffered Through 
the Gasoline Tax’’. 

Citing the recent attempt to 
saddle parking meters on Den- 
ver motorists, W. E. Thomas, 
state chairman of the Colorado 
P.I.C., speaking after Mayor Fy 
F. Stapleton had welcomed oil 
men, warned his listeners to be 
particularly vigilant in guarding 
against legislation which would 
place additional burdens on the 


motoring public and the oil in- 
dustry. 

Jack Furlong, director of the 
Colorado highway planning sur- 
vey, outlined the condition of the 
state’s roads. He said that Col- 
orado has 3600 miles of federal 
aid roads which for the most 
part are highly improved, but it 
has 8600 miles of state highways 
which have received little atten- 
tion and 62,800 miles of county 
and local roads on which no ma- 
jor and permanent improve- 
ment has been attempted. 

Other speakers included Judge 








lowa Convention Date Set 


MANCHESTER, Ia.—-Iowa In- 
dependent Oil Jobbers Assn.’s 
annual convention will be held 
March 5, 6, and 7 at the Hotel 
Fort Des Moines, in Des Moines, 
according to A. C. Gienapp, sec: 
retary. 


Bulletin 


Joseph Seep Purchasing Agency 
announces that effective Nov. 1 it 
will advance its posted prices for 
Pennsylvania grade crude to new 
prices of $2.40 for Bradford, $2.05 for 
Southwest Pennsylvania, and $1.99 
for Eureka. 


at Denver 


Walter E. Brown of Kansas 
City, chairman of the Kansas 
P.I.C., who discussed “The Oc- 
tane Rating of an Oil Man”; 
Paul G. Clarke of Colorado 
Springs on “Oil Jobber Relation- 
ships”; W. H. Ferguson, Region- 
al Chairman for the Rocky 
Mountain States, who reviewed 
P.I.C. committee activities; and 
Lou G. Wilke, chairman of the 
convention committee, who con- 
ducted a quizz session. 

Group picture of the Colorado 
convention, taken at Denver, 
Oct. 27, appears below. 





20 NATIONAL PETROLEUM NEWS, 


WEDNESDAY, NOVEMBER 1, 


1939 





500 Attend Arkansas Meeting, 
M. R. Springer is Re-elected 


By N.P.N. Staff Writer 
LITTLE ROCK, Ark., Oct. 
26..-The Oi] Dealers Ass’n. of 
Arkansas staged here today the 
fifth of its annual one-day, fast- 
with al- 
500 members and guests 


moving conventions 


most 
in attendance. 

That the convention program 
right along can_ be 
judged from the fact that be- 
tween 10:30 a.m. and 3:30 p.m. 
the oil men heard nine speak- 
ers introduced, heard those nine 
speakers deliver addresses, had 
tneir pictures taken a couple of 
times, indulged in a_ buffet 
luncheon and transacted official 
business including the election 
of officers. 

Then they just visited around 
among themselves until 9 p.m. 
when the doors were opened at 
a club that had been leased just 
for the oil men and _ their 
friends who cared to dance and 
io see a more elaborate floor 
Show than the one presented at 
the noon luncheon. 

The speeches covered a wide 
range of subjects of interest to 
oil men. There were talks on 
highway safety, public rela- 
tions, gasoline and vehicle tax- 
ation, iegislation and a_ sprink- 
ling of Arkansas politics. 

‘That the lengthy program 
was completed on schedule was 
due to the combined efforts of 
Chairman M. R. Springer and 
Secretary W. F. Scarborough 
who held the speakers close to 
their allotted time. 

From Hattiesburg, Miss., 
came R. W. Dunn, general man- 
ager of the American Oil 
oil jobbing company, to tell the 
Arkansas oil men in his talk on 
“Oil Men and Their Organiza- 
tion,” that the men in the pe- 
troleum industry are letting 
selfishness and envy destroy 
that industry. 

“Envy has got us,” 
said, “and the politicians know 
it. You are living under condi- 
tions that will pull you down.” 

The speaker pointed out the 
tremendous voting power in the 


moved 


petroleum industry, a power 
which, if used collectively, is 
sufficient to “get you oil men 


the things you want.” 

In his talk on “Oil, Our Busi- 
ness”, Lester Larimer Jr., di- 
vision manager for National 
Refining Co., Memphis, Tenn., 
urged the dealers to “step 
across the street and look at 
your station as a customer sees 
it. Look for the faults that 


Cow 


Mr. Dunn | 


give the station a disorderly ap- 
pearance, and see whether or 
not the signs being used are 
giving proper display in _ pro- 
portion to their worth. . . . The 
general appearance of our sta- 
tions determines, to a large ex- 
tent, whether the driver of a 
car who is ready to buy gaso- 
line drives into our stations or 
passes them by for a cleaner 
looking station. Unclean sta- 
tions do not help us in having 
the public see us as we like 
for them to see us.” 
‘Take a Look at Your Station’ 
In discussing who sells pe- 
troleum products, Mr. Larimer 
said that “there are approxi- 
mately 380,000 dealers in gaso- 
line, but only one-third of them, 
according to statistics, are rec- 
ognized as genuine service sta- 
tion outlets where the major 
part of the income is derived 
from the sale of petroleum and 
related products. Only one 
dealer in three, then, is  seri- 
ously in the oil business... . 
“It is, then, quite unfortunate 
that the 27,500,000 automobile 
owners, who consume an av- 
erage of 600 gallons of gasoline 
each per year, together with 
oils, greases and other related 
products, see us through the 
retail outlets where efficiency 
is probably at the lowest point 
ameng all the necessary opera- 
tions of the business as a 
whole.” 


Springer Re-Elected 





M. R. Springer 


Rock, was re- 


elected president of the Oil Deal- 

ers Ass'n. of Arkansas. He is di- 

vision manager for Lion Oil Re. 
fining Co 


‘men had 


Mr. Larimer also stressed the 


the Arkansas Automobile Club 


desirability of having proper|who spoke on “Highway Safe 


manpower. “Too often,” 
said, “we make the mistake of 
hiring the first man who comes 
along, all because he is a friend 
of someone we know and his 
only qualification is that he is 
out of work. 

“Experience shows that, if we 
set up a standard, and then look 
for the man whose qualifica- 
tions most nearly meet those 
standards, we will get the best 
results.” 

Lieut. Gov. Bob Bailey of Ar- 
kansas told the oil men, during 
his talk on “New Attitudes,” 
that they could rest assured he 
would do all he could to help 
get the gasoline tax--6.5 cents a 
gallon in Arkansas—-reduced. 


Sees No Relief ’til 1965 


State Senator Roy Milum of 
Harrison, however, said in his 
talk on “The Gasoline Tax 
Present and Future,” that un- 
der an existing law, enacted in 
1934, the gasoline tax cannot be 
reduced as long as there is any 
outstanding bond indebtedness, 
and that it will be along in 1977 
before such a _ situation could 
develop. There might be a 0.5 
cent a gallon reduction along in 
1965 or 1967, he said, if the rev- 
enue from the _ gasoline tax 
reaches more than $10,000,000 
annually, that reduction being 
provided for in the law. 

Other speakers were William 
McComb, managing director of 


he |ty;” William Johnson, editoria 


‘writer whose public relations 
‘talk was entitled “Spreading 
‘the Old Oil;” Ray Blair, field 
representative of the Nationa 
Highway Users Conference 
Paris, who discussed motor ve 
hicle taxes and their distribu 
‘tion and State Senator Dick Ma 
‘ison of Camden, whose subject 
was “Legislative Reminis 
icences.” 

Mr. Springer, who is division 
manager for Lion Oil Refining 
Co., was re-elected president of 
the association. L. F. Clark o! 
the Cities Service Oil Co., and 
J. M. McMurray of the Texas 
Co. were elected vice presidents, 
and Mr. Scarborough re-elected 
secretary. 

One of the resolutions adopt 
ed reaffirmed the association's 
ideals and objectives. They in 
clude: 


1. Continued effort to get th: 
state gasoline tax reduced. 

2. Sponsorship of an effort to get 
constitutional amendment prohibit 
ing the diversion of gasoline and 
motor vehicle taxes to other thai 
highway use. : 

3. Elimination of multiple munici 
pal and privilege taxes on service 
stations and bulk plants. 

4. Sponsorship of a movement to 
get the motor vehicle registratior 
date set for October of each year 
5. Assist federal and state au 
thorities in detection and elimina- 
tion of gasoline tax evasion. 

6. Concerted work toward thé 
elimination of the “unjust” and 
“unfair” federal taxes on gasoline 
and lubricating oil. 7 

7. To seek only fair and equitable 
treatment of automotive transpo! 


tation and the petroleum industry 


West Virginia Association 


Fights Taxes, Elects Jones 


CHARLESTON, W. Va., Oct. 
26._-Gasoline and oil taxes came 
in for a severe overhauling at 
the second annual state conven- 
tion of the West Virginia Petro- 
leum Asssociation, at Charles- 
ton, W. Va., Oct. 25. By the eve- 
ning session, more than 400 oil 
assembled from. all 
over the state. 

J. C. King, manager for the 
Standard Oil Company of N. J. 
at Charleston, presided at the 
sessions, and was the retiring 
president. He was succeeded by 


\J. E. Jones, of the Pure Oil Com- 


pany at Parkersburg, who had 
been vice president the past 
year. The new vice president is 
C. L. Voress, general manager 
of the Viking Distributing Com- 
pany of Charleston. Edwin F. 
Patrick was continued as sec- 
retary. 

The speaking program ran all 
day. It was opened by Mr. 
King’s address, telling of the 
work which the association has 
been doing the past year. Mayor 
Dawson of Charleston, handed 


the key to his fellow citizens 
and Edwin Spears, oil markete! 
of Wheeling, accepted. 

W. A. Jackley, Parkersburg, 
South Penn Oil Co., told of the 
development of the gasoline tax 
and its effect upon the public 
Grady H. Forgy, of the Amer! 
can Petroleum Industries Com 
mittee of Little Rock, Arkan 
sas, spoke on the need for hard 
driving organization to protect 
the public against unfair taxes 

T. H. Taylor, president, Pe 
troleum Industry Exhibition, 
Inc.. the oil industry’s exhibit 
at the New York Fair, told ot! 
the manner of organizing and 
carrying on that exhibit. 

At the afternoon — session, 
Warren C. Platt, editor of NA 
TIONAL PETROLEUM NEWS. 
spoke of the difficulties of the 
oil industry in combating unfai! 
tax efforts; how the taxes hac 
grown to a billion dollars a yea) 
with the end not yet in sight 
Fifteen minutes of his speech 
was broadcast over the _ loca! 
radio station. 


Oil Starts Biggest Winter Change-Over Campaign 
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Chester H. Gray, of Washing- ing a larger amount of inhib 
‘on, D. C., director of the Na- = has itor. 
ional Highway Users Confer- Gum Inhibitors Cost R. P. Lowe Reads Paper 
aa oe ero _~ bm Treating in transit is the de 
igh taxes including ania Analyzed for W PRA. prs amenenedcepe re tenn BE 


axes. He said that despite all 
he clamor, he felt certain there 
vould be no_ superhighways 
yuilt by the federal government. 
J. L. Marsh, of Youngstown, 


Ohio, secretary of the Ohio Pe- 


troleum Industries Committee, 

n a roundtable discussion, said 
there was no such thing as a 
“temporary” tax; that various 
states have been assessed ‘“tem- 
porary” taxes but they continue 
from year to year without in- 
terruption. 

Others participating in the 
roundtable were E. A. Kyhn, 
Richmond, secretary of the Vir- 
ginia Petroleum Incustries Com- 
mittee, and Joseph P. Lanigan, 
Baltimore, secretary of the 
Maryland Petroleum Industries 
Committee. 

On presentation by Secretary 
Patrick, the association adopted 
a program for 1940 and 1941, 
urging the discontinuance of 
the present l-cent temporary 
emergency tax on gasoline in 
West Virginia; to urge West 
Virginia to stick to the pay-as- 
you-go basis of building high- 
ways and not issue bonds; op- 
posing any diversion of gasoline 
taxes from road-building pur- 
poses; to fight for the repeal of 
all federal taxes on gasoline 
and oils; and to approve co-op- 
eration in the highway safety 
movement. 





Comparative Cost Figures for 


By N.P.N. Staff Writer 
SHREVEPORT, La., Oct. 27. 
One hundred opera- 
here today and dis- 
cussed the use of inhibitors for 
cracked and polymerized gaso- 
lines, the treating and blending 
of refined products in transit, 
and tne technique of combina 
tion reforming and polymeriza- 
tion. 

The meeting was under the 
auspices of the manufacturing 
committee of the Western Pe- 
troleum Refiners Ass’n., it be- 
ing the final in the series of 
technical meetings scheduled by 
that committee for this fall. 

The discussion of 
for cracked and _ polymerized 
gasolines was led by W. W. 
Scheumann, chief chemist toi 
Cities Service Oil Co., Tulsa. 

In his paper, Mr. Scheumann 
first reviewed the reasons for 
treating certain refined products 
and the various methods that 
have been used with consider- 
able success, and then swung 
his discussion to the newer and 
more economical method of 
treating by addition of a gum- 
inhibitor or anti-oxidant which 
does not remove the unsaturated 
constituents in the gasoline but 
which protects them against oxi 


refinery 
tors met 


inhibitors 


Finishing Cracked Benzine per 


Barrel Finished Gasoline 


(A) Acid Treatment and Rerunning of Entire Benzine Fraction 


1. Treating—Chemical treatment of benzine $0.0095 
Oil loss 0205 

Lead equivalent to octane loss OLOS 

2. Rerunning—-Oil loss 0136 
Lead equivalent to octane loss 0052 

%. Sweetening—-Chemical cost 0020 
Total $0.0614 


(B) Acid Treatment and Rerunning of Heavy Fraction—tUsin,; 


Inhibitor in 


Final Product 


Treating—Chemical treatment of benzine $0.0065 
Oil loss 0120 

Lead equivalent to octane loss 0062 

», Rerunning—Oil loss 0079 
Lead equivalent to octane loss 0031 

Sweetening— Chemical cost 0020 
Inhibitor cost 0023 

Total $O0.0400 

NOTE—-The following items, the result of actual plant experience, are 
sed aS a basis in making the above comparison: 

1. In both cases benzine is considered debutanized to a degree com 
itible with the vapor pressure required on the finished product; there 
re no gas vield is obtained on redistillation 

2. No labor costs are included as it is assumed that the labo 


quirements are the 


lentical 
4. The 


th cases 


induction 


5. The raw pressure benzine has 


nd, in the splittine operation, it 
essure gesoline and 69.5 per cent 
isoline content of €3.3 per cent 


same in both 
3. No fuel and utility costs are 


period of the 


operations 
included, as it is assumed they are 


finished product is the sSume in 


a gasoline content of 74.5 per cent 


is split into 30.55 per cent of light 


of heavy pressure benzine having a 


6. Oil loss due to polymerization and solution during acid treatment 
s 0.78 per cent and octane number loss is one octane number 


7. Oil loss due to redistillation 
ss is 0.5 octane number 


is 0.52 per cent and octane number 


8. Oil loss and octane number loss in sweetening is the same in both 


ises, and is not considered. 


of Cities Oil Co., discussed 
several ways of inhibiting gasoline 
cracking ind 


polymerization 


lation. 

“Gum inhibitors,” Mr. Scheu 
mann explained, “are com- 
pounds which protect a gasoline 
by preferentially reacting with 
the oxygen dissolved in it, in 
stead of permitting it to oxidize 
the fuel constituents. ...” 


Used In Various Treatments 


Among the various treating 
methods with which gum inhib- 
itors may be used was one in 
which a benzine fraction is split 
into a light and heavy portion 
in connection with stabilizing 
operations, acid treating and re 
distilling the heavy fractions, 
and sweetening the combined re- 
distilled heavy gasoline and light 


gasoline. This method is made 
possible only through use of 


gum inhibitors and can be car 
ried out at a cost of 2 cents per 
barrel less than the conventional 
method of acid treating and re- 
distillation, Scheumann - said. 
Comparative cost figures for the 
two operations are shown in 
accompanying table. These are 
based on actual plant experi 
ence 

Mr. Scheumann also stressed 
the point that sweetening opei 
itions on gasolines that are to 
be treated with inhibitors must 
he earried out with a suitable 
degree of control for satisfac 
tory and economical results. 

“The most economical inhib 
itor can only be determined by 
experiment,” he said. “Inhibi 
tor effectiveness varies in dif- 
ferent gasolines.” Stability of 
inhibitors vas questioned in dis- 
cussion and it was pointed out 
that exhaustion of inhibitor oc- 
curs during long time storage 
which can be overcome by us- 





has grown up with cracking, R. 
P. Lowe of Proportioneers, ine., 
Providence, R. 1. told the plant 
men. ‘here still is room tor 
improvement, the speaker add- 
ed, but the technique eventually 
will come to the same degree ot 
accurate control that has char- 
acterized cracking. 

‘The importance of line mix 
ing in treating in transit was 
described by Mr. Lowe by 
means of a series of drawings 
and photographs. 

Mr. Lowe also described an 
automatic tetraethyl lead blend 
ing tuid proportioneer which 
utilizes the loss in weight of 
the tank containing the fluid as 
the “control” in the blending op 
eration. 

The plant men were particu 
larly interested in asphait-naph- 
tha blending and the tube oil 


biending systems which were 
described. 
As usual, the plant men 


moved right into the matter otf 
costs in discussing the paper. 
A iube biending — instalation 
would range trom $.UvV to $20, 
000, Whnue an asphait niendiny 
instaliauon to handie trom 100 
io 6UU barrels a day woud range 
trom $1500 to S$zUvUu, 
owe’s estimates. 

Asked about how the installa 
lions wouid “pay out,” Mr. Lowe 
said that the most important 
savings was in the saving ot tne 
light fractions of gasoline and 
no tie-up in tankage, and also 
the savings in time as weil as 
the smaLer amount of tankage 
necessary. 


were 


Dr. Cooke Talks 

Dr. M. B. Cooke of the Alco 
Co., New York, sketched the 
major cycles in refining tech 
nique, and describeu vbrietly tne 
characteristics of each. me then 
described by means of slides and 
statistical data the new combin 
ation reforming and polymet 
ization unit the Aico company 
recently constructed tor the Ar 
kansas Fuel Oil Co. at Shreve 
port. 

There are three 
tained within the 
Lor. Cooke said. They are a re 
forming unit, a polymerization 
unit and a gas absorption plant 
Dr. Cooke caused some surprise 
at the beginning of his talk, in 
cidentally, when he read a state 
ment from the 


units con 
larger unit, 


Alco company 
that it was withdrawing from 


the processing field. 

After the regular meeting of 
the plant men, the Key Co. rep- 
resentatives were their hosts at 
a still tube rolling demonstra- 
tion at the Arkansas Fuel Oil 
Co.’s refinery. 
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large-scale study of the west 
coast industry with a view to 
future legislation, possibly even 
to making the California oil in- 
dustry a public utility. 


‘Hog’ or ‘Shark’, Not Oil Bill 


Is Issue before Californians 


> 


> 


Army and Navy Protest 
N.P.N. News Bureau 

WASHINGTON, Oct. 30.— 
| Federal officials have strongly 
disapproved erection in Cali- 
fornia of billboards quoting 
representatives of the U. S. gov- 
ernment as favoring the Atkin- 
son Oil Control Bill. 

Acting Secretary of the Navy 
Edison has endorsed the bill “in 
/general terms,” but the Navy 
4 Department has registered 
sharp protests against being 
drawn into the controversy. 

Further, the War Department 
has definitely denied any con- | 
nection with the billboard cam- 
paign. Other departments like- | 
wise have issued denials. 






* cuRB* 
the oil hog 
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N. P. N. News Bureau 


| the 


Credit ‘Cards 
Cost Reported 


(Continued from page 9) 
ton, Chicago, The Texas Co.; 
H. E. Hartline, San Francisco 
Standard Oil Co. of California; 
and R. R. McCoy, Pittsburgh, 


‘Gulf Oil Corp. 


Three new members of the boar 
of governors are Frank E. Lee, Los 
Angeles, Union Oil Co.; L. R. John- 
son, Cleveland, Allied Oil Co.; anc 
M. C. Roberts, Tulsa, Tide Wate: 
Associated Oil Co. Nine governors 
re-elected include the chairman 
vice-chairmen, and B. W. Atwood 
New York, Shell Oil Co., who was 
chairman last year; H. S. Barnes 
Fort Worth, Continental Oil Co 
L. W. Bernhard, New York, Stand- 
ard Oil Co. of New Jersey; R. E 
Neeley, Freedom, Pa., Freedom Oii 
Works; and R. C. Ward, Toledo 
Sun Oil Co. 

R. A. Colliton, St. Louis, Nationa 
Assn. of Credit Men, was re-electec 
secretary-treasurer. 





LOS ANGELES, Oct. 30.—Be- 
sides being asked to decide on 
the “Ham and Eggs” pension | 
plan, California voters will go 
to the polls Nov. 7 to vote in a 
referendum on the Atkinson Bill 


tion. 

Ever since anti-prorationists 
were able to obtain enough sig- 
natures to force a referendum 
on the bill which had passed 
the legislature and was signed 
by Gov. Olson, a political fight 
has raged which has been unus- 
ual even for California. Not the 
least, was the spectacle of Presi- 
dent Roosevelt and Ex-President 
Hoover in the same bed polit- 
ically, favoring the bill. 

Groups favoring and against | 
the bill have taken to the road-| 
side billboards, calling each oth- | 
er names which rival the color- | 
ful language of “Big Bill” 
Thompson in his heyday in Chi- 
cago. 

Billboards of anti-proration- 
ists have depicted the measure 
as a shark on the verge of swal- 
lowing little fish labeled the in- 
dependent branches of the oil 
industry and the motoring pub- 
lic. Proponents countered with 
billboards showing a fat pig 
labeled “Greed” wallowing in oil 
and urging the people to vote 
yes on the amendment to ‘Curb 
the Oi] Hog”. 

Another confusing aspect 


of 


jand opponents give the voters 


a ifor Gasoline, Vote 
for state control of oil produc- | 


isome are “agin” the Atkinson 


ithe signal for “thumbs down” 


the fight is the latest billboard | 
development, where proponents 


two equally good alternatives: 
“For Cheap Gasoline, Vote 
Yes,” and to “Stop Higher Prices 
No”. 

To this barrage of confusion 
also is added the confusion in 
the ranks of the oil industry. 
Major companies have general- 
ly remained in the background, 
although it is batted around 
some of the favorite whispering 
posts that some are for, while 


bill, which not only has the un- 
precedented Roosevelt and 
Hoover backing, but also has the 
support of Gov. Olson, the Army 
and the Navy. The Marines 
haven’t landed as yet. Con- 
ceived and nurtured by the CIO, 
the bill, however, has received 


by the A. F. of L. 

Modeled after the New Mex- 
ican proration law, the Atkin- 
son bill gives a three-man com- 
mission authority to  prorate 
California oil production and to 
allocate and enforce field and 
well allowables as a conserva- 
tion measure. The director of 
natural resources will be the ex- 





ecutive officer and will receive | 
$4000 in addition to his salary of | 
$6000. | 


Powers delegated to the com-| 
permit 


mission also would a 











What Will Yours Be— 
25% or 100% INCREASE? 


| DEPENDENT Oil Marketers located in the 
colder climates are going after the BIGGEST winter con- 
citioning market ever, this fall and winter. 


They estimate 25% to 100% INCREASE from Winter 
CHANGE-OVER sales and services over last year. They 
tell us that even greater increases in this business are pos- 
sible, IF the campaigns are vigorously pushed by more 
marketing companies, and the public’s consciousness awak- 
ened to the need for conditioning its cars for cold weather 
driving. 


You will find in this November 1st issue articles, sug- 
gestions, methods on how to get the Hatra Profits from 
Winter CHANGE-OVER sales and services that are yours 
right now—IF you'll go after them! 


For 10c each, put a copy of this November lst issue 
in the hands of every station attendant, salesman and di- 
vision manager in your company. 






You’ll be surprised at the INCREASED business that 
will result from a study and application of the information 
in this issue to your WINTER CHANGE-OVER sales and 
conditioning market. 


order for 


Send 
Ist issue AT ONCE,. before our supply is exhausted. 10c 
per copy postpaid. 


your extra copies of this November 


CLIP and MAIL TODAY! 


NATIONAL PETROLEUM NEWS, 
531 Penton Bldg., Cleveland, Ohio 


Send .. copies of the Nov. lst WINTER CHANGE- 
OVER ISSUE, at 10 cents per copy. Enclosed is check 
for $ 


(Ohio purchasers please add 3% sales tax) 


NAME 


St.-Box : City-State. . ‘ 
METERED EL TR INS RS LL LL EP TE 
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Oil Men Trek to 


Mississippi 


As Yazoo County Grows ‘Hot’ 


SHREVEPORT, La., Oct. 30. 
With three producing wells al- 
ready completed in the Tinsley 
area of Yazoo county, Missis- 
sippi, oil men are sufficiently 
convinced that there is some- 
thing “hot” there that they have 
begun to move into the area in 
sizeable numbers. 


Lease trading in the general 
vicinity of the new wells is re- 
ported brisk with several major 
and independent operators ac- 
tive at the present time. Head- 
quarters for the companies are 
either at Vicksburg or Jackson, 
each city being about 40 miles 
from the pool. Yazoo City, the 
county seat and about eight 
miles from the wells, also is be- 
coming an “oil center.” 

The discovery well, drilled by 
Union Producing Co., subsidiary 
of the Union Gas Pipe Line Co., 
came in late in August with a 
production rate estimated at al- 
most 1000 barrels daily. Produc- 
tion was from the Selma chalk, 
reached at 4540 feet. A second 
well was drilled to 3860 feet 
where it obtained production 
from the Eutaw formation. The 
third well began producing from 
the Selma chalk. Several other 
tests now are drilling. 

How extensive the pool will 
be is still problematical, but it 
is generally believed that the 
present indications are _ suffi- 
ciently good to cause consider- 
able exploration in that state. 
Less Than 40 Miles from River 


A sizeable pool in the Tinsley 
area would have several mar- 
keting advantages. A pipeline 
less than 40 miles long would 
put the crude right on the banks 
of the Mississippi river, where 
it could be barged up that river 
and also up the Ohio river to 
large plants, and could be moved 
by barge with considerable ease 
down the river to southern 
Louisiana refineries. The dis- 
tance down the river to the Gulf 
and then to the Eastern sea- 
board probably would not be 
much if any farther than from 


the Texas coastal] fields to the 
eastern refineries. 


Strategic Site for Refinery 


One refinery already is re- 
ported under construction near 
the discovery wells and others 
undoubtedly will follow if the 
pool shows sufficient promise. 
These refineries would be ada- 
vantageously located for truck 
delivery and a refinery on the 
Mississippi river would be ad- 
vantageously located as far as 
barge transportation is con- 
cerned. 


State officials have indicated 


they are in favor of active and | 


intensive development but that 


they favor conserving that 
natural resource after the de- 


velopment has proved the oil is 
there. 


Refiners Heartened 
As British Tankers 
‘Dock at Gulf Ports 


HOUSTON, Oct. 30.—Reports 
from London received here by 


some Gulf Coast refiners hint 
at “developments” some time 
later this week which were 


taken to indicate a “turn for the 
better” in movement and sale 
of petroleum products from the 
Gulf to the United Kingdom. 

These same reports, refiners 
say, indicate that the delay in 
lifting of oil already purchased 
and in the placement of new 
orders still centered on the in- 
ability to obtain boats and per- 
mits to transfer payment to 
U. S. banks. 

Reports were that the British 
government has commandeered 
all tankers and freighters fly- 
ing that flag and has established 
fixed rates. Tankers are said to 
be allotted through the ‘“Petro- 
leum Pool.” The government 
likewise is said to have estab- 
lished strict control over cur- 
rency. Permits are necessary 
before transfer can be made. 


In the meantime, reports in- 
dicate that some sort of a con- 
voy system is operating between 
the U. S. and Allied ports. 

Three British and two other 
foreign tankers were reported 
to have docked at the Gulf coast 
last week, indicating, 


movement after Nov. 1 
sisted in Gulf oil circles. 


per- 


Oil Allowables 


Are Held Down 


N. P.N. News Bureau 
TULSA, Oct. 30.—-Allowable 
production of crude oil in south- 


western states whose regulatory 


x0dies already have issued No- 
vember proration orders will be 
close to the Bureau of Mines’ 
forecast of market demand for 
that month. 

Texas will have 11 shutdown 
days in November, which will 
cut its basic allowable down to 
a daily average (estimated) pro- 
duction of 1,396,225 barrels. 
This estimate is 48,000 barrels 
under the Bureau of Mines’ esti- 
mate of 1,444,000 barrels daily, 
but it is generally believed that 
by the time special allowables 
and new well completions are 
fitted into the picture for the 
month the average will be close 
to the federal body’s figures. 

The Oklahoma _ corporation 
commission set its allowable 
right on the Bureau’s estimate 
of 429,000 barrels. This repre- 


sents an increase of 5000 barrels | 


daily over the October allow- 


able. 
Louisiana’s conservation com- 
mission came very close to the 


Bureau’s figure of 259,000 bar- | 


rels daily by setting November 


allowable at 258,994 _ barrels 
daily. 
The Arkansas commission 


jumped well above the Bureau 
of Mines’ estimate of 57,000 
barrels by setting the allowable 
at 68,952 barrels. This increase, 
it was reported, was due to an 
active demand for crude from 
one of the new fields in Arkan- 
Sas. 


refiners | 
said, that the shipping situation | 
was clearing. Reports of heavier | 


J. U. Stair, Shell, 


Dies in California 


LOS ANGELES—J. U. Stair, 
in charge of 


56, vice-president 
Shell Oil 
C ompany’s 
activities in 
Los Angeles, 
died Oct. 22 
at Pasadena, 
Calif. 

Born at 
M azomanie, 
Wis., May 12, 
1883, Mr. 
Stair went to 
California 
shortly after the turn of the 
century and worked as an office 
boy with the Western Union Oil 
Co. at Santa Maria, becoming 
superintendent in 1909. 

In 1918 Union of Delaware 
took over this company and Mr. 
Stair became vice president of 
the new company. When Union 
was absorbed by Shell in 1923 
he was_ appointed  superin- 
tendent of the Long Beach di- 
vision. In 1926 he was appointed 
general field superintendent; in 
1928 production manager, and 
in 1938 he was named vice-presi- 
dent in charge of Los Angeles 
operations. 





Crude Runs Slashed 


N. P.N. News Bureau 

NEW YORK, Oct. 31.—-Crude 
runs to stills at U. S. refineries 
were slashed 130,000 barrels on 
| daily average in the week ended 
Oct. 28, according to a report 
of refinery operations compiled 
today by the American Petro- 
leum Institute. 

Stocks of finished and unfin- 
ished motor fuel at U. S. re- 
fineries increased 538,000 barrels 
| last week, the Institute report 
|shows, standing at 72,660,000 
| barrels on Oct. 28. Stocks at the 
'end of October this year were 
3,408,000 barrels greater than 
_for the same period last year. 
| Refinery stocks of gas oil and 
' distillates and heavy fuels were 
‘off about the same amount, the 
| former 273,000 barrels, while 
'the latter dropped 260,000 bar- 
rels. 











Unsold Gasoline Stocks Increase at Gulf Plants, G.C.R.A. Reports 


HOUSTON, Tex., Oct. 30.— 
Stocks of unsold motor fuel at 
10 Gulf coast refiners, running 
their plants at 65.4 per cent of | 
capacity, reported a net increase | 
of 103,855 barrels the week | 


ended Oct. 21, according to re-| 


port of Gulf Coast Refiners 
Ass’n. Stocks in the Houston 
irea increased 115,311 barrels, | 


with Corpus Christi area re- 
finers withdrawing 11,456 bar- 
rels. 


Houston Corpus Christi Louisiana 
District District District Total 

Oct. 21 Oct. 14 Oct. 21 Oct. 14 Oct. 21 Oct. 14 Oct, 21 Oct. 14 
Aviation gas 118,463 113,037 36,267 33,033 None None 154,730 146,070 
Motor fuel 356,038 240,727 455,826 467,282 None None 811,864 708,009 
Naphtha 14,523 10,114 87,230 + 81,950 None None 101,753 + 92,064 
Kerosine None 57,656 None None None None None 57,656 
Diesel oil None None None None None None None None 
Gas oil None None 10,000 12,536 None None 10,000 12,536 
No. 5 fuel oil None None None 39,150 None None None 39,150 
Bunker “C” fuel None None 21,658 18,929 None None 21,658 18,929 
Crude runs 199,868 220,158 316,913 399,922 60,051 55,505 576,832 675,585 


*70,230 bbls. high octane 


blending naphtha. 


+64,950 bbls. high blending naphtha. 
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Latest Oil Industry Statistics 


- & tocks 
Inventories, Sept. 30, 1939, of Pennsylvania Oils Other than Total U. S. Motor Fuel Stoc 















































































































































‘ S ‘ Heavy Line—1939 Light Line—1938 
Lubricating Oils e 
(Compiled by National Pet. Ass’n. from Reports of Oil Region 90 
Refiners. Figures in Barrels) 
NAPHTHAS AND GASOLINE 
(1) Straight run, unblended and/or unleaded, for sale as Ww 
motor fuel 15,636 —l 
(2) Naphtha and gasoline, for sale for blending or fur- Lid 85- 
ther refining, or held at refinery for further distilla- c ; 
tion, reforming, blending or leading re | 
(3) Below 65 octane, not included in (1) or (2) above q 
(4) 65 octane and above Q 
Salable naphthas other than motor fuel material (does not 
include refinery process naphthas) 35,350 oad 80- 
Kerosine 141,622 ° 
36,40 gas oil (include furnace oil) 79,738 TP) 
Fuel oil (not reported above) 20,053 z 
Oils held at cracking plant charging stocks 390,038 ra) 
None viscous neutral 20,850 = 
Wax distillate 134.485 a8 75- 
Crude petrolatum 17,026 wll 
Wax (Lbs.) 4,651,998 — 
= 
Crude Oil Production for the U. S. 0 
(American Petroleum Institute figures) 7 7 
Week Ended | 
Oct. 28 Oct. 21 Oct. 14 
Barrels Barrels Barrels 
Oklahoma 415,750 428,000 436,500 
iNansas 187,200 174,850 164,150 65 
Texas 1,250,900 1,514,600 1,457,150 
Louisiana 264,850 262,200 264,200 6 13 2027 1017 241 8 152229 1219.26 2 16 23307 14 2128 
Arkansas 65,900 65,350 64.850 MAY JUNE JULY AUGUST SEPT. OCT. 
Mississippi 800 350 seca 
Illinois 340,400 327,700 331,650 S . 
Eastern (Ill. excluded) 103,100 103,800 i ns tills 
Michigan 63,950 d 63,100 Daily Average Crude Ru to 
Wyoming 62,100 65,000 66,600 Heavy Line—19x98 Light Line—1938 
Montana 17,200 17,250 17,250 
Colorado 3,900 3,700 3,700 3.3 
New Mexico 115,750 115,800 110,350 
California 606,700 631,700 630,400 — 
Total U.S 3,498,500 3,771,900 3,713,800 
Crude Imports 105,140 107,000 136,000 3.674 
Total New Suppls 3,603,640 3,878,900 3,849,800 
Weekly Changes in U. S. Crude Oil Stocks’ 
(Thousands of barrels) 34- 
ae Chng. from oe 
Grade or Origin Oct. 7 Oct. 14 Oct. 21 Oct. 14 ul 
Pennsylvania grade 5,194 2,122 5,100 eae A ~~ 7 
Other Appalachian 1,384 1,355 1,374 - 19 a a | 
Lima-Michigan 1,933 1,856 1,823 33 * Y he | 
Illinois-Indiana 15,672 15,792 15,761 151 3. | 
\rkansas 2,694 2,679 2,508 171 ve | 
Kansas We 5,198 5,225 25 oO ad | | 
Louisiana: 10,477 10,391 10,312 79 
Northern 3,880 3,914 3,919 5 WY | 
Gulf Coast 6,597 6,477 6,393 sd od = | 
New Mexico 1,543 1,825 1,903 78 Oo 3.0 | 
Oklahoma 61,552 61,170 60,833 337 as 
lexas: 65,598 64/832 65.538 706 my a | 
East Texas 13,543 13,486 13,813 327 = 
West Texas 14,401 13,982 14,310 328 >. 
Gulf Coast 16,883 16,516 135 
Other Texas 20,771 20,899 S4 28- 
Rocky Mountain 18,008 17.782 6 | 
Cc vlifornia 37,164 35.774 859 aa | 
Foreign 2242 2,316 6d j 
Total United States refinable 231,564 229,870 229,127 743 if | 
Heavy in California 14,052 13,994 14.035 1] 26 “ear tT rage oe ue wee ee Ce ee 


\s compiled by the U. S. Bureau of Mines 6 132027 3 101724 | 8 15222951219 262 9 1623307 14 N28 
MAY JUNE JULY AUGUST SEPT. OCT. 


A. P. I. Weekly Refinery Report 


Figures tn Thonsands of Barrels of 42 Gallons Each) 














Stocks 
Per Cent of a Total Finished & Stocks ef Gas Oil & Distillates Stocks of Residual Fuel Ot 
Dally Average Reporting Capacity Gasoline Unfinished At Terms. At Terms 
Crude to Stills Operated Production Motor Fuel (b At Refineries Trans. Pipelines At Refineries Trans. Pipelines 
Week Ended Week Ended Week Ended Week Ended Week Ended Week Ended Week Ended Week Ended 

Utetetcts Oct. 28 Oct. 21 Oct. 28 Oct. 21 Oct. 28 Oct. 21 Oct. 28 Oct. 21 Oct. 28 Oct. 21 Oct. 28 Oct. 21 Oct. 28 Oct. 21 Oct. 28 Oct. 21 
Kast Const SNS 608 6 woo 670 1.780 IN.511 18.427 7.128 7,426 6.720 6,328 5.880 6,005 4.361 4.247 
Appatachial 107 1149 S36 30 432 430 2.611 2.706 277 250 140 136 364 371 
tnd, tt Ky V5 4 O10 07 5 2.150 2.215 10,771 10,946 3.940 4,953 973 SO5 2,797 2,841 43 2 
Okla, Kans.) \iu 266 DAY 77.8 73.7 C©O55 c)960 6.129 6.022 1.767 1.722 3] 35 2.753 2.795 
inland Texas 112 119 704 74.8 500 500 1,495 1,557 396 380 1,Ss1 1,87 
Vexas Gulf S53 x2O SON R7 8 > R10 2 699 O 530 9.2401 5.662 5.729 504 580 7.607 7,519 306 $42 
La., Guilt 147 160 S40 ‘4 417 sH2 2,554 2,434 S93 SSI i Is 2,137 2,166 245 2N4 
No. La. Ark $5 47 6a 1 85 5 104 106 324 380 242 230 11 6 645 630 
Rocky Mt 30 47 604 73 4 20S ISS ag) 1.002 27 124 416 445 
California 508 572 6S 2 76S 1.509 1.474 14,535 14.2403 7.028 7.419 1,883 1,897 60,621 60,599 22,260 22,355 
Total Reporting 3,163 3,294 M35 87 0 10.764 10,720 67,560 67 O72 28,3€0 28,623 10,372 G9 805 85,101 $5,356 27.279 
U. 8. Total (4 3,520 3.650 12,232 12,182 72,660 72,122 (e)29,190 (e)29,463 10,372 9,895 (e)87,521  (e)87,781 27,274 
Uo sd Vota! 10-28-39 (d 3,251 11,217 69,252 32,739 120,540 

a fine ude etraight-run. cracked and paturai Diendec a Estimated. L. s. Bureau of Mines Dasis 

b Tneciudes stocks at refineries, in Duik-terminais. pipe iines and in transi e FOr COMDATADIIITY With iast year these figures ‘nust ve increased Dy stocks 

c 2 of reporung capacity in this district did not report casoune productuon At Terminais. ete n Cauforma distmet 
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Dear Reader: 


Early this year when the “Varnish” discussion was 
at its height NATIONAL PETROLEUM NEWS suggested 
that more rational oil change schedules should be recom- 
mended to consumers. Early discussion by students of the 
increased tendency toward lubricating oil oxidation showed 
agreement that most of the difficulty experienced by mo- 
tor vehicle operators would vanish if crankcases were 
drained at reasonable intervals. 


Automotive maintenance men in charge of truck, 
bus and passenger car fleets discussed crankcase drain 
schedules and other factors affecting engine wear this 
past week at the National Transportation and Maintenance 
meeting of the Society of Automotive Engineers at St. 
Louis. In the course of this discussion it was brought out 
that crankcase drainage should be based on severity of 
service and not on any mystic mileage figure. 


* * * 


F. L. Faulkner of Armour & Co. took a shot at both 
the refining and automotive industries for using oil costs 
as a competitive selling tool. Mr. Faulkner has had charge 
of the huge Armour fleet of vehicles during a period in 


which they have turned up more than a billion miles on 
their speedometers. 


“IT do not believe the subject of oil draining and its 
effect on wear can be generalized,” Mr. Faulkner said. 
“To set an arbitrary drain period without Knowledge of 
the operation is ridiculous. A refiner that advertises his 
oil can be used a certain number of miles in service is 
subjected to the same criticism as an engine manufac- 
turer that puts a mile period on the drain, as both are 
shooting at oil costs and neither is assuming any responsi- 
bility for engine wear.” 


* * * 


Obviously Mr. Faulkner practices what he preaches. 
He told the S.A.E. meeting that he has operations with 
drains as frequent as 750 miles and others with intervals 
of 4000 miles. He suggests that it is time to drain when 
naphtha insolubles in the crankcase reach 1 per cent. 
Other factors affecting drainage periods are viscosity and 
acidity. Without laboratory control Mr. Faulkner sug- 
gests frequent oil drains to be on the safe side. 
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Discussing “Varnish” Mr. Faulkner said that in his 
observation lacquering is a result of overloading of en- 
gines and running over extended periods at high operat- 
ing temperatures. The remedy is good oil changed fre- 
quently in a motor which is not subjected to undue 
strain. ‘ 


* * * 


A new contribution to the growing understanding 
between the oil and automotive industries was made re- 
cently when a lubrication engineer addressed a group 
of designers working for one of the automobile manufac- 
turers. The group included not only the chiefs who at- 
tend meetings of the Society of Automotive Engineers, 
the American Petroleum Institute, the National Lubri- 
cating Grease Institute and the like, but also the engi- 
neers who stay closer to their jobs at the factory. 


Mutual recognition of each other’s problems has been 
fostered by the various associations for many years and 
liaison has been better year after year. But obviously 
the process could be speeded up by more of the sort of 
meetings just described at which the junior engineers 
of each industry could hear about problems of the other 
industry. 


Of course the lack of complete understanding of the 
other fellow’s problem is not confined to the men who 
make the automobiles and the men who refine the lubri- 
cating oils. Quite often the oil marketers do not fully 
understand reasons why cars have been built the way 
they have. The automotive industry could well afford to 
explain what they are doing and why to the oil industry 
as a whole. Individual car models would be much more 
likely to have the enthusiastic support of the oil men 
in contacts with the car owner if the manufacturer had 
told the marketer what all the shooting was about. It 
should be remembered that the oil man comes into con- 
tact with the car owners dozens of times for every con- 
tact which the car manufacturer can get through his sales 
and service organization. 


Very truly, 


1. C. Chatfield 


Managing Editor, 
Refining Technology Edition. 
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The water problem at natural 
gasoline plants often is more 
acute than at refineries. The 
water tower at this Union 
Oil Co. plant in the Rio Bravo 
field dominates the scene 


Improved Equipment Reduces Water 
Requirements at Refineries 


By J. M. Augustus and D. S. Frank” 


ABSTRACT 


Raw water requirement per barrel of crude oil 
refined at one refinery of The Pure Oil Co. dur- 
ing the past 12 months was 213 gallons as com- 
pared with 715 gallons in 1932. Decrease in 
water requirements is attributable chiefly to dif- 
ference in types of water systems in use. A re- 
circulated water supply system was in service 
during the past year which supplied the major 
portion of all cooling water. During 1932 water 
was supplied by the “once through” method with 
no cooling towers installed. During both periods 
refining operations took advantage of all oppor- 
tunities to preheat the cold oil charged to stills by 
means of heat in residuum oils. Similar improve- 
ments were made at other Pure refineries. 

Oil refinery water consumption is divided into 
two classifications requiring different degrees or 
methods of treatment. These are water for steam 
generation and for cooling purposes. 


_ amounts of raw make-up water required 
for refining purposes per barrel of refined crude oil are 
much less today than they were ten years ago. This de- 
crease in water requirements is due mainly to the re 
finement of refining equipment, and the use of the heat 
in the various hot streams of oil and vapor to preheat 
the cooler charges of oil streams to the stills and to also 


generate steam for use in the refining process. It is oOb- 
vious that this latter step not only resulted in great fuel 
savings, but it also made a material decrease in cooling 
water requirements. 

The water cooling systems used in oil refineries 
should be considered as of two different types. The or- 
iginal type known as the “once through” type operated 
with water direct from the source of supply, passing over 
the oil and vapor coolers or condensers and then the 
entire amount of warm water was returned to the source 
of supply at some point where its increased temperature 
would not have an effect of increasing the temperature 
of the supply to the refinery. Small amounts of this warm 
water were properly treated and used for boiler feed pur- 
poses or agitator wash water. 

The improved type of water cooling system is known 
as the “recirculating type’; in it the warm water is passed 
over cooling towers or spray ponds and thus cooled to 
a usable temperature. In this system it is necessary to 
add amounts of make-up water to offset losses by wind- 
age in cooling towers or spray ponds, also evaporation 
in cooling boxes and other uses of water which decrease 
the return to the recirculating system. 

It is obvious that in this latter system the amount of 
raw water required is much reduced as compared to the 
original system. It is this feature of the recirculating 
system which lends itself to the proper treatment of the 


*Chief Combustion Engineer and Assistant Chief Combustion 
Engineer, The Pure Oil Co., Chicago. 

Paper presented at Third Alabama Conference on Industrial 
Water Problems and the Disposal of Industrial Wastes, Universits 
of Alabama, Tuscaloosa, Oct. 27, 28, 1939. 
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James M. Augustus has been 
chief combustion engineer for 
The Pure Oil Co. for 15 years 
of his nearly 19 years with 
the company. An Ohioan by 
birth, Mr. Augustus attended 
Wittenberg College three 
years and completed his col- 
lege training in mechanical 
engineering at Ohio State 
University where he entered 
in 1917. Some practical en- 
jineering experience wds 
gained from three different 
connections before joining 
Pure Oil Co. in Columbus 
early in 1921. From the start 
he has been concerned with 
combustion problems and effi- 
ciency in fuel and steam con- 
sumption of boilers and stills 


water in order to prevent scale deposition or corrosion 
throughout the system. 

In order to give some idea as to the extent that cool- 
ing water requirements have been reduced per barrel of 
refined crude oil when the recirculating water system 
is compared with the old style “once through” system, 
the following is offered, the figures being taken from the 
Toledo, Ohio, refinery operations of The Pure Oil Co. for 
the year 1932 and for the year ending Oct. 1, 1939. 

For the year ending Oct. 1, 1939 the water require- 
ment per barrel of crude oil refined was 213 gallons. This 
was with a recirculated water supply system in service 
for the full period and supplying the major portion of 
all cooling water requirements from this system. For 
the calendar year of 1932 the water requirement per bar- 
rel of crude oil refined was 715 gallons. During this period 
the water requirements were supplied by the “once 
through” method. No cooling towers were installed at 
that time. 

During the periods mentioned above, refining opera- 
tions were of a type which took advantage of all oppor- 
tunities to preheat the cold oil charged to stills by means 
of heat in residuum oils; hence, the above decrease in 
water requirements is attributable chiefly to the differ- 
ence in the types of water systems in use. 


Water Treating and Conditioning 


The problem of treating and conditioning water for 
oil refinery consumption can be divided into two classes: 
(1) Treating of water for steam generation purposes 

(2) Conditioning of water for cooling purposes. 

Since the raw supply of water is identical for both 
uses, the method of conditioning must be different in 
order to obtain desirable operating results. The prime 
difference of the two systems is that in water used for 
steam generation low residual hardness and low solids 
are essential, whereas in water used for cooling purposes 
the scale forming constituents must be inhibited from 
coming down on the hot surfaces. 

In softening water for steam generating equipment, 
we uSe both the hot lime-soda and Zeolite systems. In 
some cases the hot lime-soda treated water is filtered 
before entering the boilers, depending upon settling time 
available. 

In the Cabin Creek, W. Va. refinery of The Pure Oil 
Co., the hot lime-soda treatment is used. This refinery 
which is located in the heart of the coal mining terri- 
tory, is subject to considerable change in characteristics 
of raw water, and has been Known to change from a car- 
bonate water to a sulphate water, thereby necessitating 
a change in treatment. 

At this plant all raw water is subjected to a pre- 
liminary cold treatment of lime and alum for correct 
pH control of the recirculating water used for cooling. 
The make-up water enters the base of the atmospheric 
cooling tower where it mixes with the circulating cool- 
ing water. A portion of this mixed water is then further 
treated for steam generating purposes. 
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An old type Graver hot softener is used and a typi- 
cal raw water analysis entering the softener would be: 


SS IID a iswewanhig wenewes = 205 ppm 
Ghost point or calcium hardness 154 ppm 
0 ee 35 ppm 
SO CRONE «gc cece ccc 31 ppm 


This water is primarily a sulfate water consisting of 51 
ppm magnesium sulfate, 119 ppm of calcium sulfate and 
35 ppm of calcium bicarbonate. 

Chemical treatment consists of lime, soda ash and 
sodium aluminate at a temperature of 200° F. The chemi- 
cal feed is proportioned by the flow of water into the 
softener tank. Typical results of the effluent show: 

Hardness 


ere cee ret = 5 ppm 
E” ‘SINARIMEY = 5 5 ned xia = 37 ppm 
“NE @ikalinity .....<2..08s. = 74 ppm 


It will be noted that -no excess hydrates are present in 
the softened water with an excess of soda alkalinity. Suf- 
ficient phosphate is then used as an after treatment in 
such quantity as to show an excess of about 20 ppm in 
the boiler water. Continuous blowdown is used, and amount 
is controlled by the solids content of the blowdown water. 

At one of Pure’s mid-western refineries Zeolite is 
being used to soften water for steam generating purposes. 
This softener unit is 8 feet in diameter, 16 feet high and 
has a total capacity of 1890 kilograins. This softener is 
being operated up-flow. 

The water supply is from Maumee Bay and has a 
typical analysis as follows. 


EY d's 0:4 a Wie waw ease ee en 230 ppm 
Ghost point or calcium hardness 160 ppm 
a) ge |) |, ee ee hee 0 

I GEMINIOGS (es ats ddsccwe tae we 152 ppm 
SN GUNG 5 ks cece ewcaiws 75 ppm 
ORO oelcre cis cisart boa ued aca aie eae ere ares 7.6 ppm 


This water is composed of 70 ppm magnesium sulfate, 
8 ppm of calcium sulfate and 152 ppm of calcium bicar- 
bonate. 

This water softened satisfactorily; however, the high 
dissolved solids content of the effluent from the softener 
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Less than one-third as much water is required 
by a refinery employing a modern water treat- 
ing system than was required before this 
system was installed. Refining operations took 
advantage of all opportunities to. preheat 
the cold oil by means of heat in residuum 
oils before as well as after installation of 
the treating system R-454 























Extended periods between crankcase draining 
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the fanmix type burner for both gas and fuel 
oil are described and discussed R-466 


Composition of exhaust gases of internal com- 
bustion motors may be calculated with rea- 
sonable accuracy provided the composition 
of the fuel is known. G. W. Gleeson. pro- 
fessor of Chemical Engineering at Oregon 
State College, and Frank W. Woodfield, Jr.. 
report on methods of calculation and how 
closely the calculated values check with ex- 
perimental results R-461 


New Patents R-464 


Advertisers’ Index R-467 and 55 





David §. Frank has been in 
the Pure Oil Co. refinery con- 


trol division for eight years 


and has been assistant chief 
combustion engineer for over 
four years. He is a native 
of Sparta, Wis., and a gradu- 
ate of the University of 
Wisconsin 
s 
€ 





required a high blowdown rate at the boiler in order to 
prevent carry-over. Furthermore, in the winter the bay 
froze over and effluent waste water from the plant re- 
circulated back into the pump suction. Under this condi- 
tion, water of the following characteristics entered the 
softener: 


eee re ee reer 700 ppm 
Calcium hardness ....... 545 ppm 
ee |. 0 

ge hae | ee ct 192 ppm 
sodium ‘chloride ......... 275 ppm 


pH 6.9 ppm 


Steam Production Improved 


Softener runs were shortened, and since the bad water 
condition came at a period when steam consumption in 
the plant was high, the increase in blowdown require- 
ment to prevent carryover seriously affected steam pro- 
duction. In order to eliminate this condition, pre-treat- 
ment of lime and alum was instituted last summer. Lime 
is fed into the center section of the settling tank which 
contains an agitator. Further down in this same section 
alum is fed in order to obtain good settling of sludge 
which accumulates in the bottom of the tank. The tank 
is periodically desludged. 


At the present time raw water of the following char- 
acteristics enter the settling tank: 


RAAPONIOSS nics cc ecees 180 ppm 
Calcium hardness ....... 140 ppm 
We” EY bes cevcwss 0 

ee eee 140 ppm 
SNES Si doar Aoi cate ao Seco caret iow dace ye 7.6 ppm 


After the lime and alum treatment, the effluent from 
the sedimentation plant shows the following analysis: 


elit. i 115 ppm 
Calcium hardness ....... 7 ppm 
TE @AMAUIINEY: «occ casa 10 ppm 
“M” alkalinity .......... 40 ppm 


pH 9.3 ppm 

Complete softening is not desired, and treatment was 
set up so that there was no excess hydrate present. This 
was done to keep the filter bed from plugging. This water 
is then filtered through Anthrafilt filters with the filter 
effluent showing a pH of 9.2, “P” alkalinity of 10, and 
“M” alkalinity of 35 ppm. 

Since this water has too high a pH value for use in 
the Zeolite softener, sulfuric acid is used to bring the pH 
to the desired point. After the acid treatment which is 
fed into a filtered water storage tank, the water has the 
following test: 


Hardness 100 ppm 


i 0 
“M” alkalinity .......... 30 ppm 
Ut RA ee ee ee 7.7 ppm 


Prior to the use of pre-lime softening, the dissolved 
solids content of the water leaving the softener was 16.2 
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grains per gallon. Treating with lime, and then acid for 
pH control, the dissolved solids content has been decreased 
to 10 grains per gallon. 


It will be noted that hardness has been decreased 
about 40% with a corresponding increase in softener 
capacity and daily decrease in salt required for regen- 
eration. Blowdown requirements at the boiler have been 
decreased about 35% with resultant increase in net steam- 
ing capacity. Since the boiler does not have any blow- 
down heat exchange, the decreased blowdown can directly 
be evaluated on a fuel cost basis. The total net saving, 
allowing for the cost of chemicals used, has resulted in 
a saving of about 1.5c per 1000 gallons of water. 


Water Conditioning 


The problem of prevention of scale deposition on 
cooling coils has received considerable attention from 
oil refiners. The trend of the industry has been towards 
larger distillation units and better control of finished prod- 
ucts. Since important specifications of certain products 
depend upon the cooling obtained in water condensers, 
it is important to maintain proper temperature of the 
oil leaving the condensing equipment. It is possible to 
have the capacity of refining units decreased due to in- 
ability to obtain desired degree of cooling. 

An average sized refinery of 15,000 barrels daily 
crude capacity will normally use about 10 to 12 million 
gallons of water per day. With the advent of cooling tow- 
ers this has been cut to 3,000,000 gallons per day. This 
was necessitated by not only the cost of the water in- 
volvec, but due to inability to obtain sufficient supply to 
meet requirements. 

Earlier in the paper mention was made that in Pure’s 
West Virginia refinery all water, whether used for cool- 
ing or steam purposes, was first subjected to a cold lime- 
alum treatment. This system originally used sulfuric acid 
and alum to correct the pH of the recirculated water, 
although alkali equipment was also provided. The idea in 
back of this type of treatment was first the addition of 
alum to accelerate settling, and second the feed of acid 
to control the CO:alkalinity ratio to prevent the deposi- 
tion of calcium carbonate. 

Since each time the circulated water passed over the 
cooling tower some CO: was lost, thereby upsetting the 
calcium carbonate pH equilibrium, and as the make-up 
water was the only source with which to correct the equi- 
librium point of the circulated water, chemical feed of 
acid was adjusted on the basis of maintaining the correct 
equilibrium point. 

Addition of make-up water varied, depending upon 
the rate of cooling in the tower and windage loss. In ad- 
dition, since the blowdown from this system was recir- 
culated water used for further softening for steam gen- 
eration, the amount of blowdown depended upon steam 
produced. The feed of chemical was adjusted by test 
and from that setting the feed of chemical was _ propor- 
tioned to the flow of water to the settling basin. 


Results obtained were not desirable, and the use 
of lime replaced the acid, with alum still used as a floc 
accelerator. The prime factor is controlling the pH of 
the recirculated water so that no calcium carbonate is 
deposited, yet at the same time prevent corrosion. 

In order to test the recirculating water, we are using 
the procedure outlined by C. P. Hoover on “Treatment of 
Circulating Water for Cooling Purposes.” This is a very 
simple test and our experience has been that it is fairly 
accurate. Equilibrium tests on recirculated water are 
made and the treatment of make-up water adjusted to 
maintain a slightly depositing water at all times. The tem- 
perature gradient in any one cooling box may be as much 
as 100° F.; furthermore, since a common header may 
feed water for several different cooling functions, it is 
necessary that equilibrium tests be performed at various 
temperatures. In oil refining one water box may cool a 
certain material from an entering temperature of 450° 
to an outlet of 200° F., whereas the box adjacent may 


(Continued on page R-459) 
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CTANE PLANTS 


BY LUMMUS 


For well-known refiners, Lummus is now designing 
and building two complete plants for the produc- 
tion of aviation gasoline. These will be the third and 
fourth Lummus plants for 100 octane fuel. 

The rapid growth of commercial aviation and 


other recent developments indicate an increasing 


demand for 100 octane gasoline. With their experi- 
ence in designing and building plants of this type, 
Lummus Engineers are particularly qualified to dis- 
cuss the design, efficiency and money-making pos- 


sibilities of aviation gasoline units. 


THE LUMMUS COMPANY, 420 Lexington Avenue, NEW YORK, N. Y. 
600 SOUTH MICHIGAN AVENUE, CHICAGO, ILL. + 411 WEST FIFTH STREET, LOS ANGELES, CAL. + BUSH HOUSE, ALOWYCH, LONDON, W. C. 2 


LUMMU $ 


PETROLEUM REFINING PLANTS 
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S.A.E. Maintenance Symposium 
Considers Engine Wear 


ABSTRACT 


Crankcase oils are too small a portion of auto- 
motive fleet expense to warrant risking extended 
drain periods beyond proven limits. The drain 
period can be determined in fleet operation by 
the percentage of naphtha insoluble material ac- 
cumulated. This should not be over 1% and on 
this basis there are operations where the drain 
period is as low as 750 miles and as high as 4000 
miles. 

Better grades of lubrication, use of oil inhibitors, 
as well as further periodic treatment of piston 
crown with the same additive are shown neces- 
sary in operation of a fleet of buses. In the past 
year additives have been found helpful in con- 
trolling emulsibility, oxidation, and gum forma- 
tion. 


a. IS ridiculous to set an arbitrary drain period 
for crankcase oil without knowledge of the type of engine 
operation, F. L. Faulkner, Armour & Co. fleet operator 
whose experience is based upon over a billion miles oper- 
ation of motor vehicles, stated in a Symposium on Engine 
Wear at the National Transportation Meeting of the So- 
ciety of Automotive Engineers in St. Louis, Oct. 26-27. 


It is also questionable logic to take unnecessary 
chances to reduce the item of oil and grease expense by 
use of low grade oils or extending the drain period to 
uncertain lengths. Recommendations of both oil refiners 
and engine manufacturers to extend the drain period were 
criticized as far as fleet operations are concerned although 
it was conceded that this might be satisfactory for ordin- 
ary operations. Mr. Faulkner gave as a reason that oil and 
grease expense will seldom be over 3% of the total oper- 
ating costs of a large fleet while the maintenance expense 
will amount to 12-14% and may be adversely affected by 
unnecessary chances in reducing the smaller item. 


Faulkner said he has operations where the drain 
period is as low as 750 miles and as high as 4000 miles, the 
difference being in the type of work performed by the 
vehicle. The time to drain crankcase oil is when 1% 
naphtha insoluble material has accumulated. Three things 
in particular were named as determining conditions for 
eliminating abnormal wear. These are viscosity, volume 
of insoluble material, and acidity. However, since it is ob- 
vious that these factors cannot be determined without 
laboratory control, it was said to be a much safer prac- 
tice to drain the crankcase often than to prolong the drain 
period and encounter difficulty. 


A case was cited where an operator attempted to cut 
operating costs by using a poor grade of crankcase oil. It 
was not until careful study was made of the operations 
that it was discovered that the cause for the difficulty 
was the rapid breakdown of the oil and the depositing of 
tarry materials within various parts of the engine. The 
filter could not handle the excess quantity of sludge pro- 
duced and as a result no part of the engine was receiving 
adequate lubrication. 


Faulkner’s experience has been that to obtain the 
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longest engine life between reconditions periods, the en- 
gine should be broken in with a good quality light oil, con- 
tinuing with this viscosity until consumption becomes too 
great, then stepping up one oil number and continuing 
again until consumption becomes excessive. At this stage 
it is time to re-ring or make necessary mechanical correc- 
tions to lower consumption. However, if this changing of 
viscosity is carried too far, difficulties may be encountered 
which could have been avoided by doing the necessary 
mechanical work and continuing to use the low viscosity 
oil. 


Effect of Closer Fits 


In the average engine the greatest amount of wear 
occurs near the upper end of the stroke of the piston and 
with increased speed and compression pressures upper 
cylinder wear is becoming more conspicuous. Closer fits to 
control higher pressures necessitates lower viscosity oils 
to lubricate the upper cylinder walls. Lower viscosity oils, 
however do not have the oxidation stability to adequately 
protect the cylinder walls. This disintegration of the wall 
surface is a combination of two elements, chemical attack 
and erosion. Three approaches are being made to this 
problem to reduce metal loss: first, better finishes for the 
cylinder wall and ring surfaces; second, the addition of 
oxidation inhibiting agents and highly polar compounds 
to the crankcase oil, and third, the addition of surface 
active materials to the fuel to protect the surface against 
corrosive attack. 


Mr. Faulkner made the following observations regard- 
ing the varnish or lacquer problem. Where varnish has 
occurred, operating temperatures have been high over 
sustained periods. Engines have been stressed fairly high 
and in some cases considerably overloaded. These engines 
have been of a design that operate normally with high 
crankcase temperatures, and have an oiling system that 
aerates the oil more than average. Until more is known 
about this subject, it will be well to take all possible pre- 
cautions, and to use good oil and drain frequently on any 
jobs showing an inclination to varnish. 


Although lubrication was considered the most im- 
portant single factor in connection with engine wear and 
although also there may be many reasons for errors in 
design and in manufacturing to influence engine wear 
adversely, the blame for lack of uniformity in engine life, 
he said, rests largely with the operator. This is shown by 
the fact that poorly designed or manufactured engines 
have done reasonably good jobs in the hands of good oper- 
ators where well designed engines have shown up poorly 
in the hands of average operators. 


Oil Consumption vs. Cylinder Wear 


G. W. Laurie, manager of automotive transportation 
for The Atlantic Refining Co., gave some consideration to 
oil consumption in relation to cylinder wear, reporting that 
he had kept a rather close check on this item. A typical oil 
consumption curve of a truck from the time it was placed 
in service until 90,000 miles operation was completed 
showed that oil mileage decreased at a consistent but steady 


NATIONAL PETROLEUM NEWS 





n 
») 


i] 


d 








rate until after 40,000 miles service. At this point there 
was a sudden decrease in oil mileage. 

This type of data was obtained on enough units to 
prove that a critical operating point exists when the oil 
mileage approaches 250 miles per gallon. Therefore, re- 
gardless of the actual mileage, this type of unit is sched- 
uled for a re-ring installation when the oil consumption 
reaches 250 miles per gallon. The sudden drop in oil mile- 
age is an indication of ring ineffectiveness caused by ring 
wear, loss of ring tension, and in many instances the 
clogging of the oil ring return vent. The installation of 
two sets of rings was found not to increase the rate of 
cylinder wear but wear figures showed a trend in the 
opposite direction. 

Mr. Laurie also had some interesting observations on 
valve life. He had evidence showing that drops in tension 
of valve springs are “unquestionably to a large degree in- 
strumental in shorter valve life.” A point of 56-57 pounds 
spring pressure, involving a drop of 7-8 pounds was found 
to be critical. Consideration was given to spacers designed 
to increase the initial valve spring pressure 10 to 12 pounds 
so that even the poorest spring should be 58 pounds or 
more during the intended spring operating period. These 
spacers, approximately ‘*«-inch thick were placed above the 
spring. The results using the spacer appeared to have 
enough merit to warrant their general use, he said. 


Oil Inhibitors Needed 


Experiments which have been carried out by the Sur- 
face Transportation Corp., New York, have convinced 
W. J. Cumming of that company that modern engines of 
the high compression type require not only the better 
grades of lubrication but the addition of inhibitors and 
still further the periodic treatment of the piston crown 
to doses of the same additive. With this treatment the 
company has been able to keep piston rings free and 
ciean up to 50,000 miles of operation and this mileage is 
expected to be extended materially. 


In the process of developing this procedure, a number 
of steps in the production of sludge and ring sticking were 
studied and the following facts established: Sludging in- 
creases rapidly as ring and bore wear progresses and as 
rings are stuck and clogged. Sludge deposited in depres- 
sions and cavities in the crankcase and in oil passages and 
channels of the entire engine requires the continual washing 
effect of additives in the crankcase oil to dislodge it. Un- 
less sludge is continuously dislodged and trapped in filter- 
ing devices, it will eventually clog the small oil passages 
of the lubrication system. 

Engines with shallow, compact crankcases are less 
liable to sludge than those with expansive cases. Wide 
groove wiper type oil rings are capable of controlling 
crankcase oil so well that additives in the crankcase have 
little effect in reducing ring sticking and clogging. Positive 
control of sticking and clogging requires periodic dosings 
of inhibitor over the piston top. This treatment dissolves 
gum accumulation adhering to all rings and ring grooves. 
Additives in the fuel are helpful but in nowise as effective 
as the dosing method. 

Crankcase ventilation becomes more and more import- 
ant as compression pressures are raised, Mr. Cumming 
said, and, of course, also in the presence of gradually in- 
creasing blow-by. Providing one additional breather at 
a strategic point has often relieved the sludging tendencies 
of many engines. 

Cumming said there are a number of reasons why it 
is difficult to select a lubricating oil for the automotive 
diesel engine. High temperatures and compression pres- 
sures require the oil to function under severe stress. No 
diesel lubricant should be selected by specification, but 
should be chosen after actual operating experience, he said. 
Because they do not decompose into gums naphthenic 
crudes are preferred over paraffinic crudes as sources of 
diesel lubricating oil. 

Viscosity of diesel lubricating oils was said to be prob- 
ably the most important characteristic and under operat- 
ing conditions it should remain fairly constant. Cumming’s 
opinion is that all automotive diesel engines should be pro- 
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vided with oil cooling radiators. The tendency to form car- 
bon was considered the next most important property of 
the oil to be selected, then pour point. At present, mention 
of sulfur content is omitted from lubricating oil specifica- 
tions because there “are highly sulfurous oils available 
today that apparently remain stable, under conditions 
found in our service.” 


If wide variations in crankcase temperatures must 
be accepted, it may, in some cases, be necessary to use a 
lubricant containing additives, Cumming said. In the past 
year the use of oils containing additives has been found 
exceedingly helpful in controlling emulsibility, oxidation 
and gum formation. 


The lubricant should be well filtered, preferably in 
two stages, cleanable and disposable types. Most contam- 
inants can be controlled to a certain extent, by the proper 
selection of oil and air filtration systems. There are two 
by-products of combustion, that should be gathered as 
soon as possible after they are formed. These are water 
and free carbon. Cumming said he knew of no better ab- 
sorbent for water than cotton and no better method of 
screening free carbon than enmeshing it in the strands of 
cotton waste. A filter of this type is used in the second 
stage of filtration and the cotton waste is disposed of every 
4000 miles. Edge type cleaners are also used and removed 
at the same intervals for cleaning. 


Improved Equipment 
Reduces Water Requirements 


(Continued from page R-456) 


cool 200° entering material to 100° F. It is, therefore, 
apparent that the circulating water must protect as much 
as possible and a water which might be in balance at 
100° F., may be 20 ppm depositing at 200° F. 

When scale accumulations become too heavy, the sys- 
tem is made aggressive in order to remove the heavy 
scale formation. This period is ordinarily not long enough 
to sufficiently corrode the clean coils. The equilibrium 
test does not seem to hold for steel side sheets and bot- 
toms of cooling boxes, and in some cases, these parts have 
showed corrosion present when cooling coils have some 
scale deposition. No doubt oxygen plays an important 
part in this action. however, to date our experience shows 
it to be more economical to replace sheets in preference 
to the use of chemical to eliminate the oxygen present. 


Algae Control 


The chemical treatments used for the prevention of 
algae growth in recirculating water systems as used in 
oil refineries is somewhat complicated by the ever pres- 
ence of oil in the water systems, this oil coming mostly 
from leaky joints in condenser boxes of coolers, which is 
a continuous problem in connection with the operation of 
such coolers. This oil covers both live and dead algae, 
and it prevents proper chemical action, which action 
would otherwise be effective in the elimination of algae 
growth. This difficulty can be partly overcome by fre- 
quent skimmings of the reservoirs or flushing of con- 
denser boxes at points where such algae usually accumu- 
lates. 

The study of algae growth and the use of algaecides 
is a subject which merits discussion as a separate item, 
and is not within the scope of this paper. 

I might add that we have used copper sulfate, potas- 
sium permanganate and are now using hypochloride of 
lime in conjunction with ammonium sulfate. 


CORRECTION 
F. L. Koethen, whose picture appeared on page R-437, 


Oct. 18, should have been identified as Technical Director 
of American Lubricants, Inc., Buffalo. 


R-159 





The ability to vary the design of Kellogg com- 
are bination casinghead and polymerization plants 
to suit existing plant facilities, feed stocks and 
capacity requirements should interest all manu- 
facturers of natural gasoline. 


Increased production of higher octane products 

\ characterizes these plants, in which the flexibility 
of vapor pressure and the quality and quantity 
of gasoline made are inherent. 


Other important economic advantages in these 
combination plants are: 


@ Simplicity of operation 

@ Increased casinghead recovery 
@ Low labor costs 

@ Low utility requirements 

@ Dehydrated residue gas 


KELLOGG 


LICENSING AND CONSTRUCTION AGENTS under United States and foreign patents for: 


Catalytic Processes for Cracking, Reforming, Reversion, Dehydrogenation, Alkylation, 
Desulphurization 


® Gasoline Products Company, Inc., Pyrolytic Cracking 
@ The Polymerization Process Corporation, Thermal and Catalytic Polymerization 


@ JUIK Processes for Lubricating Oil Refining with Propane and Phenol 
Deasphalting - Dewaxing - Solvent Extraction and Acid Treating Plants 





@ The Gray Processes Corporation, Clay Treating 


THE M. W. KELLOGG COMPANY . JERSEY CITY, NEW JERSEY . 225 BROADWAY, NEW YORK 


Los Angeles 1031 South Broadway Tulsa: Philtower Building 





EUROPEAN REPRESENTATIVE Compagnie Technique des Petroles, 134 Boulevard Haussmann, Paris, France 
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Stoichiometric Calculations of Exhaust Gas 


By G. W. Gleeson* and 
F. W. Woodfield, Jr.*** 


ABSTRACT 


Reasonable accuracy can be obtained in the 
calculation of exhaust gas composition of internal 
combustion motors by the use of equilibrium con- 
stants of the water-gas reaction and the dissocia- 
tion of water reaction, providing the fuel composi- 
tion is known. The calculations do not refer to 
any particular motor or type of motor so deviations 
may point to improper conditions of operation in 
the motors actually used. 

This article reports further studies at Oregon 
State College supplementing the series of articles 
by Prof. Gleeson and W. H. Paul which appeared 
in NATIONAL PETROLEUM NEWS in 1934 and 
1936. Previous articles in the series were: The 
CO/H, Ratio in the Products of Combustion from 
Automotive Engines, N.P.N. Sept. 12, 1934, p. 32; 
Exhaust Gas Analysis (three parts Sept. 26, p. 21; 
Oct. 3, p. 42 and Oct. 10, 1934, p. 35; and, Water- 
Gas Reaction Apparently Controls Engine Exhaust 
Gas Composition, N.P.N. Feb. 19, 1936, p. 25. 


Introduction 


The method outlined in this paper has been applied to 
calculate, stoichiometrically, the composition of the ex 
haust gas from a motor burning pure octane and for a 
motor operating on a 20 per cent ethyl alcohol 80 per cent 
iso-octane blend. The results, as presented in the Table 
of calculations and on Figures One and Two, are inter- 
esting because they represent One of those extremely grati- 
fying situations where entirely theoretical considerations 
can be applied to obtain figures which agree very well 
with experiment. 


Discussion 

It has long been known that the composition of the 
exhaust gas from an internal combustion motor is largely 
controlled by the water-gas reaction: 


Ee OCC FO CO god orth Gackisdooseee eee te I, 


and in spite of the fact that side reactions do occur, they 
are of minor importance. This has been demonstrated by 
Graf, Gleeson, and Paul (1) and by Gleeson and Paul (2) 
in the publications noted. The water-gas equilibrium is: 


Od <A. >. <r 


(Hi) (COD 
where the molecular symbols represent volume per cents 
or partical pressures. 

Our consideration of the reactions taking place in a 
combustion cylinder burning hydrocarbon fuel may be lim 
ited to four chemical elements. C, H, O, and N. From 
Equation II it is apparent that a change in the numerical 
value of kw... (which at atmospheric pressure varies only 
with temperature) actually expresses a change in the rela- 
tive amounts of the four molecular species: H.O, CO, H., 
and CO,. It is necessary, then, to know the temperature 
below which the water-gas reaction no longer continues 

*Professor of Chemical Engineering, Oregon State College, Cor- 
Vallis, Oreg. 

**Mr. Woodfield prepared this paper in collaboration with Prof 
Gleeson while a student at Oregon State College. He now is in 


the department of Chemical Engineering at Columbia University, 
New Yerk. 
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to progress rapidly as the hot gases pass through the ex 
haust ports and are cooled for sampling. Haber’s esti- 
mation of this “freezing” temperature for the reaction in 
question was 1500° C. 

Accepting this relatively low temperature (as an as- 
sumption) we are enabled to neglect the presence in the 
exhaust gases of the oxides of nitrogen, of atomic hydro- 
gen, atomic nitrogen, and hydroxyl ion, thereby limiting 
our system to the four molecular species present in the 
water-gas reaction, plus molecular oxygen and molecular 
nitrogen. 

If we can write for our system of six variables, a series 
of six interrelated material balances or equilibrium equa- 
tions, our problem is complete except for the various 
process of solving these equations for the unknowns. A 
separate solution will be required for any particular air- 
fuel ratio, and for each different hydrocarbon (or hydro 
carbon derivative) fuel. 

We may write immediately the water-gas equilibrium 
plus overall material balances for C, O, and H. In addi- 
tion, we Know the equilibrium for the dissociation of wa 
ter: 


2(E.O) = 2tH,) + (O) 


- BE 
Kn ” RGM 4 eA wae oid lieho oe eta eee IV a 
‘ | ae 
In order that the best available values for Kuo and 
kw.s. at the temperature of 1500° C. should be used, latest 


reported data on the variation of these two equilibrium 
constants with temperature were obtained from the litera- 
ture (1, 4, 5, 6, 7, 8) and plotted so that the work of all 
investigators could be weighed and representative curves 
drawn. Values read at 1500° C. were: 


kw «. =3.83. 
Ku. = 2.20 X 10-9 


Choose as a basis P mols of products at a total pres 
sure of P atmospheres. 
Let “A” and “B” be defined as follows: 
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Fig. 1] Comparison of the calculated per cents hydrogen and 
nitrogen with experimental curves for straight gasoline fuel! 
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A Mols O, per C atom in the carborated fuel mixture. \S 






















































































B Mols H, per C atom in the fuel, or 9/8 for octane. 
It is obvious that “A” varies with the air-fuel ratio. It 14 
also includes any oxygen which may be present in the 
fuel before combustion. 
The Mol ratio of N. to O, in air is “3.76”. rate) 
In the order in which the simultaneous equations are ms | 
used for the trial and error solutions necessary, the ex- | 
pressions are (letting molecular symbols in parenthesis =||2 t 
represent numbers of mols, or partial pressures) : 
Hydrogen Balance | ~ 
I A 
(H.O) + (H,) sa4 a, | ee a (1) | wy WA | | 
3.f0 | 
a |W /°PoNTS REPRESENT 
Combination of (3) and (4) < AUTHORS ( ALC. VALE: 
it (N,) X Kw « X (H,) sais DotTeD LINES, EXPER 
3.76A[ { (HO) +kw se $ X CHP OO 7 a DATA, YALE U. 
ya 
se = ORESON ST; STATE 
(CO) +1CO) = BOs sicciiae basen wae aéanavnwhedaers (3) 
3.76A a | 
Water Gas Equilibrium ay =e . 
| FLW. 
(CO.) =_1_ x (CO) X (HO) sas 6 | | | 
ke. (H,) 9 10 NW 612 «13° («14 IS 167 
Water Dissociation Equilibrium AIR- FUEL RATIO, LB. Ain /LB. Fi FUEL 
(O.) (H,0) )" (=) Fig. 2—Comparison of calculated per cent carbon dioxide with 
(H,) $000 esses “ experimental curves for both straight gasoline fuel and twenty 
per cent ethyl alcohol blend fuel 
Oxygen Balance 
; . f J a SS > c > , > c c (H.O) 4 
(0.) +(CO.) + (CO) + (H.O) (Ne (@) (3) Assume a H, content and calculate from 
2 3.76 Equation (1). 
7 : , ; —— Te (4) Calculate (CO) by Equation (2). 
equation (2) may be obtained by substituting (3) in (5) Calculate (CO,) com either Equation (3) or (4). 
(4), eliminating CO, between them. : The two equations should give identical answers. 
If we analyze equation (1), the hydrogen balance, it (6) Calculate (O,) from Equation (5). 
wecomes: (7) Check by Equation (6). 
Mols H Mols H./C atom < Mols N (8) If the two sides of (6) do not balance, repeat the 
—_— MolsN.,MolsO, ane calculations varying (H.) until a balance is obtained. 
MolO, C Atom (9) Total number of mols present = r. 

P = (CO,) + Oo) + ©) + CG + (oO) =. ce). 
or, Mols H, = Mols H.. Directly obtainable from these figures are the volume 
The carbon balance, Equation (3), and the oxygen bal- per cents of the six molecular species present. For the 

ance, Equation (6), may be checked similarly. purpose of comparison with orsat analyses, they should be 

; : converted to per cent on the dry basis. 

Calculations Procedure As an aid in fixing the initial N, per cent and assum- 
(1) Caleulate “A” as mols O, per C atom. ing a value for (H,), it is advantageous to approximate the 


(2) Fix N, content by approximation. true values by means of any one of the experimental curves 


Table I 


Calculated Exhaust Gas Composition 


(Percentages Converted To Dry Basis) 
PURE OCTANE FUEL, B = 9/8 


Air-Fuel 
Ratio Value of A 

Lbs. Air Per Mols. QO, Per 

Lb. of Fuel Mol. of C % Ov %~ COs YN: %CO %H: 
10 1.032 0.00 6.27 73.65 12.70 7.39 
10.5 1.084 0.00 7.00 75.30 11.48 6.24 
11 : 1.135 0.00 7.79 76.82 10.22 5.17 
nS 1.186 0.00 8.58 78.24 8.96 4.23 
12 1.238 0.00 9.39 79.52 7.70 3.39 
12.5 1.290 0.00 10.23 80.71 6.42 2.64 
13 1.342 0.00 11.06 81.81 §.15 1.98 
13.5 1.393 0.00 11.89 32.77 3.93 1.41 
14 1.445 0.00 12.69 83.68 te 0.915 
14.5 1.496 0.0003 13.51 84.49 1.52 0.483 
15 1.548 0.006 14.31 85.24 0.34 0.101 
15.2 1.569 4.14 14.40 85.37 0.068 0.0201 
15.5 1.600 0.56 14.15 85.25 0.034 0.0100 
16 1.651 1.23 13.68 85.06 0.022 0.0065 
16.5 1.703 1.89 123 84.86 0.017 0.0051 
17 1.755 2.47 12.83 84.68 0.016 0.00433 

20 Per Cent Ethyl Aleohol—80 Per Cent C-H« (By Vol), B = 1.180 

10 1.163 0.00 7.76 77.1 17 9.88 5.19 
11 1.276 0.00 9.49 80.06 7.20 3.20 
12 1.389 0.00 13-23 82.41 4.57 1.79 
13 1.502 0.00 13.00 84.40 1.94 0.66 
14 1.614 0.354 14.06 85.53 0.0424 0.0132 
15 ae 1.81 13.09 85.08 0.018 0.0054 
16 1.840 3.06 I2.z3 84.69 0.013 0.00387 
17 1.952 4.15 11.50 84.34 0.010 0.00312 
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Its ability to produce the exact color 
specified, and its sustained mainte- 
nance of that same precise shade is 
an outstanding feature of this modern, 
activated contact filtration agent. But 
...if you do want a variation in a run 
of oil, you can get it instantly “with a 
simple twist of the wrist”... just ad- 
just the valve regulating the SUPER 
FILTROL feed and the desired new 
shade will appear. 

This exact color control is typical of 
SUPER FILTROL processing. The en- 


tire contacting process becomes more 
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SUPER FILTROL ASSURES 
ACCURATE COLOR CONTROL 


SUPER FILTROL 
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Efficiency 
Maximum Filter Rate 
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Clay Requirements 
Minimum Plant Equipment 
PRODUCES 
Greater Oil Recovery 
Higher Quality Oils 
Reduced Refining Costs 
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efficient and more economical when 
Super Filtrol is used. Because of its 
extraordinary activity, you can get 
lighter colors and produce a greater 
volume of oil at less cost... and oper- 
ate under scientific, pre-determined 
conditions. Oil soakage losses are 
reduced and thru-put is increased... 
productivity of entire plant stepped 
up, its operating cost stepped down. 

Our Research Laboratory will glad- 
ly consult with you on any specific 
problem, at no obligation, of course. 
Your letter will receive prompt reply. 


MISSISSIPPI 








available. However, the ratios between the six variables 
(which control the volume per cents) will reach their re- 
quired values when Equation (6) balances regardless of 
the amounts initially assumed for (N,) and (H.). 


Conclusions 

(1) Exhaust gas composition from internal combus- 
tion motors may be calculated with reasonable accuracy 
from the equilibrium constants of the water-gas Yreac- 
tion and the dissociation of water reaction. 

(2) The extent to which the calculated values check 
the experimental indicates that Haber was essentially cor- 
rect in his estimation of 1500 C. as the “freezing” tem- 
perature of the water-gas equilibrium. 

(3) The method may be applied to any fuel provided 
the composition of the fuel is known. 

(4) The calculated values represent somewhat ultimate 
conditions and deviations of experimental results from the 
calculated may point to uneven cylinder distribution, miss- 
firing, or air leakage. 

(5) The calculations are perfectly general because they 
are based on the composition of the carborated fuel and 
the values of k and Ku. as determined chemically. In 
no case do they refer to a particular motor or type of 
motor, nor dy they use constants determined empirically on 
any motor. Consequently the calculated values cannot be 
expected to check experimental values obtained on a par- 
ticular engine any closer than two motors, selected at Yran- 
dom, would be expected to agree. 

We find, by comparison with the experimental results 
of several investigators, agreement of approximately this 
magnitude. Figures One and Two show graphically the 
agreement between the calculated values of the author and 
actual experimental measurements for per cent H,. N., and 
Me GE 
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Sets Million-Hour Safety Record 


In recognition of 1,000,000 hours worked by the Re- 
search and Development Department of The Atlantic Re- 
fining Co. without a disabling injury, an accident-preven- 
tion certificate was awarded by the American Petroleum 
Institute recently. The period covered is from Nov. 16, 
1936 to July 6, 1939. 

Dr. T. G. Delbridge, head of the department, states 
that “This A.P.I. Award ... did not just come to us: 
our whole crowd went after it; we are after a second one.” 

Small posters being put around the Atlantic plant 
last week carry, in addition to the monthly record of lost 
time injuries for the company as a whole, a replica of 
the certificate and a picture of Dr. Delbridge. 


Roy B. McKee has been elected vice-president of Free- 
dom Oil Co., Freedom, Pa. Mr. McKee has been manager 
of refinery sales for the past 18 years and has been with 
the company 21 years. 


John R. Schmitt has been elected vice-president and a 
director of Tiona Petroleum Co., Philadelphia. He was 
formerly treasurer of Alliance Oil Corp., New York, and 
before that was associated with Tide Water Associated. 
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REFINING PATENTS 


Compiled by R. E. Burnham, patent and trade-mark attorney, 
511 Eleventh Street, NW, Washington, D. C., from whom copies may 
be obtained at rate of 25c each. State number of patent and name 
of inventor when ordering. 


October 3, 1939 


Method of continuously hydrofining carbonaceous Vapors with 
solid sulfur sensitive catalytic surfaces—Marion H. Gwynn, Leonia, 
N. J. Filed Mar. 8, 1937. No. 2,174,510. ; 

Process of refining hydrocarbon oils by means of organic oxides 

Ernst Terres, Berlin, Germany, and Josef Moos, New York, and 
Erich Saegebarth, Jackson Heights, N. Y., assignors to Edeleanu 
G.m.b.H. 

Process for sweetening hydrocarbon oils—G. H. von Fuchs and 
L. E. Border, Wood River, Ill, assignors to Shell Development Co. 
Filed Feb. 19, 1937. No. 2,174,810. 

Method for treating cil emulsions—J. V. 
Okla. Filed Aug. 10, 1935. No. 2,174,849. 

Process of treating hydrocarbon oil—P. C. Keith, Jr., Peapack, 
N. J., assignor to Gasoline Products Co. Filed July 22, 1937. No 
2,174,858. 

Treatment of hydrocarbons-—Viadimir Ipatieff and Herman 
Pines, Chicago, assignors to Universal Oil Products Co. Filed Oct 
5, 1936. No. 2,174,883. 

Method of and apparatus for superheating oil in vapor phase 

F. H. Praeger, Bala-Cynwyd, and T. B. Leech, Narberth, Pa., as- 
signors to Alcorn Combustion Co., Philadelphia, Pa. Filed June 9, 
1938. No. 2,174,893. 

Refining liquid hydrocarbon distillates—W. C. Ault and a 
Hochwalt, Dayton, Ohio, assignors to Monsanto Chemical Co. Filed 
Mar. 3, 1936. No. 2,174,908. 

Dewaring oil—Lyle Dillon and C. E. Swift, Glendale, Calif., 
assignors to Union Oil Co. (Cal.) Filed July 17, 1933. No. 2,174,938. 

Diesel fuel—-D. E. Badertscher and G. S. Crandall, Woodbury, 
N. J., assignors to Socony-Vacuum Oil Co. Filed Oct. 8, 1937. No 
2,174,680. 

Lubricating composition—S. P. Waugh, Westfield, N. J., as- 
signor to Tide Water Associated Oil Co. Filed Jan. 8, 1936. No. 
2,174,907. 

Process for recovery of organic oxry-compounds Theodore 
Evans, Berkeley, Cal.. assignor to Shell Development Co. Filed 
Aug. 10, 1937. No. 2,175,080. 


Stevens, Sapulpa, 


* * * 


October 10, 1939 


Treatment of hydrocarbon oils—H. C. Dieserud, Montclair, N 
J., assignor to Texas Co. Filed June 17, 1931. No. 2,175,180. 

Apparatus for heating petroleum—A. E. Nash, Philadelphia, 
and F. E. Shelly, Jenkintown, Pa., assignors to Alcorn Combustion 
Co. Filed Apr. 20, 1934. No. 2,175,211. 

Process for producing and recovering balanced chain aliphatics 
(suitable as high anti-knock motor fuel)—E. A. Ocon, Yonkers, N. Y. 
Filed Jan. 8, 1938. No. 2,175,359. 

Processing hydrocarbon oils—J. K. Roberts, Flossmoor, and J 
Hi. Forrester and R. J. Diwoky, Chicago, Ill., assignors to Standard 
Oil Co. (Ind.) Filed May 29, 1937. No. 2.175.362. 

Conversion of hydrocarbon oils—-L. C. Huff, Chicago, Il, as- 
signor to Universal Oil Products Co. Filed Jan. 2, 1931. No. 2,- 
175,397. 

Treatment of light petroleum distillates—-Arthur Lazar and T 
F. McCormick, Associated, Cal., assignor to Tide Water Associated 
Oil Co. Filed Jan. 24, 1936. No. 2,175,437. 

Method of fractionation—P. D. Barton, Chester Co., Pa., as- 
signor to Sun Oil Co. Filed Mar. 29, 1938. No. 2,175,590. 

Refinement of hydrocarbons such as benzol or crude oils 
Gerhard Ruhl, Germany, assignor to Koppers Co. Filed Apr. 8, 
1936. No. 2,175,619. 

Art of cracking-—-E. C. Herthel, Flossmoor, Il., assignor to 
Sinclair Refining Co. Filed Mar. 25, 1933. No. 2,175,663. 

Distillation of mineral oil—C. F. Slawson, Lockport, IIl., as- 
signor to Texas Co. Filed June 23, 1934. No. 2,175,817. 

Breaking mineral oil emulsions—Daniel Stryker, White Plains, 
N. Y., assignor to Texas Co. Filed Apr. 15, 1937. No. 2,175,818. 

Treatment of petroleum bituminous materials—J. E. Gambrill, 
Drexel Hill, Pa., assignor to Atlantic Refining Co. Filed Dec. 16, 
1936. No. 2,175,189. 

Beneficiation of lubricating oils--J. M. Musselman and H. P 
Lankelma, Cleveland, assignors to Standard Oil Co. (Ohio) Filed 
Apr. 29, 1936. No. 2,175,548. 

Liquid Composition (lubricant)--F. M. Clark, Pittsfleld, Mass., 
assignor to General Electric Co. Filed Sept. 30, 1936. No. 2,175,877 

Emulsifiable oil—-M. T. Flaxman, Wilmington, Cal., assignor 
to Union Oil Co. (Calif.) Filed Nov. 23, 1936. No. 2,175,988. 


Alco Shifts Sales Emphasis 


Because of the demand for railway equipment and 
other products manufactured by it, the American Locomo- 
tive Co. is curtailing its activities in the processing and 
construction of complete refinery equipment. 

The manufacturing, engineering and sales of heat 
transfér equipment, pressure vessels, fabricated plate 
work and allied lines will be continued. The activities of 
the American Locomotive Co. in these lines will be ex- 
panded as the occasion demands. The effect of this pro- 
gram will be the greater concentration in the locomotive 
company’s plants of the work heretofore done. 
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Loapinc at Sun’s Plant a Fractionating Tower for Water 
Shipment. This tower is 18 ft. diameter. 3 other towers are stored 
on the Pier awaiting to be loaded. These are 14’ 8” diameter x 83’ 0” 


long, too large for rail shipment. 


This is an illustration of Sun’‘s facilities to fabricate and ship mas- 


sive structures required by the Oil Refinery and kindred industries. 


PRODUCTS FACILITIES 
Welded Towers & Tanks—Stills & Made to Order X-ray Equipment—Stress Relieving Furnaces— 
, : P , Metallurgical Laboratory—Tank Shops—Steel 
Oil Refinery Equipment—Plate Work—Special Shops—Foundry— Machine Shops — Complete 
Machinery Service for All Welded Products 


SUN SHIPBUILDING & DRYDOCK COMPANY 


CHESTER, PENNSYLVANIA 
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Speed Combustion 


Provide Higher Heat Release 


By Edwin L. Dennis* 


This article is a condensation of a paper presented 
before a Regional Meeting of the Western Petroleum 
Refiners Association at Wichita, Kan., Oct. 5. 


ABSTRACT 


A trend in design of burners toward the “short 
flame” type has resulted from recognition that most 
satisfactory furnace conditions are secured from 
the burner completing combustion most rapidly. 
Increased combustion speeds result in higher heat 
releases than where secondary combustion takes 
place and its disadvantages are eliminated. 

Among a number of burners developed is a 
fanmix type employing new principles of opera- 
tion. It mixes the gas with the air essentially in 
the plane of rotation of a fan which is propelled by 
gas streams emitting from orifices in revolving 
spokes mounted between the fan blades on the 
same hub. These burners are designs individually 
to suit the Btu. value of the gas, the gas pressure, 
and the service required. Fanmix oil burners are 
propelled by steam. 


A DEFINITE trend in recent years in design 
of burners has been towards a “short flame” type. It 
has been established that furnace conditions in capacity 
of B.t.u. input per hour, increased radiation from the 
walls and floors as well as the presence of carbon dioxide 
and water vapor in the products of combustion will best 
be secured from the burner completing combustion most 
rapidly. Higher “flame” temperature will exist by faster 
combustion and less excess air when complete combus- 
tion is secured. The radiant heat produced varies as the 
fourth power of the absolute temperature which makes 
the ‘short flame” burner desirable. 

When the reaction of combustion of a gas is speeded 
up, the temperature of the combustion gases will rise as 
all of the heat is liberated nearer the burner and the 
combustion gases will expand closer to the burner tend- 
ing by expansion due to temperature to spread over the 
furnace nearer to the front or burner wail. But the heat 
distribution can be governed. With increased combustion 
speeds, it is obvious that much higher heat releases can 
be secured in a furnace than is possible where secondary 
combustion takes place. 

We can consider that by propagation of combustion 
from gases, accepted as producing non-luminous flames, 
a mass of heated gas is liberated into the furnace con- 
taining a certain amount of thermal heat and having a 
temperature proportionate to the rate of combustion and 
somewhat inversely proportionate to the mass occupied. 
Therefore, the temperature of combustion will be higher 
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with less excess air, provided combustion is complete to 
the end products because of less mass, and higher again 
if combustion is completed in less volume of the furnace. 

A “reducing” atmosphere will exist in a furnace 
when combustion is incomplete and this results in serious 
impingement on the tube areas either locally or gen- 
erally. Secondary combustion will create this condition 
when heat releases per cu. ft. per hour exceed the burner 
capacity for complete combustion before impingement on 
tubes or walls. 

High furnace temperatures sometimes make sec- 
ondary combustion invisible to the eye. However, when 
typical tube failures occur or failures in tube sections lo- 
cated where the combustion gases enter the tube banks 
are observed, this can usually be suspected to be due 
to secondary combustion creating local “hot spots” due 
to hydrogen liberation. A reducing atmosphere is more 
damaging to tubes than oxidation. 

A “neutral” atmosphere exists in a furnace provided 
combustion is complete within the furnace without im- 
pingement and the inert gases (carbon dioxide, water 
vapor, and nitrogen only) exist when the gases enter 
the tube areas and when excess air is kept below 10%. 
A sure test that combustion is complete before impinge- 
ment takes place is to momentarily fire the burners at 
maximum capacity before the furnace becomes radiant. 
If no impingement then occurs, it cannot exist when 
the furnace is hot, since incandescent or radiant walls are 
catalytic in effect on rate of combustion and reduce flame 
lengths materially. Analyses of the gas samples from 
various sections of the furnace will determine when com- 
bustion is complete, as carbon monoxide is bound to be 
present in measurable quantities if combustion is incom- 
plete. When means are accessible for testing, more atten- 
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curve of power developed by escaping gas paralleling the 


-urve for power required to drive the fan at the proper speed 
to deliver correct amounts of air through the 
range of gas pressures 
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tion should be paid to the presence of carbon monoxide 
at or near the entrance of the combustion gases into the 
tube banks. 


Burner Development 


Quite a number of burners have been developed in 
the past few years. A great deal of improvement has 
been made in the design of air registers to improve the 
older type ring burners and center-fired diffusion type. 
The advent of improved types of partial premix burners 
(essentially the Bunsen type) has shown up advantageous- 
ly and has been received favorably by industry. 

Bunsen, the fore-runner of all burner designers, 
stated, “An ideal gas burner would be one with an in- 
finite number of gas orifices interposed across the air 
stream.” Analysis of Bunsen’s statement means that if 
the gas orifices of a burner were so numerous and in- 
finitely small that the infinite quantity of gas emitting 
would immediately enter the furnace with the necessary 
oxygen in the air stream, only primary combustion would 
occur and therefore the flame produced or region of com- 
pustion would be held to the absolute minimum. 

The premix burners where all of the air is premixed 
with the gas outside the furnace by Venturi injection, 
proportioning valves, or automatic proportioning and mix- 
ing by means of separate power source, are again find- 
ing applications in the improved form. Multi-jet designs 
have recently appeared where the combustion zone can 
be varied by changing the angle of the various jets. Some 
of these are of the semi-premixing type while others de- 
pend on furnace turbulence together with inspirated air 
to complete the mixing within the furnace. The maximum 
working pressure of the gas within the burner manifold 
for most efficient operation is limited to about 15 pounds 
gage pressure. 


New Principles Employed 


Another design was developed that is individual and 
employs new principles. It is known as the fanmix type 
burner, deriving its name from the fact that it is neither 
of the premix nor multiple jet type, but rather mixes the 
gas with the air essentially in the plane of rotation of 
a fan which is propelled by the gas streams emitting from 
orifices in revolving arms mounted integral with the fan 
blades. This burner utilizes the energy in the gas due 
to pressure, to induce air flow into the casing and to over- 
come pressure drop across the burner. The maximum 
operating pressure is relatively unlimited. The manufac- 
turers rate the capacities at 25 pounds operating pres- 
sure, but over 40 pounds have been used. The effect of 
pressure on this type burner is only to limit the capacity. 
On natural gas of seven pounds pressure the capacity 
of the burner is about 55° of its capacity with 25 pounds 
pressure. No air can enter the furnace with this burner, 
that has not been mixed with the gas escaping from the 
gas orifices. 

The design of this burner is built around the char- 
acteristics of the fan blades which deliver a known amount 
of air per revolution to the furnace. The power required 
to drive the fan from zero r.p.m. to maximum operating 
speed was determined in wind tunnel tests. Bolted to the 
hollow fan hub between blades are mounted hollow spokes 
drilled with orifices which admit the gas transverse to 
the air stream. By calculation of the power developed by 
the gas escaping from these orifices to develop a curve 
that is parallel to the curve of the power required to 
drive the fan at the proper speed to deliver air for com- 
bustion in the correct amounts, this burner will maintain 
a constant air-gas ratio against the same furnace draft 
conditions when operating anywhere from a few ounces 
of pressure to pressures in excess of 25 psi. 

The curvature of the fan blades is such that the 
amount of gas at any point from the hub to the extremity 
of the fan in the cross section is essentially in the same 
proportion to the amount of air delivered by the fan at 
that point as at any other point in the plane of rotation 
of the fan. The driving action of the escaping gas acts 
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In the combination gas and 
oil burners the oil gun 1s in- 
serted through the center of 
the revolving shaft as shown 
here. Steam is used to propel 
the fan when oil is used 


















































re as fuel 
Ss. 
f ; ® 
J 
- i+} 
Vi 
& 
iS 
14 Hs 
2 l ls 20 tures of the radiant refractory surfaces, resulting in in 
2 tl creased heat transfer to the radiant tube surfaces. 





as a reaction turbine and the angle of drilling, distance 
away from the center, and areas of the orifices are the 
determining factors for the power developed. 


A burner of the fanmix type 21 inches in diameter 
has a capacity of 55,000,000 B.t.u’s. release per hour with 
natural gas of 1000 B.t.u. heating value. The fact that 
the gas orifices emit gas transverse the air stream and 
are also revolving at a rate of speed in proportion to the 
gas pressure and flow, precludes admission of stratified 
air and’ gas stream entering the furnace. This meets the 
requirements of the ideal burner described by Bunsen 
and assures that the highest speed of combustion will 
be secured. These burners when operating in the open at- 
mosphere in daylight show no visible flame. There is no 
fan action in the furnace since the rapid expansion caused 
by the high temperature of combustion kills the forward 
direction of the air-gas stream. When torch action is de- 
sired in huge furnaces, a special tile is used to force this 
to occur, as it does with the regular premix types. When 
secondary combustion is required, the shutters of the 
burner are closed to preload the fan and prevent the proper 
air-gas ratio from existing and the secondary air supplied 
through other openings. 


Burner Design Fitted to Service 


It is necessary for the manufacturer to know not only 
the B.t.u. value of the gas but also the service required 
and the gas pressure available. With these data the air- 
gas ratio is established together with the capacity of the 
burner. With this information the burner drilling can 
be established to meet the requirements by definite en- 
gineering formulas. 


Performance on various applications of these burners 
show that complete combustion is secured without any 
danger of incomplete combustion with less than 5‘ ex- 
cess air present in the flue gases leaving the furnace. 
Furnace temperatures are higher on the walls and floors 
than other burners where forced draft equipment is not 
provided. In a number of installations the heat input 
has been increased as much as 40°% without increased 
temperature of flue gases. This is attributed to the re- 
duction in excess air together with the increased radia- 
tion from the combustion gases and the higher tempera- 
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It is difficult to burn oil economically in a furnace 
designed for burning gas with only natural draft avail- 
able. When forced draft is available it should be em- 
ployed by all means to increase the rate of combustion. 
Otherwise, when burning oil nothing like the heat re- 
lease rate can be reached because of the long flame of 
oil combustion. Although oil burns with a luminous flame 
which has a higher emission value of radiant heat than 
does the non-luminous gas flame, the flame is in itself 
opaque and will result in lower re-radiation from the re- 
fractory surfaces when the angle of radiation from the 
refractory strikes the oil flame. 

In oil burner design, the trend has also been towards 
a short flame of high temperature. In most burners of 
the combination type the design of the air register again 
is the governing factor to propel the air into the oil com- 
bustion zone. Unless some such feature is employed, com- 
bination oil and gas burning is not equally satisfactory 
on furnaces. In the fanmix type burner, of the combina- 
tion type, the oil gun is inserted through the center of 
the revolving shaft, as shown in the accompanying draw- 
ing. Steam is then used to propel the fan instead of gas 
and this furnishes forced draft and brings about quick 
combustion of the vaporized oil, resulting in a very short 
flame. This allows a furnace to have as high a capacity 
on oil in B.t.u. input per hour as on gas, without flame 
impingement. It is not necessary with this type burner 
to cause all of the air to go through the burner in forced 
draft and some may be admitted through openings be- 
low the burner in the wall in which the burner is mounted. 
This reduces the amount of steam required to drive the 
fan. Other satisfactory installations have been made by 
mounting the oil burners over the regular fanmix burner 
in separate openings so the atomized spray of oil is in- 
jected into the furnace at a downward angle to intersect 
the air stream of the fanmix burner, created by propelling 
the burner with steam, at a point about four or five feet 
in front of the wall of the furnace. 

For most economical operation of any combination 
of gas and oil burner, forced draft by electric motor driven 
fans or steam turbine driven fans, when the latent heat 
of the exhaust steam is recovered, should be given a 
survey and engineering economics used to determine if 
these means should be employed. 

Some designers of furnace equipment are now de- 
signing their furnaces to meet the performance of the 
burners they supply. Also, some of the gas burner manu- 
facturers are paying more attention to the engineering 
of burners to meet the conditions of the furnaces. These 
two, co-ordinating together, can render the industry an 
invaluable service. No burner should be condemned if 
it is improperly engineered to the job, nor should a fur- 
nace be condemned if improperly supplied with products 
of combustion. 
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The Following Pages are Dedicated 
To Aid the MOTIVATING FORCES 


~6<OF Ameriea’s Oil Marketing... 


The oil industry's annual sales drive is now on to help 30,000,- 
000 motorists and truckers plow through winter's snow and sleet 
without falter of engine, freezing of bearing, axle, transmission 


or radiator and without skidding tires or dying batteries. 


The responsibility for this service to the American Car Own- 
ers lies with the MANAGEMENT of the industry's oil marketing 
division, the men whose daily job it is to see that "things are actu- 


ally done.” 


On these men—the motivating forces of oil marketing—now 
rests the carrying out of the extznsive and well financed plans of 
advertising and merchandising that the industry has been making 
the past few months in order to SELL a $210,000,000 market with 
profit. 


To the greater success of this year's BIGGEST Winter Change- 
Over Campaign, NATIONAL PETROLEUM NEWS offers the follow- 


OIL INDUSTRY DRIVES FOR $210,000,000 WINTER CHANGE-OVER MARKET 


ing pages. 
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NOW Is The Time to Drive 


For Oil's Biggest 


Winter Change-Over Market 


The biggest Winter Change-Over market for the oil 
industry is this month awaiting every man in oil mar- 
keting. 


The preliminaries have been completed; the adver- 
tising has been spread from coast to coast; sales or- 
ganizations have been coached and urged to their 
greatest endeavor; stocks of oils and accessories are at 
all stations—or should be; and above all— 


Winter is already here in many parts of the coun- 
try. winter with its snows and below-freezing weather. 
The last days of October saw the end of the unusually 


Here is the size of the Winter 
Change-Over Market for 1939-40 

More than $210,000,000 of oil com- 
pany services and oil products will 
be needed by the 30,000,000 cars and 
trucks to make them safe for winter 


as indicated by “gas” consumption, 
wnich means more cars in need to- 
day of winter conditioning. 


warm weather in the middle west and real winter storms 
came to help the oil industry’s sales program. 


Today begins the actual selling. Today is started 
the sales effort on every pump island, that finally moves 
the goods to the oil industry's profit. 


To give this nation-wide sales effort its final shove to 
better profits, NATIONAL PETROLEUM NEWS herewith 
presents its Winter Change-Over number. For its next 
four issues “NPN” will further aid this sales campaign 
with facts and figures to help every man who is re- 
sponsible for the drive. 


this month, when oil companies are 
making their biggest drive to bring 
cars into their stations for winter con 
ditioning. 


3—Bumper crops and better prices 
in many farming sections, which 


One company will spend $24,000 in 
advertising in November to promote 


driving; 

In addition $345,000,000 of tires, 
batteries and other automotive acces- 
sories will be bought by motorists 
this winter and most of this can be 
sold as a part of the Winter Change- 
Over and Winter Protection cam- 
paign; 

Total sales for this Winter, that 
await the efforts of oil marketing 
men, amount to more than $500,000,- 
000—a half billion dollars. This is 
exclusive of gasoline and ordinary 
lubricating oil sales. 


Helping to Build the 1939 Change- 
Over market to the above and _ possi- 


bly larger figures are these factors: 


1—More cars on the road than a 
year ago and this number increas- 
ing as times pick up and workers 
go back to their jobs and start driv- 
ing their cars again. 


2—More driving this past summer, 


o: 


means farmers will spend more for 
winter conditioning their automo- 
biles. 


i—More calling to the public’s at- 
tention than ever before of the need 
for Change-Over service for its cars. 
On this last point, oil companies, tire 
and battery and spark plug manufac- 
turers, among others, this fall and win- 
ter are carrying on the largest adver- 
tising campaigns they have ever made, 
to make every motorist in the country 
conscious of the need for the oil com- 
panies’ Change-Over service. 


By radio, on billboards, in news- 
papers and magazines, these com- 
panies are pointing to the greater com- 
fort, convenience and safety to the 
car owner if his automobile 1s given 
the necessary services and is properly 
equipped for winter driving. 

This tremendous campaign to make 
the public conscious of the Winter 
Change-Over will work up to its peak 


Change-Over servicing. It is spending 
$38,000 all told for this purpose this 
fall and winter. Another company 
tells NATIONAL PETROLEUM NEWS 
its present campaign is the biggest in 
its history. 

One large oil company selling its 
products nation-wide says it will have 
an extensive consumer advertising 
program in magazines, newspapers 
and other mediums in November and 
December. 


The $210,000,000 market for strictly 
Change-Over products and services re- 
ferred to above includes $107,500,000 
for the minimum requirements needed 
to put 25,000,000 cars in shape for win- 
ter driving. These essentials are 
crankcase, transmission and differen- 
tial drain, flush and refill and a chassis 
lubrication. 

Added to this is a market of $103,- 
500,000 for various services and prod- 
ucts which naturally tie into a Win- 
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ter Change-Over campaign. These in- 
clude radiator cleaning and flushing; 
alcohol or anti-freeze; cleaning air 
filters and front wheel bearing lubri- 
cation. 


Topping both these market poten- 
tials but requiring more creative sales 
effort is the promise of a demand for 
approximately $344,000,000 worth of 
automotive accessories. This figure is 
based on quotas per 1000 gallons of 
gasoline sales, now accepted by many 
marketers as a gauge of their selling 
efficiency, and upon the indicated con- 
sumption of gasoline during the fall 
and winter months of 1939. 


Size of the market for those serv- 
ices and products which are so closely 
associated with the Winter Change- 
Over market but which are not usual- 
ly grouped among the minimum es- 


sentials, is indicated by the following 
table: 


1. Radiator cleaning and 
flushing $ 18,500,000 
2. Alcohol or anti-freeze 54,000,000 


3. Cleaning air filters 6,000,000 
4. Front wheel bearing 

lubrication 25,000,000 

Total market $103,500,000 


An estimate of the potential demand 
for the large group of automotive ac- 
cessories, sale of which hinges to a 
large part on close inspection of cus- 
tomer needs while the car is in for 
the winter conditioning check-up, is 
indicated by the following table: 


New tires $138,000,000 
New tubes 34,500,000 
Batteries 28,800,000 
Spark plugs 27,600,000 
Oil filters 30,700,000 
Light bulbs 11,500,000 
Wiper blades and arms 12,400,000 
Fan belts 9,600,000 
Battery cables 7,700,000 


Miscellaneous  accesso- 


ries and services 
(heaters, radios, bat- 
tery recharging, tire 
repair) 44,100,000 
Total Potential mar- 
ket $344,000,000 


The above market is based on 
quotas used by many marketers in de- 
termining the effectiveness of their 
overall selling efforts, and upon indi- 
cations that not less than 7,765,500,- 
000 gallons of gasoline will be con- 
sumed by automotive equipment in 
the four fall and winter months of 
1939—-based on corresponding §gallon- 
age for the same period in 1938 plus an 
indicated increase of 5 per cent. 
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Talk Novembers Snow 
To Sell Change-Overs 
To Dilatory Motorists 


thet November is here the Winter 
Change-Over will hit full stride in most 
parts of the country. Based on records 
of November weather the past 50 years 
from the Weather Bureau, your cus- 
tomers have been flirting with the dan- 
ger of frozen radiators, starting fail- 
ure, difficult gear shifting, because un- 
seasonably warm weather over wide 
areas has not brought home to them 
the necessity of Winterizing. 

“Everybody talks about the weather, 
but nobody does anything about it.” In 
that remark credited to Mark Twain 
is the challenge to all oil marketers to 
“talk about the weather, and to do 
something about it”; to sell winter con- 
ditioning of the automobile, and to sell 
it early before a sudden drop of tem- 
peratures results in a rush of winter 
business that taxes the capacity of 
many stations. 

While in accompanying articles, NPN 
tells oil marketers how they can sell 
various items of accessories in connec- 
tion with winter conditioning, the 
Change-Over itself can and should be 
sold early. One of the most logical ap- 
proaches which the marketer has is to 
point to weather conditions in other 
sections of the country in telling his 
customers to have their work com- 
pleted before a sudden drop catches 
them unprepared. 

The oil marketer or person in charge 
of the success of the Change-Over pro- 
gram, can make a good sales story out 
of weather conditions elsewhere so far 


this year to push his sales of winter 
conditioning, despite the fact that un- 
seasonably mild weather through Oc- 
tober resulted in many motorists delay- 
ing bringing their cars into the station 
for this service. He can watch newspa- 
pers and through the radio and weather 
bureau get reports on weather condi- 
tions to pass on to the station salesmen 
to be used in soliciting this business. 


The station salesman can point out 
that a quick freeze, with heavy snow 
in northern Michigan and lighter snow 
and sleet spread over parts of Wis- 
consin, Iowa, Michigan, northern IIli- 
nois and Ohio late Oct. 27 and 28, ac- 
cording to reports from the Weather 
Bureau. Some sections of New Eng- 
land and at Williston, N. D., tempera- 
tures have been as low as 12 degrees, 
while at Des Moines, Ia., it has been 
down to 17. Snows have been encoun- 
tered also in parts of Oregon, New 
Hampshire, Arizona and Utah, with 
freezing weather also noted in Idaho 
and Pennsylvania. 


The accompanying table shows at a 
glance why November is the time for 
the marketer to intensify his selling 
of the Change-Over, despite the fact 
that temporary warm weather might 
hold it back. Of the 30 cities shown in 
the table, which represent a cross sec- 
tion of the country, 17 have had all- 
time low temperatures in November 
ranging from two to 29 degrees below 
zero, the Weather Bureau reports. 
Eleven of these cities have an all-time 
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low of 10 below zero or colder for No- 
vember. 

Eighteen of the 30 had mean mini- 
mum temperatures averaging below 
freezing in these records which go 
back some 40 to 60 years; and which 
represent a true picture of what 
weather can be expected during No- 
vember. 

Average temperatures, average low 
temperatures and lowest November 
temperature for principal marketing 
points taken from records of the U. S. 
Weather Bureau are: 


All Mean 

time Mean mini- 

low temp. mum 
Boise, Ida. 15 41 27 
Boston Lewis 2 42 35 
Buffalo gig 2 39 34 
Cheyenne, Wyo. —21 35 23 
Chieago ; 2 41 33 
Cleveland . 0 41 32 
Columbus, Ohio 5 32 34 
Davenport, Iowa ; 10 39 31 
Des Moines ; 10 38 30 
Detroit am ; 0 39 30 
Duluth, Minn, ; —29 30 23 
Erie, Pa. : 6 41 36 
Dodge City, Kans. .... —13 42 
Indianapolis is 5 42 30 
Escanaba, Mich. 9 33 27 
Grand Rapids, Mich. 6 38 31 
Helena, Mont. —22 33 Png” 
pearon, 5. D. ....- —28 32 21 
La Crosse, Wis. ; —21 35 28 
Lansing, Michigan 4 38 29 
Madison, Wis. 14 35 28 
New Haven, Conn. 2 42 35 
New York - 44 7 
Portland, Ore. 11 47 41 
Rochester, nN. a. 1 39 33 
oe ee . 3 45 33 
Sault Ste. Marie, Mich. . 12 32 Hf 
Springfield, Ill. 0 42 34 
Teledo, Ohio. 2 40 34 
Omaha, Neb. 14 39 29 


Using the weather in other sections 
to call attention to the danger of 
freeze-ups or stalls can be made one 
of the oil marketers’ most useful tools 
in selling Winter Change-Over, and 
can help to iron out the peak of this 
business, which will probably come 
with a decided drop in temperatures. 

In short, pithy paragraphs on a sta- 
tion bulletin board, or in conversations 
with customers, the salesman can 
emphasize the approach of cold 
weather by citing conditions in other 
sections. He can use prevailing warm 
weather to lead into the selling the 
Change-Over. Advantage of this could 
be taken especially where a customer 
may remark _ about the “warm 
weather.” The employe could follow 
such a remark with a sales talk which 
might run somewhat as follows: 

“Yes, Mr. Smith, it certainly is un- 
usual] weather, but I noticed where 
Rochester had a blizzard, with tem- 
peratures down near zero. That will 
probably happen around here one of 
these days soon, and if you'll leave 
your car here we can prepare it for 
winter driving and give you much 
better service than we can when the 
temperature quickly drops below 
freezing and everyone else will be 
clamoring for service. 

The motorist who remembers trying 
to get his car started on cold mornings 
with the slow, labored turning over of 
the engine because of the heavy oil in 
the crankcase, or the one that remem. 
bers last year when he could not get 
the car in gear before exhausting his 
supply of choice expletives which ac- 
company this effort, are good prospects 
for the Winter Change-Over. 
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Last Minute PUNCHES 


To Put the Extra Profit 


In This Year's Change-Over Campaigns 


THE 1939-40 WINTER CHANGE*-OVER SALES Campaign 


is now ALL SET. 


The advertising is running in the magazines and newspapers. 

The story has been told in detail by marketers, managers, promoticn men, 
sales managers and all the rest of the selling army. The men in the front line 
trenches—at the pump islands—have heard this story. They are at their posts 


at the pump islands. 
Now just what is going to happen? 


It was weeks or even months ago 
that many of this pump isiand army 
heard the “last instructions” and were 
exposed to the radiant enthusiasm of 
the MANAGERS of this sales cam- 
paign. 

Here, in the opinion of various sales 
experts, is what each MANAGER 
should do this morning, on receipt of 
this special WINTER CHANGE-OVER 
Issue of NATIONAL PETROLEUM 
NEWS, to insure that all the prepara- 
tions have not gone for naught, that 
they will be carried out when the cam- 
paign hits full stride in November. 


These sales experts say it is now up 
to OIL MARKETING MANAGEMENT 
to see that the campaign is a success. 
That MANAGEMENT consists of 

Every oil marketer 

Every oil marketer’s manager 

Every oil company manager 

Every oil company commission agent 

EVERY MAN WHO HAS THE RE- 

SPONSIBILITY of MOTIVATING 
the business, of seeing that man- 
agement plants work. 

Here is what these sales experts say 
each of these MOTIVATING FORCES, 
these directors of sales effort, should 
do right now 


IN GENERAL— 


I—Watch the weather reports as 
far ahead as possible, to see if colder 
weather or storms are coming which 
might be used in his sales talk. 

2—Arrange to notify all super- 
visors and advise all stations as soon 
as possible when a storm or cold 
snap is announced, so they can sell 
anti-freeze and oil changes to cus- 
tomers. 

3—Set the dates in November 
when his Change-Over campaign is 
to be brought to a head. Many com- 
panies do not publicly announce any 
set date for their campaign; but they 
do try to pick just the “right” time 
in November to put a special drive 
into their Change-Over sales cam- 
paign, to bring in customers who 
have turned down earlier sales ap- 
peals. 

4—Arrange the marketer’s and 
manager’s own working schedule so 
that he can give as much of his own 





time as possible to personal super- 
vision of his company’s Change-Over 
sales drive. This market is created 
by sales direction and sales effort 
and it is largely up to the marketer, 
or the oil company marketing ex- 
ecutive, to supply the driving force. 


AT HIS OFFICE 


1—Check stocks of winter lubri- 
cants and automotive merchandise 
and make sure that necessary sup- 
plies have been distributed to the 
stations and that ample supplies are 
still on hand in his own warehouse. 


2—Check his direct mail system, 
to see that all his prospects have had 
a sales message on his Change-Over 
campaign and to arrange for follow- 
ups by telephone or letter where 
there has been no response. 


3—Check his advertising plans 
and make sure that a warning mes- 
sage to motorists by radio or in 
newspaper copy can be gotten out 
in advance of a storm or cold snap. 


4—See that banners and advertis- 
ing supplies and sales promotion bul- 
letins have gone out on schedule. 

5—Check over the daily working 
schedule of his salesmen, to make 
sure they will be available for help- 
ing in the Change-Over campaign. 


6—Check the stations’ quotas, to 
see that they are properly arranged 
and based on the latest sales figures 
the marketer has available. 

7—If a sales contest is being held, 
review the plans to see that all pre- 
liminary arrangements have been 
made and that the men at the sta- 
tions are familiar with the rules. 
' 8—Check to see that extra help is 
available for his own stations, if 
needed, due to extra work or illness 
in the regular staff. 


AT EACH STATION 


I—Inspect the rest room and toilets 
for sanitation and cleanliness. See 
that the station men understand the 
importance of keeping the rest room 
clean at all times during the Change- 
Over campaign. 

2—Inspect the station exterior, 
drives and grounds for general clean- 
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For tractors, too 


Based upon specifications and advice from 
tractor engineers and sales representatives, 


there is a uniform movement to recommend 
the use of higher octane motor fuels, due to 


the favorable reception being given higher 
compression motors for driving tractors 


—W T ZIEGENHAIN in Oil and Gas Journal 


Dubbscracking is the way to 
make high octane gasoline—from 
any charging stock—and at low- 
est cost—royalty and all 


And now the tractors want it, 
too 


Universal Oil Products Co /A@a A Dubbs Cracking Process 





Chicago, Illinois (A 2 Owner and Licensor 


NOVEMBER 1, 1939 
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liness and good housekeeping and to 
see that the drives are free of un- 


necessary cars. 

3—If the Change-Over campaign 
has started, check to see that the 
banners are up and that none are dis- 
figured or torn and should be re- 
placed. See that other advertising 
signs are in the proper place. 

4—Check to see that the station 
displays are fresh and attractive and 
in keeping with the Change-Over 
campaign. 

5—Inspect the lubritorium for 
cleanliness and to see whether it has 
the full complement of tools and that 
stocks and tools are in place. 

6—Check particularly the pressure 
guns, lift and hand guns, to make 
sure they are in working order and 
that spare parts are available for the 
pressure guns. 

7—Check the air compressor, 
which will have to carry an extra 
load during the Change-Over cam- 
paign; make sure it is properly oiled 
and the water has been drained from 
the air chamber and that the relief 
valve is working. 

8—Make sure that winter lubricat- 
ing stocks in all the 


necessary 
grades are in place. 
9—Check stocks of automotive 


supplies on hand, to make sure that 
those that are to be pushed as part 
of the Change-Over campaign are 
on hand and others are out of. the 
way. 

10—Make sure ample rest room 
supplies are on hand, soap, towels 
and paper. 

1i—Check the station personnel, 
to make sure that the full force will 
be on duty as scheduled. 

12—Check to see that clean uni- 
forms will be on hand during the 
Change-Over campaign. 

13—Make sure arrangements have 
been made by the dealer or station 
lessee for extra help at the station, 
if needed, during the height of the 
Change-Over campaign. 

14—MOST IMPORTANT OF ALL 

Gauge the enthusiasm of your 
own salesmen, your own stations 
and lessee and dealer station crews 
TODAY for the Change-Over cam- 
paign, bearing in mind that the 
work of selling the men themselves 
and preparing them for the cam- 
paign was done some time ago. If 
necessary, arrange special meetings 
where the men can be brought late 
in the evening, to tell them of the 
profit possibilities for themselves in 
a successful Change-Over campaign. 
The slogan for every man _ jack 
should be: 


“Sell a Winter Change- 
Over to EVERY customer 


that comes on the station 
lot" 


Sell Quality Oils 
At Premium Prices 
For Better Profits 


Says the Aggressive 
Oil Sales Manager 


Don’t just sell any oil or grease 
for the Winter Change-Over, sell 
QUALITY at a QUALITY PRICE. 


If a station operator has got his 
SALES EFFORT up to the point 
where he actually SELLS a mo- 
torist a COMPLETE Change-Over, 
then that station operator can add 
a bit more steam and SELL the 
motorist Quality at a Quality 
Price. 

Sell Premium Quality as they 
are none too good for the de- 
mands of cold weather driving, 
and for the few extra cents the 
customer will get many MORE 
MILES OF SATISFACTION. 


Selling quality products in Change- 
Over servicing adds to the profit of 
the oil company and the station but 
increases the cost to the customer by 
only a relatively small proportion of 
his bill where any amount of servicing 
is involved. 

The customer gains through the 
knowledge he is using the best lubri- 
cants for the protection of his car at 
an almost infinitesimal cost compared 
with the automotive investment they 
protect. 

The cost to the motorist of the bare 
necessities in winter conditioning, 
flushing the crankcase and changing 
the oil, flushing the differential and 
transmission and changing the lubri- 
cant and greasing the car would figure 
to $5.30 if premium oil and gear lubri- 
cant were used. This would include a 
35-cent moter oil and gear lubricant 
selling for 35 cents a pint. Some sta- 
tions sell the new type gear lubricants 
for 40 cents a pint. The chassis lubri- 
cation job would bring $1. 

If a 20-cent motor oil were used and 
a 20-cent gear lubricant—and both oil 
and gear lubricant are sometimes sold 
for less than this—and a 75-cent grease 
job were bcught, the motorist would 
pay $3.55 for the Change-Over service. 
As additional items calling for service 
were included in the winter condition- 
ing, the difference in the prices of the 
lubricants would be _ relatively less 
compared to the cost of the whole job. 

On a premium motor oil used in the 
Change-Over servicing, the _ station 
would make a gross profit of about 17 
cents a quart, taking average figures, 
or a total of 85 cents on five quarts. 
On the 20-cent oil the station would 





make about 13 cents a quart, or a to- 
tal of 65 cents. 


If the 35-cent gear lubricant were 
used, the gross prefit to the station 
would be about 18 or 19 cents a pint, 
figured on the cost of the new types of 
gear lubricants in drums to stations in 
the vicinity of Chicago, a gross profit 
of 90 cents. On a gear lubricant sell- 
ing to the motorist at 20 cents, the sta- 
tion might make 14 cents a pint, a 
gross profit of 70 cents. 

On anti-freeze the additional gross 
profit to the station in selling the per- 
manent type is 50 cents a gallon, as 
compared with the alcohol compounds. 
The permanent type sells for $2.65 a 
gallon and has a gross profit for the 
dealer of 90 cents, while the alcohol 
compounds sell for 90 cents to $1 and 
have a profit for the dealer of 40 cents. 

On tires, batteries and some cther 
automotive items, the margin to the 
station is a relatively larger propor- 
tion of the retail price where quality 
products are sold than on the low 
priced merchandise, which makes the 
gross profit to the station go up rap- 
idly with the quality item. On the 
lower price lines also, competition 
often cuts the station’s margin below 
the recognized margin. On some lines 
of tires, for example, competition cuts 
the staticn’s margin to $1, about 15 
per cent of the retail price, while on a 
quality tire selling for $18, the station 
may make 40 per cent if it receives the 
full discount. 


Oil companies which are progressive 
merchandisers of automotive goods, 
teach their station men to sell on the 
service that they give with the pur- 
chase of the item. The tire or battery, 
cr windshield wiper is installed and 
serviced while in operation in the car; 
while the same item purchased at the 
cut price automotive supply house has 
to be installed by the owner or he has 
to pay some garage for the installa- 
tion 


Clean Rest Rooms 
Are Necessary 


Clean and sanitary rest rooms and 
toilets play an important part in oil 
companies’ Winter Change-Over cam- 
paigns for two reasons, oil marketers 
State. 


The first is that regular customers 
of the station, while their cars are 
being winter conditioned, may have 
about their only need during the en- 
tire year to use the station’s rest 
rooms and their impression of the good 
housekeeping at the station may be 
founded on the condition in which they 
find the rest room on this one visit. 


Cne oil company says it particularly 
values compliments from its patrons 
on its rest rooms during the Change- 
Over campaigns, because it knows the 
station men are hard pressed to find 
the time to give these facilities the 
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extra attention needed and, if the rest 
rooms are clean at this time, they are 
likely to be that way during other 
months. This company sends bulletins 
to its station managers and lessees 
pointing out the need for clean rest 
rooms during the Change-Over selling. 

The second reason for sanitary toi- 
lets this year is the fact that the pub- 
lic is being more frequently directed 
by public health authorities to avoid 
unsanitary toilets, and oil companies 
the past year or so have stressed the 
clean rest rooms and toilets at their 
stations. A patron is more discrim- 
inating as regards station rest rooms 
now than ever in the past. 


Extra Profits 
In PLUS Sales 
In Change-Over 


Many are the profit possibilities for 
the oil marketing company and its sta- 
tions from Winter Change-Over serv- 
icing, aside from selling the motorist 
the bare necessities to safeguard his 
car in winter driving. 

Also, the margin for profit on many 
of the items that could be included 
with good salesmanship in a complete 
Change-Over is relatively greater than 
on the necessity items, and servicing 
and installation charges add to the sta- 
tion’s profits. 

The market for the necessities of 
Winter Change-Over has been esti- 
mated at $4.30 average for each car. 
This. includes five quarts of 25-cent 
motor oil, $1.25; two gallons of flush- 
ing oil, for the crankcase and the trans- 
mission and differential, 80 cents; five 
pints of 25-cent gear oil, $1.25; a chas- 
sis lubrication at $1. The gross profit 
for the station on these sales would 
be $2.30. 

Next to this minimum winter con- 
ditioning servicing, in importance to 
the motorist, is cleaning and flushing 
the radiator, checking for swollen hose 
connections and replacing them, re- 
placing the fan belt if it is worn and 
slipping, and selling anti-freeze to pro- 
tect the radiator from freezing. 

Cleaning and flushing brings 75 cents 
average service charge at the station, 
of which 30 cents is profit. The sale 
of one gallon of an alcohol anti-freeze 
compound at 90 cents to $1, means 40 
cents profit to the station and from 
the sale of one gallon of permanent 
anti-freeze at $2.65, the profit is 90 
cents. 

This complete radiator service means 
an additional profit to the station of 
70 cents or $1.20, depending on what 
type of anti-freeze is sold. If a section 
of hose were replaced, or a new fan 
belt put on, this profit for the station 
would be added to by from 25 to 50 
cents. Taking the minimum estimates 
in the above two cases, the gross prof- 
it to the station would be increased by 
95 cents on top of the $2.30 profit from 
the servicing with winter lubricants 
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discussed above, a total gross profit 
of $3.25. 


Battery sales can be made an im- 
portant part of the Change-Over pro- 
gram, if this equipment is checked 
when the car is on the lift for other 
servicing. One battery manufacturer’s 
survey showed that only seven per 
cent of sales to replace weak batteries 
were made as a result of the service 
nan calling the car owner’s attention 
to the condition of his battery. Leav- 
ing the door wide open for sales by 
the alert station man who inspects the 
battery as part of Change-Over serv- 
icing. 

Battery manufacturers estimate that 
at least one out of every three cars 
in the station’s neighborhood is a pros- 
pect for a new battery this fall. Where 
a battery sale is made as part of the 
Change-Over program, it means an 
average of $3 gross profit to the sta- 
tion, and an additional 20 cents profit, 
if one battery cable is sold with each 
battery. The total gross profit to the 
station, where the battery and cable 
sale is included with the Change-Over 
thus becomes $6.45. 

One car out of six on the road is 
estimated a prospect for a car heater 


this winter. What more logical time 
for the sale than when that car is 
being made ready generally for safety 
and comfort in winter driving. At an 
average price of $15, including instal- 
lation, the gross profit to the station 
can be taken as $5, making a possible 
$11.45 gross for the station from the 
Change-Over sales. 

Some alert station salesmen will 
seize the opportunity while the cus- 
tomer’s car is 9n the lift for Change- 
Over servicing, to sell a replacement 
tire, thus adding at least $2.50 to the 
station’s gross profit, and making the 
total possible gross profit $13.95. 

Some alert station salesmen will be 
coached by oil marketers, in this 
Change-Over campaign to watch for 
sales opportunities for spark plugs, 
lamp bulbs, wiper blades (including 
the chemically treated ones for sleet 
storms) and oil filters, among other 
items. Gross profits on sales of only 
some of these items could easily add 
another 50 cents to the station’s gross 
margin, bringing the total profit pos- 
sibility for Change-Over for one car 
tc $14.45, without by any means ex- 
hausting the sales possibilities in con- 
nection with the Change-Over cam- 
paign. 


Auto Engineers Advocate 


Frequent Winter Changes 


Automobile engineers seem to be 
getting more fearful of the ill effects 
of Winter Driving. For their 1940 cars 
they are recommending in some cases 
more frequent oil changes than in 
the more recent years. All engineers 
are cautioning to change frequently fer 
“severe driving” or when car is driven 
under ‘adverse driving conditions.” 

Here is what the User’s Guide for 
the Pontiac Cars of General Motors 
line says of Winter Driving for their 
1941) mode's: 

“Short runs in cold weather, such 
as city driving, do not permit thor- 
ough warming up of the engine 
and water may accumulate in crank- 
case from condensation of moisture 
produced by burning of fuel. Wa- 
ter. in the crankcase, may freeze 
and interfere with proper oil cir- 
culation. It also promotes rusting 
and may cause clogging of oil 
screens and passages. Under normal 
driving conditions this water is re- 
moved by crankcase ventilator but 
if water accumulates it should be 
removed by draining crankcase as 
frequently as may be required. 

“During winter months light’ or 
low viscosity oils are required to 
obtain easy starting. Therefore, at 
the beginning of winter season the 
crankcase should be drained and re- 
filled with oil of proper viscosity 
for winter use. On continuous hard 
driving, these light oils may thicken 
and cause starting trouble. More 
frequent oil changes may therefore 
be required during winter months. 


A drainage period of 2000 miles 
maximum for cars subjected to 
high-speed driving conditions may 
be desirable and under very severe 
conditions more frequent draining 
may be required to prevent starting 
troubles due to thickened oil. 

‘It is always advisable to drain 
crankease after engine has reached 
normal operating temperature. The 
henefit of draining is, to a large ex- 
tent, lost if the crankcase is drained 
when the engine is cold as some of 
the suspended foreign matter will 
cling to the sides of oil pan and will 
not drain out readily with slower 
moving oil.” 

Although Nash _ recommends 
change of crankcase oil at 2000 
miles under average driving con- 
ditions, it tells owners: “If car is 
operated in low temperatures, with 
frequent stops and starts, it is ad- 
visable to change oil every 1000 
miles. 

It is indicative of the need for 
more frequent crankcase changes 
under adverse driving conditions 
for which there is no definite yard- 
stick—that some oil marketers 
are using mechanical or color com- 
parisons for showing the presence 
of water, lead, abrasive materials, 
dust, gasoline dilution or other im- 
purities in the motor oil. It appears 
evident that today’s driving is often 
more “adverse” than many car 
owners believe and anv practical 
test which would show this should 
boost the sale of motor oils. 
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Check-List of Station Stocks for Complete 
Winter Change-Over Selling 


Below are the various grades of lubricants and ac- 
cessory items which every station participating in full 
in this year’s Winter Change-Over campaign should 
have on hand. 


These items should be in each station in sufficient 
quantities to take care of at least ten days’ sales. Re- 
serve stocks should be on hand in the bulk station ware- 
house, or at some convenient point, so there will be no 
delay in serving customers through stocks at the sta- 
tion running low. 


MOTOR OILS 0 


SAE No. 10W, in the premium and other lines the station 
carries. 
SAE No. 20W, in the premium and all other lines. 


OTHER LUBRICANTS 


Winter gear lubricant. 

Winter hypoid gear lubricant. 

Chassis lubricant. 

Water pump lubricant. 

Steering gear lubricant. 

Wheel bearing lubricant. 

Spring lubricant. 

Some stations also carry a rubber shackle lubricant, cup 
grease and graphite. 


SS ee o 


13-plate 

15-plate 

17-plate 

Some stations carry the higher priced 17 and 19-plate bat- 
teries for the larger cars. The three listed take care of 
the needs of 85 to 90 per cent of cars coming into the 
station. 


BATTERY CABLES oO 


Twelve to 15 sizes of cables are carried by most stations, 
a stock of 18 cables allowing two to be carried in the 
following popular sizes in inches: 7.25, 10.75, 13.75, 22.25, 
and 26.50. 


TIRES AND TUBES Oo 


Four-ply casings in sizes: 550-16, 525-17, 550-17, 600-16, 
650-16. 

The last three sizes will cover 80 per cent of the market, 
and of a stock of 14 or 15 casings many stations carry. 
six would be of the 600-16 size. 

Lower price tires for older cars are carried in these sizes: 
four of the 600-16 size; two of 450-21; three of 500-19 and 
two of 550-17. 

Corresponding stocks of inner tubes. 


SPARK PLUGS Oo 


Six sizes will cover the needs of 90 per cent of cars on 
the road, the sizes vary in number with the individual 
manufacturer. 


FAN BELTS 0 


Ten sizes will cover 85 per cent of the cars. Sizes are 
listed differently by different manufacturers. 


RADIATOR HOSE Oj 


Four sizes, ranging from 1.25 to 2 inches in diameter will 
take care of 90 per cent of cars. Some of the late model 
cars call for a moulded radiator hose of hard rubber, 
for which there is as yet little demand but will be in 
later years. 

LAMP BULBS ‘= 


J 


Eight sizes will take care of the needs of headlights, tail- 
lights, dash lights. No demand at service stations for 
the new sealed beam headlights is anticipated for sev- 
eral months. 


WIPER BLADES AND ARMS ‘a 
Two sizes of blades and arms give coverage of most makes 
of cars. 


CHEMICALLY TREATED WIPER BLADES (4 


One type serves all needs, they sell for from 35 to 60 cents 
put on the wiper arm in place of the regular rubber- 
edged blade. 


RADIATOR CLEANING COMPOUND AND SOLDER oO 


These are put in the car by the station man, the service 
charge including the cost of the material. 


ANTI-FREEZE 0 


Ethylene-glycol permanent anti-freeze. 
Alcohol anti-freeze compounds which have to be replen- 
ished. 


OIL FILTERS Oo 


| 


Two sizes will meet the needs of most cars, some manu- 
facturers have three or four sizes. More important for the 
motorist’s protection to sell in the winter than in the 
summer. 


CAR HEATERS oO 


a | 


Three types are carried by some stations; a quality brand, 
a price brand and a special heater designed for Fords. 
They will range in price from $10 to $17, with an addi- 
tional installation charge of from $2 to $5, depending 
on whether a defroster and thermostat is included and 
the amount of work required for the installation. 


RADIOS O 


A wide range is open to the station both in price and 
models. Average price is said to be around $20, with 
aerial extra and also plus an installation charge rang- 
ing from $3 to $3.50. 


FOG LAMPS O 


One size only need be carried, the price varying with the 
make, from around $4 upwards. 


SIDE VIEW MIRRORS ‘2 
One size only, selling for around $1.70. 


GRILL GUARDS 0 


One size will give good coverage among all makes and 
models of cars, the price ranging around $5, with the 
installation included. 


AUTO POLISH. WAX. POLISHING CLOTHS O 


A small number of each of the three items should be kept 
in stock, each selling at 25 cents at many stations. 


NATIONAL PETROLEUM NEWS 


ws 


Oil Industry Drives for $210,000,000 Winter Change-Over Market 





FACT Stories 


Of Profit Selling to this $210,000,000 Market 


Marketers Give Actual Sales-Ideas 
They Have Used in Selling 
Winter-Change-Over 


Independent oil marketers, in past years, have in- 
a creased their business through their Winter Change- 


Over campaigns an average of 28 per cent, they tell 
NATIONAL PETROLEUM NEWS. 


This figure is based on reports of sales for the first 
month after their Change-Over campaigns started, re- 
ceived from representative marketers in many parts of 
the country where early cold winters make some 
Change-Over servicing on cars necessary. 


These marketers, who have successfully carried on 
winter conditioning programs for several years, con- 
tributed their experiences to aid NATIONAL PETROLE- 
UM NEWS in its campaign to make this fall and Win- 
ter’s Change-Over business of marketing companies the 
largest in history. 


They said that much larger increases in business than 
they reported for past years, were possible, if the cam- 


paigns are vigorously pushed by more oil marketing 
companies and the public’s consciousness is thus fur- 
ther awakened to the need for conditioning its cars for 
cold weather driving. 


These marketers’ reports showed that increased 
business from the Change-Over campaigns comes from 
several sources, in addition to the sales of crankcase 
oil and transmission and differential lubricants, which 
are the petroleum necessities of the campaigns. Busi- 
ness gains come also from the sale of lubrication jobs, 
batteries, tires, anti-freeze and automobile accessories. 


Here are the averages of business increased on 
various items, as reported to NPN by these oil mar- 
keters, for the first month after their Change-Over cam- 
paigns started: 


Per cent 

Item Increase 
Gasoline 6.0 
Motor oil 25.5 
Grease jobs 31.5 
Battery sales 21.1 
Tire sales 21.0 
Anti-freeze 65.0 
Other accessories 25.6 
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MOTORISTS WARNED 
ABOUT COLD SNAPS 


Wisconsin's quick cold 
snaps are warned against by 
a marketer in that state who 
starts his direct-mail Winter 
Change-Over campaign so 
early that customers ask him 
why the hurry. 

“Before your cars are frozen 
and possibly broken by a 
quick cold snap,” W. A. Por- 
ter, Jr., Porter Oil Co., Spoon- 
er, Wis., tells them. “It is much 
easier and more economical 
to start early.” 

This marketer, because it 
aims to start earlier than its 
competitors, cautiously pushes 
only such winter protection 
items as do not “boil off,” Mr. 
Porter says, “should a warm 
day come along.” 


FLAT PRICE 
FOR CHANGE-OVER 
BEST SALES GETTER 


Several marketers take a 
tip from our transportation 
and travel agencies who 
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have amply demonstrated the 
appeal and success of one all- 
inclusive rate, and quote a 
flat price for their complete 
Winter Change-Over service 
and products. 


G. L. Savory. Savory Oil 
Co., Binghamton, N. Y. de- 
clares this his most effective 
single sales idea. He adver- 
tises a flat price and in ad- 
dition, calls attention, in large 
type, to the amount the cus- 
tomer saves in cash when he 
buys the complete Change- 
Over. 

Likewise, M. H. Williams, 
owner, Williams Oil Co., Inc., 
Whiteland, Ind., says: 

“We sell the complete 
Change-Over by cash or on 
payment plan, as we operate 
budget departments in our 
stations. We get our card 
file, place all cards in the 
prospect file for Change-Over, 
and solicit them until we get 
them all, We check spark 
plugs, batteries and all nec- 
essary fall and winter items, 
in addition to the Change- 
Over. and make a _ special 


price not to exceed five per 
cent discount off the total 
price.” 


LUBE JOBS UP 20 TO 35% 
BY NEVER RELAXING 


Increases of 35 per cent for 
one marketer and 20 per cent 
for another in Winter Change- 
Over lube oil and grease jobs 
were reported by two mar- 
keters who never relax, they 
tell NATIONAL PETROLEUM 
NEWS, until every car in their 
neighborhood has been prom- 
ised for a Change-Over, either 
to themselves or to some one 
else — the point being that 
they consider every car a 
“must” for this service. 

One is the Williams Oil Co., 
Inc., Whiteland, Ind. M. H. 
Williams, owner, says: “Our 
first school for dealers starts 
Sept. 15. We explain to them 
how to sell the complete 
Change-Over. Our campaign 
lasts until we solicit every 
car in our neighborhood and 
find out if his car has been 
serviced. 


The other is Paramount-Pin- 
gree Oil Co., Salt Lake City. 
A. H. Ehler. president. writes: 
“In each service station we 
have set up a prospect and 
customer file. which we call 
our ‘Profit Booster. We have 
our service station men con- 
tact every automobile owner 
within three or four blocks of 
his station.” 


SENSE OF TOUCH USED 
AS SELLING FORCE 


Department store merchants, 
who risk spoilage of fragile 
goods where countless hands 
may touch or handle them, 
know that to feel or handle a 
product is to experience and 
desire possession. 

Several marketers appeal 
through this sense of touch 
to sell motor oil. On the pump 
island two of them place an 
ordinary egg beater and two 
jars of oil, one of summer 
and one of winter transmis- 
sion. The customer is _ per- 
mitted or asked to turn the 
beater himself to observe “the 
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extra labor involved in colder 
weather,” says L. J. Homant, 
Homant Bros. Oil Co., Alpena, 
Mich., who uses this means of 
selling. The other marketer 
using this method is Williams 
Oil Co., Inc., Whiteland, Ind. 
Still another, Porter Oil Co., 
Spooner, Wis., displays two 
bottles of motor oil “where 
customers may handle them,” 
W. A. Porter. Jr. says, “and 
readily see that a cold pour 
test oil is beneficial to their 
motors.” 


CUSTOMERS RESPOND 
TO GASOLINE SLOGAN 


What it describes as a 
“honey” of a slogan was fur- 
nished Tyler Tire & Service 
Co., South Bend, Ind. last 
year by its gasoline supplier. 


Gasoline banners’ carried 
this message: “It Starts Just 
Like That.” Customers quick- 
ly responded to the actior in 
the slogan and “were snap- 


ping their fingers,” H. E. 
Woodard, company member 
says, to indicate “like our 


gasoline starts.” 


Tyler's most profitable pul- 
ler, however, was the story 
on the grease it handled. 
High point of it was that the 
grease did not emulsify in 
water, “thus preventing frozen 
shackles and worn parts.” 


AUTO HEATERS 
LEAD WINTER PUSH, 
JOBBERS REPORT 


Among the automotive 
equipment and_ accessories 
handled by jobbers during 


their winter Change-Over cam- 
paigns, heaters are 
pushed by 60 per cent, bat- 
teries by 40 per cent, and tires 
by 35 per cent of those who 
reported to NPN. Other items 
sold aggressively during the 


winter are: anti-freeze, head- 
light bulbs, cables, defrosters, 
fans, heater and_ radiator 
hose, other heater aids, radia 
tor cleaner, cement and radia- 
tor covers, oil filters, mufflers, 
snow and mud tires, stop 


auto 


leaks, skid chains, spark 
plugs, tail pipes, thermostats, 
valve caps, wiper blades, 


waxes and polishes. 


Good sales promotion help 
from tire, battery and ac- 
cessory suppliers was report- 
ed received by 45 per cent of 
the jobbers, Fifteen per cent 
reported receiving “some”, 15 
per cent made no report and 
15 per cent did not handle. 
Seven per cent reported re- 
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ceiving “little” help, another 
7 per cent “nothing of value.” 

New equipment to take care 
of winter Cnange-Over busi- 
ness will be bought or has al- 
ready been bought by 45 per 
cent of the jobbers reporting. 
Twenty per cent made no re- 
port and 35 per cent said they 
were not buying. 

One jobber is buying new 
grease equipment, new light- 
ing fixtures, a new jack for 
installing skid chains for use 
when the lift is full, anti-freeze 
testers and dispensers, an- 
other is buying new grease 
guns, another “some replace- 
ment” equipment. One com- 
pany. which has been mod- 
ernizing recently, reports pur- 
chasing several pneumatic 
jacks the past two years, to 
assure better and more cor- 
rect lubrication and flushers 
for all service stations and 
movable tire racks, so that 
tires and batteries can be 
prominently displayed. An- 
other company is purchasing 
heating unit to warm up 
grease in differentials and 
transmissions. 


DEALER-CONSUMER 
CAMPAIGNS SIMILAR 


The same type of campaign 
for dealers is used by the ma- 
jority of jobbers as for their 
own stations, NATIONAL PE- 
TROLEUM NEWS survey re- 


veals. 


Homant Bros. furnish dealers 
with quota cards based on 
their gallonage and its tank 
wagon salesmen watch to see 
that the quota cards are kept 
up. It offers prizes to deal- 
ers making quotas. 


Williams Oil sends its deal- 
ers a weekly letter, giving 
fresh ideas for selling Change- 
Overs. Frank E. Davis, Frank 
E. Davis Oil Co., Hendrick, 
Iowa, says: ‘I work on deal- 
ers the same as though they 
were customers. and expect 
them to hand it on to their 
customers.” 


CHANGE-OVER 
CAMPAIGNS 
CHECKED UP BY BOSS 


The part played by the in- 
dividual oil marketer in pro- 
moting the winter Change- 
Over campaign, in the major- 
ity of cases, is to personally 
check up to see that the cam- 
paign gets under way as 
scheduled, and that it pene- 
trates to every customer and 
prospect, including dealers. 


A. H. Ehler, Paramount-Pin- 
gree Oil Co., is one who per- 


sonally sees to it that every MICHIGAN 


prospect and customer in his 
‘Profit Booster’ box is checked 
upon. 

C. Gordon. Jamestown Oil 
Co., Jamestown, Ohio, sends 
cards by mail and checks the 
results. If these results are 
not satisfactory, he follows 
them up by personal calls. 


M. H. Williams, Williams O°! 
Co., Inc., too, checks his file 
cards and sees that whatever 
must be done, is done. G. L. 
Savory, Savory Oil Co., checks 
every dealer to see that he 
has the right products at the 
start, while L. J. Homant, 


Homant Bros. Oil Co., sets a 
quota for the entire station, 
rather than one for each man, 
thus getting everybody pull- 
ing together, he says. He 
keeps a daily record of win- 
ter item sales and sets his 
quota from this. 


THEY PICK ON HEATERS 


Heaterless cars are the par- 
ticular “prey” of Tyler Tire 
& Service Co., South Bend, 
Ind., during the Winter 
Change-Over campaign. 

The company aims to make 
its station winter headquar- 
ters, keeps its driveways 
clean and cleared of snow, 
and watches its. stock of 
wiper blades, heaters and 
heater aids, as well as other 
winter items. 


HOW TO SELL BY 
WAITING HIS SALES 
PSYCHOLOGY 


The psychology of waiting 
until the customer is in the 
right mood for a sale is sound 
and profitable, in the experi- 


ence of Mundhenke Oil Co., 
Aberdeen, S. D. The com- 
pany says: 

“When a customer seems 
in the right mood, we ‘pop’ 
it at him as to how his car 
should be Winterized, and the 
first thing. we have a sale, or 
a promise that he will buy 
from us when his’ check 
comes the first of the mortth.” 


A “good producer” for the 
company is its local radio 
broadcasts, which tie in with 
its direct-mail campaign on 
Winter Change-Over. The 
campaign is followed up ev- 
ery 10 days. This the com- 
pany finds its most effective 
sales idea. It also depends 
on dealer meetings to talk 
matters over, holding them 
every six weeks, and bene- 
ficial suggestions develop fre- 

quently, it reports. 
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MARKETER’S 
MYSTERY MOVED 
MOST MOTORISTS 


“Mystery” advertising, be- 
cause it arouses human curi- 
osity, always pulls well. It 
did for Homant Bros. Oil Co., 
Alpena, Mich., which reports 
that this type of advertising. 
in connection with its direct 
mail campaign. brought in 
the most number of people 
to its stations last year. 


Three penny post- cards 
were mailed in one-week in- 
tervals in the Winter Change- 
Over campaign. Stations were 
decorated with banners bear- 
ing the _ cryptic message: 
“CYMO?” Naturally, ev- 
erybody asked what it meant. 
This was a “natural” for the 
station salesmen who replied: 
“Change Your Motor Oil.” 
and went on from there. Win- 
dows had displays of five- 
quart cans of motor oil. 


DIRECT MAIL, 
PERSONAL SELLING 
BEST SALES METHODS 


Direct mail and personal 
solicitation were the two types 
of selling Winter Change- 
Overs and accessories found 
most effective last year by 
jobbers and marketers, they 
report to NPN. 


Williams Oil Co. finds per- 
sonal selling the most helpful 
means of putting across its 
campaign, and uses also dis- 
play signs and sends per- 
sonal letters to customers, fol- 
lowed up by post-card re- 
minders every 30 or 40 days. 


Porter Oil's best puller was 
the post-card urging “Winter- 
izing” which its supplier fur- 
nished in a series of three 
mailings. Local newspaper 
advertising, banners and dis- 
plavs of anti-freeze and other 
winter items were also fur- 
nished. 

The best seller for regular 
customers of Jamestown Oil 
Co., the company says, is the 
confidence these customers 
place in the company after 
10 years of business dealings. 
Banners get them in and 
sales talks do the rest. 


Personal contacts and per- 
sonalized selling are the most 
effective means of selling for 
the Frank E. Davis Oil Co. It 
suggests winter products to 
fit the individual car, rather 
than trying to do a general 
selling job. Local newspaper 
advertising, supplemented by 
national advertising. were 
furnished by the supplier. 


Advertising material, such 
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“Complete Winter 


Protection” 
-A Key to Profit 


Cities Service is featuring this timely “Key to Profit” in 

full page ads in the Saturday Evening Post and Life, and 

in local newspaper campaigns .. . and 16,000 Cities Service 
dealers are cashing in. 





Here’s what we mean by complete 
winter protection—the Cities Service 
way—Every item a profit builder. 


1. Winter-grade CITIES SERVICE or KOOLMOTOR Motor Oil. Fou ent coy TAGE, Cemvice Radio Concert 


to dealers the Cities Service Radio Concert— 


: . ° ith Lucille Manners, Ross Graham, Frank 
We drain, flush and refill the crankcase with your choice of Bi ae aha Giaaew ane 


Black and the Cities Service Orchestra and 


: Singers—is presented every Friday evening 
these HEAT-PROVED motor oils. at 8 P.M., E.S.T. over the NBC Red Network. 
During the Fall, sports authority Grantland 


° ° ° P ° : Rice joins the Hour of Stars. 
2. Complete chassis lubrication. Every important point is bella 


protected by tough, tenacious Trojan Lubricants—assuring another Timely ‘“‘Key to Profit’ — The 
‘ a Be Grantland Rice-Cities Service Football Guide, 
quiet, comfortable, smooth riding. 


a free offer that pulls hundreds of thousands 
of motorists in to Cities Service stations and 


3. Fresh transmission and differential lubricants. We prepare =" 'P* Poon autumn Business, 
these parts to function smoothly in the coldest weather 
with Winter-grade Trojan Lubricants. 


4. The proper quantity of Koldpruf Anti-Freeze. This in- 
cludes our complete drain and flush radiator service. 


5. A complete SAFETY CHECK of your car. We check and 
service your tires, your battery .. . every part of your car to 
help you make ‘‘Winter driving a Winter sport.”’ 


It's A Complete Protection Service—A Profit-Maker And A Business Builder For Every 
Cities Service Dealer. Get in Touch with the Nearest Office Listed Below and join the 
ranks of those who have found the ‘‘Keys to Profit"’ Program a key to increased business. 


CITIES SERVICE 


CITIES SERVICE OIL COMPANY, Chicago ... New York ...Cedar Rapids... Boston... St. Paul. . 


Grand Forks . .. Kansas City. . _ Fort Worth... Tulsa... Milwaukee . . . Cleveland . . . Detroit. 


CITIES SERVICE OIL COMPANY, LIMITED, Toronto, Ontario. 


ARKANSAS FUEL OIL COMPANY, ge Little Rock .. . Jackson, Miss. . . 
Charlotte, N. C.... Nashville .. . Richmond . ; Miami, Fla. 





. Birmingham... Atlanta. . 
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as banners, mailing cards, 
signs, newspaper and mag- 
azine advertising, plus per- 


sonal selling assistance to 
each individual salesman, 
were the sales helps fur- 


nished by its supplier to the 
Peerless Oil Co., Freeport, ill. 
Dealer meetings and station 
displays proved the most ef- 
fective business getters, H. C. 
Shouer reports. 


Lloyd Motor Sales, Rockford, 
Ohio. was furnished posters 
and circulars, but personal 
contacts did the most selling, 
John W. Lloyd reports. 


Station dress-ups and signs 
proved best for The Bennett 
Oil Co., Springfield. Ohio. 
These signs, banners and 
window trim ideas are _ fur- 
nished by its supplier as well 
as direct mail, all backed by 
national advertising. 


John Rupp, Chillicothe, Mo., 
uses “all to good advantage” 
the mailing pieces, banners, 
fliers and news mats his sup- 
plier furnishes. Direct mail 
he says, was his best busi- 
ness getter. 


BEST SALES IDEAS 
COVER WIDE RANGE 


The sales contest and the 
flat price offer for a complete 
Change-Over have proven 
the most effective sales idea 
for Savory Oil. Direct mail 
has been found most effective 
by Mundhenke Oil, personal 
contacts by Lloyd Motor Sales 
and Davis Oil, demonstra- 
tions and driveway solicita- 
tion by Paramount-Pingree. 
while word-of-mouth advertis- 
ing of pleased customers is 
considered the best promotion 


by Jamestown Oil. Peerless 
Oil finds that nothing more 
complicated than “a few 


early severe cold days” bring 
the customers in, while Tyler 
Tire is of similar opinion; that 
no one sales idea nor help 
from a supplier did the trick, 
but that. “it is due to our 
knowing our story. having the 
best grease to back it up and 
a good man to service them.” 


CONVINCING, 
REHEARSED 
SALES TALKS SELL 


If the service station men 
are coached in their cues and 
lines, there is nothing like a 
good sales talk on the drive- 
way to put over a Winter 
Change-Over campaign, in 
the opinion of H. E. Wood- 
ard, Tyler Tire & Service Co., 
South Bend, Ind. 


“Our men are. coached,” 


Mr. Woodard explains, “when 
and where to begin winter 
solicitation. We find that their 
knowledge. properly passed 
on to the customer at the 
pump, is a sure winter pros- 
pect-getter.” 


THIS SPIRIT NEEDED 


The enlightened policy of 
maintaining the same prices 
at its own stations as at its 
dealer stations is employed 
by Mundhenke Oil Co., Aber- 
deen, S. D. “so as not to 
handicap them.” the company 
observes, “because, after all, 
they are our salesmen.” 


SELLS THROUGH 


As all advertisers know, 
there are two prime motivat- 
ing forces that sell. One of 
these is fear. Homant Bros. 
Oil Co., Alpena, Mich. plays 
on this emotion by urging 
customers to completely re- 
place heaters and _ radiator 
hose “before they cause 
trouble,” according to L. J. 
Homant. 


FEAR 


Another who employs this 
sales motive is Savory Oil 
Co., Binghamton, N. Y. This 
company’s dealers pass out 


handbills which depict a 
yawning motorist almost 
clutched in winter's icy fin- 


gers. On the handbills ap- 
pears this warning caption: 
“Don't Be Caught Napping! 


Prepare Your Car for Winter 
Driving!” 


STORES ANTI-FREEZE, 
SELLS FILL AT A TIME 


One effective way of insur- 
ing the return engagement of 
your customers is to offer to 
drain their anti-freeze solution 
in the spring, and store it for 
them until fall. Porter Oil Co., 
Spooner, Wis., does this and 
profits by it. 


One way of selling more 
anti-freeze is to point out the 
advantages of buying a fill at 
the beginning of a cold spell, 
rather than adding a little at 
a time, Homant Bros. Oil Co., 
Alpena, Mich. says. This com- 
pany begins its oil and grease 
Change-Over talks “after the 
first frosts.” L. J. Homant re- 
ports. 


MOTORISTS IMPRESSED 
BY DEMONSTRATIONS 


If one picture is worth 10,- 
000 words, as a famous news- 
paper editor insists. then one 
actual demonstration of equip- 


ment ought to be worth a lot 
of sales talk, in the opinion 
of A. H. Ehler, president of 
Paramount-Pingree Oil Co., 
Salt Lake City. Mr. Ehler’s 
company has bought some of 
the latest equipment for Win- 
ter Change-Over — servicing 
and he wants his customers 
to see it. He says: 
“Inasmuch as sales start to 
slow up about Sept. 1, we 
have our two salesmen spend 
one day at each of our 27 
stations, contacting all people 


on the driveway. showing 
them that our company has 
the latest equipment with 


which to flush all transmis- 
sions and differentials, partic- 
ularly hypoid gears. The 
salesmen stay right at the 
station and are prepared to 
demonstrate the flusher and, 
when a customer actually 
sees this in operation, he is 
bound to come back for a 
Change-Over before cold 
weather starts. 


“After our salesmen have 
demonstrated all day at the 
station, they have created 
sufficient enthusiasm for the 
lessee to continue the sales 
campaign. We train our 
lessees to thoroughly under- 
stand the story of correct lu- 
brication and the sale of the 
finest quality products at a 
fair price.” 


Calling attention to the 
Winter Change-Over ecam- 
paign are curb signs reading 
“Change to Winter Oil, Pre- 
pare Your Car for Winter 
Driving.” 


SERVICE BEST BET, SAYS 
MINNESOTA MARKETER 


Airplane rides, newspaper 
advertising, calendars and di- 
rect mail all help Albert Bit- 
tner’s service station business 
at Winona, Minn., but his serv- 
ice, he says, is the best bet. 


Literature furnished by his 
supplier at least helps “neu- 
tralize’” the other fellow’s, he 
says, because “they all do 
it” 

“Suppliers send us litera- 
ture galore, but all stations 
and dealers are doing ‘the 
same thing, so where do you 
think they can all enlarge 
their business to any extent? 
Service is the secret of hold- 
ing or increasing business.” 


On preparing his stations 
for winter Change-Over busi- 
ness, Mr. Bittner remarks: 


“Haven't gone to extrava- 
gance in this line. Only dis- 
play stock. Use of elaborate 
display of streamers, flags and 
signs only make the public 
think the oil business is cele- 
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brating another holiday. Even 
if some would get a few more 
Change-Overs, the expense 
would be more than our 
profit.” Mr. Bittner personally 
tells his customers about their 
individual needs and how 
they can be taken care of at 
his station, he says. 


FRESH BATTERIES 
ADVERTISED 


Specially good sales help 
is reported received from its 
battery supplier by Tyler Tire 
& Service Co. Tyler says that 
the supplier “has a swell ban- 
ner you hang’ up—stating 
that we have a fresh line of 
rental batteries, good new 
ones, and free tow-in service.” 


CONTEST BEST 
SALES STIMULANT 


The competitive spirit 
aroused by a sales contest 
makes this a perennially suc- 
cessful method of increasing 
sales, many marketers have 
found, 


One such contest conducted 
last year and again in Sep- 
tember and October of this 
year by Savory Oil Co., Bing- 
hamton, N. Y., for its dealers 
resulted in an increase of 
from 10 to 15 per cent in sales 
both years, G. L. Savory re- 
ports. Incidentally, this mar- 
keter helps the-dealer by giv- 
ing him specific ideas to work 
on at stated intervals, and 
uses a merit-point system of 
rating his efforts. 

“Every two weeks,” Mr. 
Savory says, “we get out a 
bulletin on standings in the 
contest, and make _ sugges- 
tions for certain services to 


work on for the next two 
weeks.” 
This contest specifies the 


number of merit points each 
dealer gets for making a cer- 
tain quota on gasoline, motor 
oil, grease, tires and tubes. 
Each merit point equals one 
cent. If a dealer earns 1000 
merit points, he selects a $10 
prize from a catalog listing 
800 prizes. 

The quota on the various 
products is, for every 1000 
gallons of gasoline purchased 
by the dealer, 50 merits; 10 
gallons of motor oil, 10 merits; 
100 pounds of grease, 10 mer- 
its; every $100 worth of tires 
and tubes, 100 merits. There 
are additional merits for mak- 
ing any one or more of these 
quotas. 

The contest has been the 
company’s most effective sin- 
gle sales idea for dealers, 
Mr. Savory states. 
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Change-Over Also Time 
To Push Battery Sales 


O, THE first real snappy 


morning, when John Q. Motorist uses 
the starter and the heavy oil in the 
crankcase brings a labored turning 
over of the engine, that is the battery’s 
warning to him to have his car Winter 
Conditioned. 


Thus the battery not only helps sell 
the oil companies’ Change-Over but, 
in servicing the car for winter is the 
most logical time to sell replacement 
batteries, both oil companies and bat- 
tery manufacturers say. They point out 
that about 70 per cent of battery re- 
placement sales are made in the fall 
and winter months and are emphatic 
about the importance to the oil mar- 
keting company of including batter- 
ies in the Winter Change-Over pro- 
gram. 


The additional strain on the battery 
in starting, in providing current for 
the heater, radio and other services 
and the fact that batteries operate 
at less than normal efficiencies at low 
temperatures are given aS reasons why 
the inspection of batteries should be 
included in the Change-Over servic- 
ing. Such inspections in many cases 
will provide the best possible sales ar- 
gument for a replacement battery, oil 
companies point out. 


One battery manufacturer says that, 
where a battery in good condition is 
100 per cent efficient when the tem- 
perature is at 80 above, it is only 42 
per cent efficient at zero. An oil com- 
pany stressing its winter conditioning 
program on the radio, says a battery 
operates at one-third of its efficiency 
in zero temperatures. A Texas oil com- 
pany tells its dealers that, in the cold 
weather experienced in its marketing 
territory, the battery is only 60 per 
cent efficient. 


Battery manufacturers, in addition 
to pointing to a larger proportionate 
Share of battery replacement sales 
through oil company stations by in- 
cluding the checking and servicing of 
batteries in the Winter Change-Over 
program, give another argument for 
bringing batteries into the Winter 
Change-Over program this fall. One 
manufacturer places the replacement 
market at one battery for every two 
cars that are on the road, another es- 
timates it at one battery to every three 
cars that come into the station. As 
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reasons they give the large sales of 
cars in 1937, which are now about due 
for new batteries, and the fact that 
driving has been abnormally heavy 
this summer. 


With the exception of 1929, more 
cars were sold in 1937 than in any 
other year, battery makers point out 
in stating why the 1939-1940 fall and 
winter season should provide a better 
than usual battery replacement mar- 
ket. The batteries as original equip- 
ment in these 1937 cars have passed 
their normal life span, with some hav- 
ing already gone through three win- 
ters, while the rest have gone through 
two seasons of unusual drain on bat- 
tery vitality. 


With over 25,000,000 passenger cars 
registered, the entire replacement mar- 
ket, as estimated by these battery 
manufacturers, is between 8,000,000 
and 12,500,000 batteries a year. With 
the average cost of a battery being 
about $10, the conservative estimate 
of this market is $80,000,000. 


In a survey conducted by one manu- 
facturer on the battery buying habits 
of motorists, it was shown that 67 
per cent of car owners purchased only 
after the battery went dead, while the 
balance purchased because the old bat- 
tery was weak. 


Emphasizing the importance which 
the inspection of the battery at the 
service station can be in bringing re- 
placement sales, is the fact brought 
out in the survey that, of the 33 per 
cent of sales which were made before 
the old battery went dead, only 6.9 
per cent were made because the need 
for an immediate replacement sale had 
been brought to the motorists’ atten- 
tion by a service man. Hard starting 
and other indications of weakness of 
the battery which came to the motor- 
ists’ attention, caused the sale in all 
other cases in this 33 per cent classi- 
fication. 

In the same survey it is brought 
out that 85.8 per cent of motorists 
who purchased because of weak bat- 
teries went to a dealer. Of these wide- 
open prospects for a battery sale only 
41.5 per cent, however, purchased im- 
mediately. Nearly 21 per cent had their 
battery tested before they purchased, 
while 17.1 per cent insisted upon at- 
tempted recharge before they  pur- 
chased new ones. The balance either 
shopped around, or had their batter- 
ies repaired before finally purchasing. 


These figures show, it is pointed out, 
the possibilities for replacement sales 
of batteries at oil company stations 
which are visited regularly by mo- 
torists. 


Figures in this survey on the num- 
ber of battery buyers who insisted on 
a test of their present equipment be- 
fore purchasing show the following 
reasons for the purchase, when it was 
finally made: 


Trade regularly, 29.5 per cent; lo- 
cation, appearance and service, 22.5; 
confidence in dealer, 20.3; brand pref- 
erence, 11.3; recommendation of a 
friend or reciprocity, 10.5; price dis- 
count, 10.2; while the balance of 2.9 
per cent purchased at individual deal- 
ers for miscellaneous reasons. 


It is interesting to note in this study 
of buying habits, that nearly 3 out of 
each ten batteries were purchased be- 
cause the motorist “trades there regu- 
larly”. The manufacturer points out 
that this is a result rather than a 
cause. Car owners trade regularly at 
one outlet because the station deserves 
the patronage by reason of good serv- 
ice, convenient location, popular 
brands, etc. It might well be added 
here that any properly equipped and 
operated station is capable of combin- 
ing at least the first three reasons why 
car owners buy batteries where they 
do. 


Tue merchandising of batteries 
through the station is necessarily one 
of service. First, the need for a bat- 
tery must exist. They can be sold only 
to car owners who have a failure, or 
batteries in danger of failure. The 
trade-in, that is, selling a battery to 
a car Owner whose present equipment 
might be operating satisfactorily but 
is nearing the end of its normal life 
expectancy, is another method of mer- 
chandising batteries, but as yet is a 
very small portion of the replacement 
market. 


The first source, battery failure, is 
the greatest source of replacement 
business. This fact brings home to the 
service stations the value of constant 
checking of its customers’ batteries 
so they can sell the replacement, 
rather than risk losing the sale be- 
cause, in the case of failure, it may 
not be convenient for the motorist to 
buy at his regular station. 


The second source of battery busi- 
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ness--those in danger of failure—is 
the most profitable for the station, but 
unlike failures, this business must be 
solicited and can be by testing bat- 
teries of customers’ cars. When the 
car is in the station for Change-Over 
servicing is the most logical time to 
test the battery, oil companies and 
battery manufacturers say. 


One manufacturer suggests a_ Six- 
point free battery service, in connec- 
tion with Change-Over, which _in- 
cludes: Cleaning the top, testing with 
hydrometer, filling cells, inspecting 
cables and terminals, cleaning and 
greasing terminals, and tightening the 
battery in the cradle. The hydrometer 
test is the one which the station should 
be mainly interested in because it is 
the one that determines the condition 
of the battery and is the first step in 
the direction of new business. 


The third source of battery business 

trade-ins—-as yet is the smallest 
source of battery replacement busi- 
ness because it is the least used, one 
manufacturer states, adding; “There 
is no reason why batteries should not 
be traded before they wear out. The 
dealer should watch for original equip- 
ment batteries which have been in 
service for at least 18 months, selling 
replacements and taking in the original 
equipment and making an allowance 
on the unexpired portion of the bat- 
tery.” 


To do a complete job of merchandis- 
ing of batteries, charging and testing 
equipment and battery tools are a 
necessity for the oil company’s sta- 
tions, because the sale of batteries is 
primarily one of service, and to give 
complete and proper service the sta- 
tion must be properly equipped. 


Prices for charging and_ testing 
equipment range from less than $50 
to over $100, with the average being 
in the neighborhood of $90. This 
equipment is sold by battery manufac- 
turers virtually at cost. It can be 
bought by the oil company and sold 





to its dealers on time payments, en- 
abling the dealer to pay for the equip- 
ment out of the profits brought in by 
the service. 


One battery manufacturer points out 
that of 15 batteries tested free, the 
operator should average one new bat- 
tery sale, with a gross profit of around 
$4; four recharges at 75 cents each, 
or $3; and 12 rental battery days at 
25 cents per day, or another $3, mak- 
ing a gross profit of $10, or 66 cents 
for each “free” test made. Another 
manufacturer figures a new prospect 
for a battery sale on each 15 tested, 
with the testing producing three re- 
charge and rental jobs. 


Ir is pointed out that of every 100 
batteries that take a charge satis- 
factorily, no less than 18 are under 
capacity as a result of ordinary wear, 
and unless the capacity test is given, 
there is no way to identify them and 
no opportunity to replace them with- 
out running the risk of. having some 
competitor learn of their condition 
first, one manufacturer says. 


The same manufacturer urges oil 
companies to have their dealers set 
up a plan of free charging in case of 
failure for its customers’ batteries if 
they have them checked once a month 
by the dealer, as a means of leading 
to more battery sales. 


This plan calls for the oil company 
to set up a record system by which 
its stations and its dealers can regis- 
ter all motorists who participate in 
this service. These cards should be 
gone through daily and motorists ad- 
vised, by phone call or postcard, when 
they do not come in for their regu- 
lar monthly checkup. A good time to 
start such a battery checkup service, 
it is pointed out, is in connection with 
the Change-Over servicing, when the 
motorist has in mind taking the pre- 
cautions to safeguard his car through 
the coming winter months. Arrang- 
ing for a regular inspection of his 
battery is one of these precautions. 


Battery manufacturers supply oil 
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companies with merchandising  pro- 
grams which they can use at their 
own stations and pass on to their 
dealers. Also the manufacturers’ rep- 
resentatives will work with dealers in 
setting up merchandise and sales pro- 
grams leaving only the general over- 
seeing and carrying of battery stocks 
to the oil company. 


Dealers can make between 20 and 
40 per cent off list price in the sale 
of replacement batteries, depending on 
the grade and type sold. The oil job- 
ber, acting as a wholesaler, will make 
between 25 to 28 per cent, plus addi- 
tional discounts for quantity prices 
and dollar volume. 


One manufacturer points out that 
the profit to the service station on the 
sale of one battery will equal the to- 
tal profit from 100 gallons of gasoline, 
or from 15 spark plugs, 20 quarts of 
oil; or seven grease jobs. It is also 
pointed out that it takes only 10 min- 
utes to install a battery compared with 
100 minutes, 75, 60 and 175 minutes 
respectively to service or install the 
items compared to it. 


Oil marketing companies do not need 
to tie up much cash in inventories of 
batteries. Less capital is needed now 
than a few years ago, due to stand- 
ardization of batteries for different 
makes of cars. Manufacturers point 
out that three types of batteries now 
will supply about 85 per cent of the 
replacement market of today. How- 
ever, it must be added that many of 
the 1940 cars have a long narrow bat- 
tery and in about 18 or 20 months 
when they are due for replacement 
it may be necessary to increase the 
types to be carried to four. 


Ir is possible to carry three grades 
of batteries in different price ranges 
and with a different ampere hour ca- 
pacity. It is generally believed that 
the average service station can carry 
two grades, the low ampere hour grade 
and the highest ampere hour capacity 
in three types, making a total of six 
batteries to cover the entire market 


Manufacturers add that reasonably 
quick delivery can be made when an 
odd-size battery is needed, especially 
in the metropolitan centers where man- 
ufacturers and large jobbers carry 
complete stock, so it is not a necessity 
for stations to carry all battery types 
and sizes to be sure to cover the mar- 
ket. 


Manufacturers sell, virtually at cost, 
racks, merchandising displays for 
stocking of batteries and direct mail 
and other advertising material which 
the oil company can use in promoting 
the sale of batteries through its own 
or dealer stations. 


Free identification material is also 
supplied, including curb signs, window 
and counter displays and large banner 
displays. Some manufacturers _ sell 
dummy batteries for display so the 
actual stock need not be used for this 
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purpose. Advertising mats for local 
newspaper advertising are also sup- 
plied, and in some cases, it is under- 
stood, the manufacturers co-operate in 
the cost of local advertising. 

Battery manufacturers urge oil com- 
panies to have their stations and deal- 
ers giving battery service, post their 
name and phone number in each of 
their customers’ garages to remind 
them to phone for service when the 
battery goes dead in the garage, which 
is where more than two-thirds of the 
battery failures at present occur. 

One manufacturer has a copyrighted 
card with an attached thermometer, 
which is supplied to the dealer at cost 
with his name and phone number im- 
printed. This card features a large ar- 


row pointing to 32 degrees above zero 
on the thermometer, with the arrow 
reminding the motorist to “Watch Out 
For Starting Failure”, and for him to 
“1, Change to Winter Oil; 2, Fill your 
Radiator With Anti-Freeze; 3, Have 
Your Spark Plugs Cleaned = and 
Checked; 4, Have Your Starting Sys- 
tem Checked,’ and in larger type 
“Keep Your Battery Fully Charged”. 

Advertising of the battery manufac- 
turers directed at the motorist in na- 
tional magazines and newspapers and 
on billboards ties in with the oil mar- 
keters’ winter Change-Over campaign. 
The majority of these ads point out 
the effect of cold weather on the bat- 
tery, and stress replacement to avoid 
failure. 
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SAFETY Sells Tires 
With Change-Over 


| —_— cf tires to the 
winter motorist can be tied in with 
the winter Change-Over programs of 
oil companies. 

The service station operator has a 
double barreled argument for the sale 
of tires in connection with the winter 
Change-Over. 

1—-The danger of driving with “bald” 
tires. 

2—-The danger and inconvenience of 
a tire failure during the winter. 

Nation-wide advertising of the larger 
tire manufacturers is directed at aid- 
ing the sale of tires to the winter 
driver by stressing the safety factor of 
new rubber under the car. It also 
gives the service station man another 
argument for the sale of replacement 
tires now, in pointing out that tires 
will receive less tread wear on cold 
roads, and that snow and slush act as 
a natural lubricant for rubber. 


The station man can take advantage 
of this national consumer advertising 
which will tell the motorist that he 
can purchase his tires now and have 
a trouble free winter, and at the same 
time have virtually new tires for next 
spring and summer driving. 

The merchandising of tires through 
the oil service station, tire manufac- 
turers and oil company merchandising 
directors emphasize, is largely through 


investigation and observation on the 
part of the employe to determine and 
call attention to the need for this item 
to the motorist. 

They stress the importance of a 
thorough inspection when cars are on 
the lift as the main step in merchan- 
dising tires. With many cars in for 
a Change-Over from summer to win- 
ter lubricants the opportunity of check- 
ing tires will be greater during the 
winter conditioning period. While the 
lubrication department is regarded as 
the most logical place to check tires 
for replacement sales, some companies 
impress on dealers and station em- 
ployes the value of inviting the gaso- 
line customer to have his air pressures 
checked, giving the station operator or 
employe an opportunity to observe the 
condition of tires. 

Also, some station operators watch 
the mileage of their customers’ cars to 
get the first chance at replacing the 
original rubber when the car has been 
driven around 20,000 miles without a 
change of tires. 

As emphasized by one merchandis- 
ing manager of an oil company, the 
station has at least six months to 
work on his regular customers, from 
the time when outside observation 
shows excessive wear and_ before 
pressing need for tires exists, and con- 
stant checking of tire conditions to sell 
to the need of the motorists is the 


first fundamental of merchandising 
this item. 

Service station operators in the 24 
states which require periodic inspec- 
tion of automobiles have an additional 
sales point in the merchandising of 
tires. In most of these states, danger- 
ously worn tires are ruled off the 
streets, and this fact can be used to 
sell tires before cars are rejected by 
state inspectors. 

The total market for passenger car 
replacement tires in 1939 based on 
sales so far this year will be around 
31,000,000 units, according to tire man- 
ufacturers. They estimate that the av- 
erage replacement tire sale will be $10, 
making the total gross market for re- 
placement tire sales in 1939 about 
$310,000,000. It is also estimated that 
nearly 20 per cent of this market will 
appear during November and Decem- 
ber, and the oil marketer who includes 
active selling of tires with his winter 
Change-Over is in position to take 
more full advantage of this market for 
nearly $60,000,000 worth of tires for 
replacement during the two months. 

In normal markets oil company Ssta- 
tions handling tires can make up to 30 
to 40 per cent gross profit off list 
prices. The percentage of gross profit 
to the oil marketer wholesaling tires 
depends on the volume of tire busi- 
ness, margins paid to dealers, but will 
run from a minimum of 5 per cent to 
about 15 or 17 per cent off list prices. 


The stocking of tires depends on the 
volume and nature of demand on the 
individual oil company station or deal- 
er. Five tire sizes, however, will take 
care of 85 per cent of the replacement 
tire demand, manufacturers report, 
adding that their distribution of tires 
is such that the individual station or 
oil marketing company can quickly ob- 


tain tires not regularly carried in 
stock. 
Display, another fundamental of 


good merchandising, also is necessary 
to push the sale of tires in connection 
with winter Change-Over programs. 
Window and counter displays, as well 
as banners stressing safe tires for 
winter driving, are furnished free by 
manufacturers. These are either fur- 
nished direct or through the tire 
wholesaler. Racks for display of mer- 
chandise as sold at the tire company 
cost. Advertising mats for local ad- 
vertising, which also warn of the 
danger of skidding with “bald” tires on 
winter pavements are furnished free 
by some manufacturers. 

The fact that constant checking of 
tires on cars in the lubritorium, and 
inviting all motorists to pull over to 
the air tower to check air pressures 
will increase the sale of tires is found 
in the sales record of a group of deal- 
ers of one company. This oil company 
and a tire manufacturer worked out a 
merchandising program which fea- 
tured this checking of all tires which 
entered the station and one group of 
dealers increased tire sales from $990 
in One month to $3400 the first month 
the program operated. 
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Selling Light Bulbs 
With Winter Change-Over 


[= the sale of light 
bulbs is part of the Winter Change- 
Over program. 

Checking the lights to see how many 
are burned out or are dimmed and 
need replacing is necessary to sell 
bulbs and the Change-Over campaign 
is the logical opportunity to offer this 
service. 

Oil companies say the motorist is 
quicker to appreciate this service in 
the fall, when the days are short and 
more driving is done with lights and 
when sleet and rain make maximum 
efficiency of the lighting system on 
the car more necessary. 

The service offered at stations to 
sell bulbs varies from simply check- 
ing the bulbs when the lights are 
turned on, to a complete lighting serv- 
ice which includes checking the bulbs, 
cleaning reflectors, and aiming the 
headlights. 


All but three of the 1940 cars will 
have the new sealed beam headlights. 
Their replacement sale will be in a 
complete unit and will offer a new 
profit opportunity for the station. 
However, the number of sockets for 
the regular light bulbs has been in- 
creasing on the late models, so that 
the new cars have about the same num- 
ber of sockets for light bulbs as the 
average of older cars coming into the 
station, in addition to the headlamps. 

One manufacturer estimates the mar- 
ket for auto light bulbs in 1939 to be 
150,000,000 bulbs, with a value of $22.,- 
500,000. Each car will require from 
4 to 8 bulbs during the year, it is es- 
timated. Cars produced in 1939 have 
an average of 13.3 sockets, while the 
average for all motor vehicles regis- 
tered is more than 10 sockets. 

Using the replacement figure of four 
bulbs, the service station should sell 
one bulb to 165 gallons of gasoline to 
get its normal share of this market, 
based on about 650 gallons of gasoline 
average annual consumption for pas- 
senger cars. 

This manufacturer states that every 
motorist who drives into a_ service 
station is an immediate or prospective 
purchaser of auto bulbs. 

Oil company stations sales oppor- 
tunities are much larger than for other 
regular retail stores because the sta- 
tions are open in the evening and on 
Sundays and holidays when other 
Stores are closed but when a_ good 
share of the driving is done. 
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Indicative of the possibilities of bulb 
sales during the Winter Change-Over 
Campaign are the figures prepared by 
a manufacturer, which show that the 
average monthly percentage of aut) 
bulb sales are highest from October 
to March. The monthly percentages of 
bulb sales are: 


January ..... as OUI cx cene es 7.0 
February .... 95 Atgust ...... a 
NS 1 eae 9.0 September ... 8.3 
ree $3 October ..... 8.8 
7) ee 8.3 November ... 9.0 
UREN 2a) wisveie 33 7.8 December ... 8.0 

The salability of bulbs and _ head- 


light service is aided in the 23 states 
where periodical inspection of motor 
vehicles is compulsory. This inspec- 
tion includes headlights. Lights with 
bulbs of unbalanced candle power, or 
with one or both filaments burned out 
are condemned, as are cars with head- 
lights out of adjustment. The motor- 
ist either before or after inspection, 
is a prospect for lighting service. 
This experience with compulsory 
motor vehicle inspections indicates the 
large market for lighting service in 
all states. For example, of 1,763,536 
cars inspected in New Jersey when the 
law was first made effective, 455,077 
were condemned for headlights alone. 
In Massachusetts, of 850,000 cars in- 
spected, 374,000 were rejected for in- 


adequate lighting, while in Pennsyl- 
vania, of 1,937,747 checked, 922,367 
were rejected for the same reason. 


Twelve types of bulbs cover 95 per 
cent of the total demand for automo- 
tive lamps, manufacturers say. The 
average manufacturers’ list price for 
the highest grade bulb, they report, 
will average between 19 and 20 cents. 
The list on the new prefocused head- 
light bulbs is generally 30 cents, while 
the list for an indicator bulb is seven 
cents. 

Oil marketers may purchase directly 
through the bulb manufacturer for dis- 
tribution to dealers and through their 
own outlets. Some manufacturers sell 
on consignment only, so no capital tie- 
up is necessary. Jobbers’ discounts off 
the manufacturer list prices will range 
between 54 and 62 per cent, it was 
said, depending on the dollar volume 
of the account. 

Selling through his own outlets, the 
oil marketer can make a gross profit 
of 17 to 22 cents on the prefocused 
headlight bulb, depending on whether 
it is sole at 30 or 35 cents. Indicator 


bulbs are generally 
mum of 10 cents, 


sold at a mini 
with some stations 


getting 15 cents for replacing this 
type of bulb. 
It is understood to be almost gen- 


eral practice to allow dealers around 
40 per cent off list price. Dealers some- 
times charge over the list price, with 
some making an installation charge, 
resulting in a dealer profit on this 
item of over 50 per cent on each bulb. 

The selling of bulbs through the 
oil company service station presents 
one fundamental problem for the mar- 
keter or oil company manager. It is 
the determination of whether the sta- 
tion can profitably offer a complete 
lighting service, or whether it should 
confine itself merely to the replace- 
ment of burned out bulbs. 

While the complete lighting service 
is the more profitable, it presents 
physical difficulties which preclude its 
adoption by many stations. 


Tue complete “Safety Lighting Serv- 
ice” promoted by one large bulb manu- 
facturer is grouped around three major 
functions; cleaning’ reflectors and 
lenses, aiming headlights and replac- 
ing bulbs. This company supplies to 
jobbers, for dealer use, reflector clean- 
ing fluid, an unmounted screen for 
aiming and adjusting headlights, and 
a detector, made of white enamel, to 
show up faulty bulbs or bulbs which 
are beginning to blacken. 

To use the aiming screen jit is nec- 
essary to have 25 feet of level space 
in front of the screen. To place it on 
the back wall of the lubritorium would 
not be practical, it was pointed out, 
because most stations do not have 
perfectly level driveways in front of 


the lubritorium, and also this would 
interfere with the other services of 
the station. Some _ stations are not 


manned with the number and 
of operator to offer this service. 

In offering complete lighting serv- 
ice it is necessary for the station to 
carry an inventory of lenses, reflectors, 
gaskets, relays, switches and perhaps 
other electrical parts for replacements. 
The lack of uniformity in these items, 
it is said, makes it necessary for the 
station to carry a stock that would 
not be justified unless complete light- 
ing service was actively pushed. 


type 


Of the 378 answers to a question- 
naire sent out by the manufacturer 
offering the complete lighting service 
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some of which were service stations 


but also including car dealers and 
other types—average sales of head- 
light service jobs were 36 per month. 
The same dealers reported that labor 
charges on headlight aiming and re- 
flector cleaning amounted to $55 per 
month. They also sold an average of 
$26 worth of parts, and $22 worth of 
bulbs, or total receipts. from this light- 
ing source of $103 per month of which 
about %4 to 1/3 they paid out for the 
merchandise. 

These dealers reported that they 
made an average charge of 50 cents for 
reflector cleaning; 37 per cent charged 
$1 for headlight aiming, 33 per cent 
50 cents and 24 per cent charged 75 
cents for this service. 

Merchandising managers of oil com- 
panies agree that stations can add the 
sale of light bulbs to their Winter Con- 
ditioning program, and carry them as 
a fast-moving all-year item. No tech- 


nical knowledge is necessary to sell 
the motorist the proper bulb. Bulb 
manufacturers supply charts which 


show the proper lamp for each car 
and truck. 
The best approach to selling auto 


bulbs to the motorist on the driveway 
during the daytime is to ask the cus- 
tomer to turn on his lights while the 
station operator is cleaning the out- 
side of the lenses to see if any bulb 
replacements are needed. Also, when 
filling the tank in the rear, the request 
to check the tail light and the stop 
light can be made. At night, observa- 
tion on the part of the station operator 
is about all that is necessary. 

When a car is in the lubritorium or 
on the wash rack, the headlights can 
be checked for balance by _ observa- 
tion—-to see that the proper candle 






power bulb is in each lamp. Burned 
out bulbs in the dash board, dome, 
fog and tail lights can also be checked 
then for possible replacement. 

Oil company station supervisors 
agree that not much of the available 
display space at a station can be de- 
voted to lamp bulbs alone. However, 
they feel that bulb displays serve two 
purposes. First, they call attention to 
the fact that lamp bulbs are for sale, 
and second, they keep before the sta- 
tion man the fact that he has bulbs 
for sale. 

Lamp manufacturers supply displays 
for the curb, sandwich-type signs, as 
well as banners, window and counter 
displays. Some have a general pro- 
gram of suggested merchandising hints 
for the sale of bulbs. These are sup- 
plied without cost with the purchase 
of 50 bulbs, or even fewer bulbs in 
some cases. Oil marketers can make 
arrangements to receive this material 
from the lamp manufacturers when 
they purchase bulbs, for distribution 
to their stations. 

Some of the counter displays offered 
by manufacturers are fitted with draw- 
ers in the rear to hold the supply of 
bulbs, while others have a rack for 
display and stock in the front. Win- 
dow and counter displays generally 
run between one and two feet in height 
and length. One manufacturer provides 
a flashing type electric sign made of 
heavy cardboard for window or counter 
use, while another has a display with 
a silvered indenture made to simulate 
the car reflector. 


Posters and banners for outside 
signs ask “Want More Light?”- 
“Lights O. K.?” and they advertise 


“Complete Lighting Service” for sta- 
tions so equipped. 





Planning Is Key to Success 


Of Change-Over Campaigns 


A survey conducted by NATIONAL 
PETROLEUM NEWS. among _inde- 
pendent oil marketers illustrated that 
the percentage increase in business 
during Winter Conditioning campaigns 
was in direct ratio to the sales effort, 
preparation and follow-up among deal- 
ers or station employes. 

One Indiana company begins its 
winter Change-Over campaign in Oc- 
tober and carries it through until late 
November. Salesmen meetings are 
held for the purpose of analyzing cus- 
tomer needs, and selling and service 
procedure. Preparation for the cam- 
paign is started in August. 


— 


Merchandising of “care-free’” winter 
driving at stations operated by this 
company is carried on principally at 
the station driveways, by attendants 
who have been checked on when and 
what to say in making the solicitation 
for winter business. It was found that, 





when the salesmen were thoroughly 
trained and believed, themselves, in 
the need for Winter Conditioning, they 
could convince the customers. 


During the campaign, stations carry 
attractive window displays and feature 
battery and tire signs, as well as ban- 
ners stressing the need for anti-freeze, 
and the importance of cleaning cooling 
systems. Follow-up cards on file in 
the lubritorium receive particular at- 
tention. 

Personal service by station attend- 
ants in looking after customers’ cars, 
always with an eye out for cars not 
equipped with heaters, or those hav- 
ing broken or worn out wiper blades, 
batteries in poor condition, smooth 
tires, frayed or worn fan belts, or 
other needs, makes up the backbone 
of successful merchandising at stations 
operated by this company. 

Stations are made “winter headquar- 
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ters”, with clean driveways, good mer- 


chandise, adequate equipment, and 
plenty of personalized selling in which 
the customer is told repeatedly about 
the Winter Change-Over service. 

During past winter campaigns, this 
company increased its gasoline sales 
2 per cent—normally they would de- 
cline during this period—motor oil 15 
per cent, lubrication and grease serv- 
ices 15 per cent, battery sales 30 per 
cent and other accessory sales 25 per 
cent. 


National Detour Guides 
Issued by Texaco 


NEW YORK The Texas Co. in 
August began experimental issuance 
of motor trip maps showing construc- 
tion in progress on roads throughout 
the country. Two issues of the maps, 
the second dated to Nov. 15 have so far 
appeared. Formerly, only state and 
sectional bulletins showing detours 
were available to Texaco patrons. The 
national detour guides will be published 
at intervals throughout the year. 


Guanemabin 


The following are trademark applica 
tlons pertinent to our field pending in the 
United States Patent Office which have 
been vassed for publication and are in 
line for early registration unless opposi- 
tion is filed promptly. For further informa- 
tion address National Trade-Mark Com- 
pany, Munsey Building, Washington, D. C.. 
trademark specialists 

As an additional service feature to its 
readers, this journal gladly offers to them 
an advance search free of charge on any 
mark they may contemplate adopting or 
registering. You may communicate with 
the Editor of this Department, or send 
your inquiry direct to the National Trade- 
Mark Comrany, stating that you are a 
reader of this journal 


MANCO, Ser. No. 421,975. Manning Mfg 
Co, Rutland, Vt. Filed July 26, 1939. For 
lubricating oil and_ gasoline. Published 
October 3, 1939. 

PENNPAYZ, Ser. No. 
Hall, doing business as Clayton Oil Com- 
pany, Pleasant Ridge, Cincinnati, Ohio. 
Filed July 29, 1939. For lubricating oils and 


422,094. Harold C 


greases. Published October 3, 1939. 
FREOL, Ser. No. 322,194. Barton-Grims- 
ley Corporation, Los Angeles, Calif. Filed 


August 2, 1939. For lubricating oils and 
greases. Published October 3, 1939. 

MARATHON, BEST IN THE LONG RUN, 
and picture of a runner, in design, Ser. No 
422,519. The Ohio Oil Company, Findlay, 
Ohio, Filed August 11, 1939. For motor oil, 
Kerosene, fuel oil, lubricating oils and 
greases. Published October, 1939. 

LUBRICOATING, Ser. No. 422,583. Her- 
man Epstein, doing business as Steel Mills 
Compounds Company, Kansas City, Mo. Filed 
Aug 14, 1939. For anti-friction coating 
compounds for metals being extruded and 
for machine parts employed in forming 
metal bodies. Published October 3, 1939. 

M. I. W., Ser. No. 420,182. Muskogee Iron 
Works, Ine., Muskogee, Okla. Filed June 5, 
1939. For oil-well and oil-fleld tools and 
equipment. Published October 3, 1939. 

BRILLIANT PENN TIME TELLS 100% 
PURE PENNSYLVANIA, and winged hou! 
vlass, and outline of map of Pennsvl- 
vania. Ser. No. 422,212. Johnson Oil Re- 
fining Company, Chicago, III. 

Filed Aug. 2, 1939 For motor oil 
lished Oct. 10, 1939 


Pub- 








Lithuania Abandons 
‘Alky-Gas’ 


WASHINGTON Lithuania has 
abandoned its compulsory “alky-gas” 
regulations, after a three-year test, 


according to information reaching the 
Department of Commerce here. Ac- 
cording to Lithuanian economists, ex- 
perience has shown that “motorin” 
(the name given the alky-gas blend 
in that country) has not justified itself 

Technical difficulties experienced 
with “motorin” were listed by the econ- 
omist and technicians as (1) compared 
with gasoline, approximately 10 per 
cent more “motorin” is required for 
the same service; (2) ‘“motorin” pro- 
duces sediments of detrimental 
to carburetors; (3) it is detrimental to 
painted parts; (4) because of its hy- 
droscopic nature, the alcohol in ‘“mo- 
torin” draws water into the cylinders; 
(5) after burning, “motorin” leaves 
more ash particles than gasoline, and 
(6) the ignition of “motorin” is more 
difficult than of gasoline. 


salts 


“Motorin”, as prescribed by the gov- 
ernment from March 31, 1936, through 
Sept. 15 this year, had an alcoholic 


content of about 35 per cent, having 
been introduced to provide an addi 
tional outlet for potatoes and to re 


duce imports of petroleum motor fuels. 


In 1937 and 1938, according to gov- 
ernment economists, the consumption 
of potatoes in distilling the alcohol re- 
quired to make “motorin” was but 
13,000 metric tons, less than 1 per cent 
of the domestic potato crop. The po- 
tato market was unaffected, and the 
local farmers benefited little because 
most of the potatoes used for the al- 
cohol were taken from fields owned 
by the distilleries. Imports of automo- 
tive fuels were reduced, but there was 
a commensurate decline in customs 
duties. 

In addition to all these factors, ac- 
cording to reports reaching here, the 
admixture of alcohol made the cost 
to the consumer of motor fuel so high 
that Lithuania has become one of the 
most expensive countries of the world 
in this respect. 


Oil Scenes on the Walls 


CHICAGO-—-Business men dining in 
the new grill in the Pure Oil building 
here will be reminded of the oil in- 
dustry, as the walls are decorated with 


petroleum scenes. The photo-murals 
show scenes from the Pure Oil Co.’s 
history depicting the industry from 


exploration for oil through produc- 
ing, refining, transportation and mar- 
keting at the service station. 








4 


, 


a y) 4 


Pa Coast Bul 


Mh eee ha 


MOTOR OILS j 


they te 100% pure Pennsylvania 













{;, 


4 


The 
t } FREI 
t FREEDOM é 
bk “FI M } 


FREEDOM OIL COMPANY, FREEDOM, PA 
r Play a? 


Warehouse: L 1) » Califor» 
















Mid-Continent 


TULSA, Oct. 28. Quotations and 
sales prices for Grade 26-70 natural 
gasoline F.O.B. Breckenridge dropped 
0.25 cent late the past week when sup- 
pliers reported an accumulation of 
stocks in the Texas area. They said 
this accumulation was the result of 
tieup in boat movement from the Gulf 
Coast, which not only affected exports 
of natural gasoline itself but also re- 
sulted in curtailed use of natural gaso- 
line by Gulf Coast refiners. Quotations 
reported F.O.B. Group 3 remained at 
4.25 cents throughout the week. 


Refiners said that while refined gaso- 
line movement from Mid-Continent 
plants was “not as lively as we'd like 
to see it, there are no stock accumula- 
tions”. Supplies, they said, continued 
to be closely held at generally un- 
changed quotations. 


Wax prices continued their upward 
climb. Only two refiners in the Mid- 
Continent reported offering wax. Their 
quotations were up 0.5 to 0.75 cent at 
5.75 to 6 cents for 124-126 white crude 
scale. Supplies were said to be limited 
and demand active. 

No changes were reported in Mid- 
Continent lube prices. 


Gulf 


NEW YORK, Oct. 28. -Several cargo 
sales were said to have been made at 
the Gulf in the past week or ten days, 
according to reports in New York the 
past week. Detailed information was 
not available for publication. The re- 
ports, widespread in the trade here, 
however, occasioned reduced quotations 
by at least two refiners. 

Three cargoes of Bunker “C” fuel 
oil were said to have been sold at under 
$0.90 per barrel and at least one large 
refiner said he was offering material 
at this price the past week. Early in 
the week, quotations ranged from 
$0.95 up, according to reports. From 
the southwest, a refiner who had been 
quoting $0.95 also said he was consid- 
ering reducing his quotation. 

Recent sale of a cargo of 68 octane, 
400 e.p. gasoline, to a foreign buyer 
at 6.25 cent was disclosed the past 
week. An inquiry was in the market 
from a foreign buyer for a cargo of 
65 octane, 390 e.p. gasoline. Further 
details were not available. 


No changes in quotations for GCRA 
specification products were reported 
the past week. For other gasolines, 
quotations reported for 60 octane were 
down 0.125 cent on the low at 5.75 to 
6 cents, and for 72-74 octane leaded, 
down 0.125 cent on ‘the low at 6 to 
6.75 cents. 





Eastein 


NEW YORK, Oct. 28.—-A 0.25 to 0.5 
cent advance in prices for high octane 
grades at Baltimore featured gasoline 
markets along the Atlantic Coast in 
the week ended Cct. 28. Prices also 
were reported higher at several north- 
ern seaboard points. 

On Oct. 26th, a Baltimore supplier 
who had been quoting 6.25 cents for 
all grades of gasoline from 65 octane 
up, reported advancing his quotations 
to 6.50 cents. The next day he an- 
nounced an additional 0.25 cent ad- 
vance to 6.75 cents in his quotation 
for 72-74 octane. Other Baltimore quo- 
tations reported for the 65 octane and 
above and 68-70 octane grades ranged 
up to 7 cents, and for 72-74 octane up 
to 7.75 cents. 

Boston 60-64 octane gasoline was up 
0.25 cent to 6.50 cents low when one 
supplier who had been quoting 6.25 
cents reported advancing his quotation. 
High octane grades also were advanced 
by some suppliers at Portland, Boston 
and Providence but for the most part 
advances were by suppliers at the 
highs of price ranges. 

Demand for gasoline, mostly for 
shipments against contracts, was re- 
ported good for the season. 


Pennsylvania 


CLEVELAND, Cct. 28.—With the 
exception of higher prices for white 
crude scale wax, prices for refined 
products in western Pennsylvania gen- 
erally were reported unchanged the 
past week. Most refiners said they 
had noticed an improvement in demand 
for fuel oil. A large quantity of this 
material was said to have been moved 
out of the lower field during the week. 
Refiners continued to report heavy de- 
mand for lubricating oils. 

Two refiners reported quoting 6 
cents, New York, for 124-126 A.m.p. 
scale wax, one of them saying he had 
quoted still higher price “in some di- 
rections”. Another refiner reported 6 








N. P.N. Gasoline Index 


Dealer Tank 
T.w. Car 
Cents per Gallon 
Cc, a, em ae 9.83 6.25 
Month gO ...... 9.74 6.14 
MOA AGO: on .66 ss 9.71 5.61 


Dealer index is an average of 
“undivided” dealer prices, ex-tax, 
in 50 cities. 


Tank car index is a weighted 
average of 9 wholesale markets 
for regular-grade gasoline. 























rents, New York, for 122-124 A.m.p. 
These prices represented 0.5-cent ad- 
vances over the week. 


Demand for wax and petrolatums 
was reported “exceptionally heavy”. 
One refiner who said he_ generally 
handled his wax sales through New 
York said he had been receiving in- 
quiries direct from Europe. Another 
refiner said he had received inquiries 
from people who had never contacted 
him before, some of them from the 
Mid-Continent. 


No changes in lubricating oil quota- 
tions were reported. One refiner who 
had been out of the market on lubes 
for some time late in the week said 
he was offering neutral oils to jobbers 
at 25 cents for 25 pour 200, and 23 
cents for 25 pour 150 vis. He said he 
was not Offering at these prices to 
other refiners or brokers, nor to job- 
bers for resale to refiners or brokers. 
Other quotations reported for 200 vis. 
neutral ranged up to 32 cents, and 
for 150 vis., up to 28 cents. Other re- 
finers said they were still restricting 
lube sales to regular customers. 


‘alifoani 


LOS ANGELES, Oct. 28.—-Improve- 
ment in Grade “C” bunker oil was 
reported on the West Coast the past 
week. From all indications, one sup- 
plier said, it will show even further 
improvement in the next 30 days. A 
major company reported having signed 
many 1940 contracts for this oil at 
$0.875 per barrel. 

After a comparatively quiet market 
for kerosine-distillate, one supplier re- 
ported a large sale the past week to 
the straits settlements. Further details 
and confirmation were not available. 

Japanese inquiries for several grades 
of gasoline appeared to be merely 
“price feelers”, according to trade re- 
ports. 


Fuel Ol 


TULSA, Oct. 28.-Scarcity of Bunker 
“C” fuel oil at the Gulf Coast has sent 
buyers up into East Texas and Louis- 
iana inquiring for heavy fuels, ac- 
cording to reports in the Mid-Continent 
the past week. Supplies in most Mid. 
Continent districts were said to be 
closely held. 


Increase in inquiry for light fuel oils 
was reported by several refiners late 
in the week. Quotations throughout the 
Mid-Continent were reported un- 
changed. 


* ok * 
CHICAGO, Oct. 28. Abnormally 
high temperatures the last week of 
October held down jobber demand for 


domestic burner fuels and little spot 
activity was reported in Chicago. Some 


(Continued on page 55) 
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VIKING’S STAR SALESMAN 


We'd like to have you shake hands with 
our star salesman . . . his record—over 
800,000 Viking Rotary Pumps in the past 
28 years. You see, it has always been 
Viking's theory that the best way to sell 
pumps is to build better pumps— and it has 


worked. Perhaps you have a tough petro- 
leum pumping problem that needs a better 
pump ... may we suggest that you try 
Viking. For prices and specifications get in 
touch with the Viking representative nearest 
your plant or write to the Viking Factory. 










SPECIAL TRIAL OFFER! 
DAILY Platt’s Oilgram for Two Weeks SPECIAL $1 


NEWS + MARKET INFORMATION + PRICES 


If “UNCERTAINTY” of what lies ahead for the 
oil industry—and particularly if the future of 
YOUR OWN OIL BUSINESS is puzzling you— 
Send for this special trial of PLATT’S OILGRAM 


service, including complete market news and 
prices. 





DAILY ... for Two Weeks... $1 


No one can forecast what events will transpire in the days ahead, 
but you CAN have the confidence that comes from being PROMPTLY 
and ACCURATELY informed on what's happening today that af- 
fects YOUR BUSINESS—tomorrow! 


Along with many hundreds of other oil executives, you can have on 
your desk EVERY MORNING—a daily report on 





@ Federal oil control hearings to start soon at 
President Roosevelt's request. 


@ Outcome of anti-monopoly committee’s oil 
hearings at Washington. 


@ Missouri Pacific Railroad’s proposed reduc- 
tion 0.6 cent a gallon in freight rates from the 


@ Important freight rate proposals, truck regu- 
lations and other news out of the ICC at Wash- 
ington. 


@ What rigid proration is doing to oil prices. 


@ Refinery markets, important tank wagon price 
changes, and background information on all oil 
markets all over the U. S. 


Southwest into Indiana Standard territory. @ Latest data on gasoline production, stocks, 


demand, lube oil statistics, crude oil stocks and 
production, and other factors vitally affecting 
petroleum prices. 


@ Fight of rail-shipping refiners for an even 
deeper rate reduction. 


In fact—PLATT’S OILGRAM service will put on your desk EVERY 
MORNING all the “hot spot” news of the oil industry that you need 
for PLANNING OF YOUR BUSINESS—in the light of important de- 
velopments that may come. 

Pin a dollar bill or check to the coupon below and send for this 
Special Trial Offer TODAY. Find out for yourself what an accurate, 


authentic DAILY contact with oil developments can mean to YOU 
and to YOUR BUSINESS. 


a wieee, “WOW ae es as as a a i a ee me 


PLATT’S OILGRAM 


533 Penton Bidg. Date ; 
Cleveland, Ohio © I accept your Special Trial Offer of PLATT’S OILGRAM serv- 
BRANCH NEWS BUREAUS: ice—_DAILY for two weeks at $1. Start the service at once to the 


Washington, D. C address below. 


New York City Enclosed is check or bill for $1. 


Chicago 
NAME 
Tulsa 
Los Angeles St.-Box .. City-State.. 
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districts designated. ercept where otherwise noted. 


municipal tares not included. Prices quoted apply on products made from leqaliv produced crude. 
mined by C.F.R. Motor method, A.S.T.M_ D-357-33T; and lubricating oil specifications determined according to A.S.T.M. methods, unless otherwise noted. 


REFINERY TANK CAR MARKETS 


All prices on this page are publisher's opinion of open market quotations or sales, for spot shipment (10 to 15 days) unless otherwise stated. Prices in cents 
per gallon, except hearty fuel oils in dollars per barrel of 42 gallons, war and petrolatums in cents per pound in barrels. tank car lots, FOB refineries ix 

Inter-refinerv and erport prices not included unless so stated in the respective markets. Federal, state or 
Unless otherwise noted, gasoline octane ratings are deter- 








fi M4 Prices Effecti Oct. 30 Oct. 23 Prices Effective Oct. 30 Oct. 23 
Gasoline mong ' 05 SS : 

. . . SALIF NIA (3c tz ve added if use state) CENTRAL “ST TEXAS (Prices to truck transports) 
Prices Effective Oct. 30 Oct. 23 +f Ay going Pe ao ee 7 ’ — , abies ; 7 
OKLAHOMA “oo aeesca U. S. Motor: (Oct. L-s 

4 54-58 gravity, for in- 62 oct. & helow h) +50 e)4.50 
U. S. Motor: (Oct. L-3 state shipment 6.50 9.75 6.50 9.75 63-66 octane e)5.125 e)5.125 

62 oct. & below.... 4.50 175 1.50 $.75 54-58 gravity, for out- : > 66-70 octane I 1 

rare 1.75 —3.0625 4.75 -5.0625 side state shipment 6.50 9 00 6.50 9 00 

67-69 oct.......... 4.75 -5.25 4.75 - 5.25 58-61 gravity, 375-400 — 

eS 5.25 -5.50 5.25-5.50 | ep. 63 0ct.& above 7.75 - 9.75 7.75 - 9.75 > 
60-62. 400 e.p........ h) 4.50 h) 4.50 N. TEX U. S. Motor: (Oct. L-3 
WESTERN PENNA. REFINERS’ QUOTATIONS hilar 70-72 oct... . Se. os. 

, U.S. Motor: (Oct. L-3 60-62, 400 e.p. e)4.75 e)4 > 

Bradford-Warren: ? bie F 

M canine: 62 oct. & below 150 4.75 150 ‘.75 : 

: _— aR ek, ee 1.75 5.00 $.75 5.00 N. LA. (For shipment to La. & Ark.) 

( Ss Motor (58-62°) e500 e500 67-69 oct > OO 5 95 5 00 = ee U. 8. Motor: (Oct. L-3 

on, Se 6.75 6 75 70-72 oct.. 95 .— 695 $ 9 = 6° = ; . F 4.78 <8 
“Q” gasoline ne e)6.75 €)6.75 60-62, 400 e.p.. e) 4.50 e) $50 oe site & below. ...(h) 4.75 ~5 uy hee 
73-74 oct. (L-3) e)7 00 e)7 00 63-66 oct »--(e) 5.00 -5.25 (e) 5 00 —5 
75-76 oct. (L-3 eT 30 e)7.30 F —e . , 70-72 oct. leaded h) 5.50 —5.875(h) 5.50 -5 
Dthe d Mery . . KANSAS For Kansas destinations only 

Other districts: U. S. Me ; 

. Ss. »tor: (Oct. L-3 


Motor gasoline: 


U. S. Motor (58-62° 
Fe his 00 hs .00 
“(” gasoline. . 6.50 — 6.75 6.50 -— 6.75 
CENTRAL MICHIGAN (a U 
Str.-Run Gasoline. . c) 4.50 -4.75 (ce) 4.50 -4.75 
U 8S. Motor: (Oct. L-3) 
67-69 oct.. panes €)6.25 €)6.25 | 
70-72 oct.. - 7.00 7.00 7.23 | 


62 oct. & below 


67-69 oct 
70-72 oct 


W. TEX. (b) 


.S. Motor: (Oct. L-3 

62 oct. & below h 
63-66 oct h 
67-69 oct . (h 
(iy: (ae h 


e)4.75 
e)5.00 
e550 


50 1 


125-5.375(h 


» 
~= # oe e' ase 
> 375-5.625(h) 5 


ARKANSAS (F.o.b. Ark. plant 


e) 4.75 shipment to Ark. & La.) 
Nd 00 U.S. Motor: (Oct. L-3) 


62 oct. & below 
67-69 oct...... 


' 


» 


oo 
>= 
~? 


of one refiner, 


» 


re 
>= 


> 


for 


OHIO (S. O. Ohio quotations for statewide delivery 


! 73> (h) 4.50 —-4.75 and subject to exceptions for local price disturbances) 
£.875-5.00 (hh) 4.875-5.00° 70-72 oct 7 $75 7 875 

) 125-5 .375 

5 375-5.625 Continued on nezt page) 





New Mexico destinations; Group 3 prices quoted for northern shipment. 
sellers holding licenses. (h) Two refiners quoting. (i) No quotations reported. 


(a) Prices FOB. Central Michigan refinery group basis, for shipment within Mich. Shipments may originate at plants outside Central group. (b) For shipment to Texas and 


Excluding Detroit shipment. (e) One refiner quoting. (f) Two suppliers quoting. 


(g) To re- 





MID-WESTERN TANK CAR QUOTATIONS 


Prices in this Midwestern Tank Car Market table are gathered from refiners and tank car marketers or brokers from their offices located in Chicago and the 
surrounding territory. While the prices are quoted on a Group 3 (Oklahoma) freight rate basis, this is in accordance with the custom of the oil industry which 
uses Group 3 as a price basis for the ease of comparing prices even when the material originates in another refining district. Generally when prices are quoled in 
this Chicago market, the origin of the material is not known at the lime the quotation is given, oftentimes even with the quoting refiners who have refineries in more 
than one refining district. All other gasoline prices are given by and for the particular refining district where the material is made and from which it is shipped. 





Gasoline | 


Prices Effective Oct. 30 Oct. 23 





Fuel and Gas Oils | Chicago Naphtha and Solvent 




















U.S. Motor: (Oct. L-3) | Prices Effective Oct. 30 Oct. 23 
q - 72 - -- | *’rices Effecti let. 30 Oct. 23 
62 oct. & below. 1 25 1 1 | 25 | 9 No. 1 p.w. , o76. 9 ae 3 375—- 3.75 Prices Effective Oct. 3 et 
67 69 oo path 3 : : 125 50 ‘ ; 125 | i : ae : I ae , cae ~ (FOB Group 3 as quoted by two Chicago sellers) 
oe re 6 0.0 6 ees ee ‘ - ? ° - 1 . « Straw > yA” > 3O 20 a 
; oo tee 1.75 5.375 4.7% 5.375 | No ; 00 $125 3.00 3.125 Stoddard solvent.... 5.875 5.875 
} No.5 e) $0.65 e) $0.65 Cleaners’ naphtha y 6.375 6.375 
| 1 
r . , > =. 375 
. } V. M. & P. naphtha. 6.375 6.375 
Kerosine | Mineral spirits ) ) » 375 
41-43 grav. w.w...... 3.50 1.00 3.50 1.00 | No. 6 $0. 45 $0 10 $0.45 Rubber solvent..... 6.375 6.375 
42-44 grav. w.w... $.625-— 4.25 3.625- 4.25 Range oil $.375-— 3.875 3.375- 3.875 Lacquer diluent 7 5 375 
7 . . ° 7 ~ oF 
Daily range of gasoline prices as reported in PLATT’S OILGRAM (Week Ended Oct. 27, 1939) 
U.S. Motor, (Octane Number determined according to L-3 Method ews . ; = 
in Okla., Texas and Mid-Western Districts): Oct. 23 ct. « Oct. 25 Oct. 26 Oct. 27 
62 octane and below: : 150 17: 7 Ps m : or 
oats ESA oak Wie ghee dacbke earns 1.50 pe Be ? to 1.50 4.75 1.50 4.75 1.50 4.75 
(a) North Teena: << .<.0.5cccceess 4.50 - 4.75 $.50 - 4.75 4.50 - 4.75 1.50 - 4.75 4.50 - 4.75 
oo ere raed c) 4.50 -4.75 c) 4 20 1.75 c) 4.50 -4.75 c) 4.50 -4.75 c) 4.50 -4.75 
Mid-Western (Group 3 basis) . $.25 - 4.75 4.25 - 4.75 4.25 - 4.75 4.25 - 4.75 4.25 - 4.75 
63-66 octane: . 173 06° snd _ a 
ES rare ae ara 4.75 > 0625 LD. » r=? 4.75 > 0625 1 > > 0625 4.75 > 0625 
Ce CORRE RONG 6. 6-5 care cas Hevis's as: 175 - 5.00 4.75 - 5.00 $.75 -— 5.00 1.75 - 5.00 1.75 - 5.00 
Lo Ub |” a ae pers c) 4.875-5.00 ‘ b. 875 ». 00 c) 4.875-5.00 c) 4,875-—5.00 c) 4.875-5 .00 
Mid-Western (Group 3 basis) 4.3735- 4.75 b.375- 4.75 4.375- 4.75 £.375- 4.75 4.375- 4.75 
67-69 octane: a od 173 = 96 — om: im a 
Oklahoma OO Pe et ee ee 1.75 >. 25 ine = 4.75 >. 25 4.75 9.25 
Py EN ONIN 6 ahs cies niin Ree een eek vee eRews 9.00 — 9.25 a 123 aoa ».00 — 5.25 ». 00 >. 250 
West Texas Ceo oeeensesesscer « >. 125 > ns » . \ “ i) 2 i 4 : ‘ >. 125 ? we , ‘ >. loo » apes c 
Mid-Western (Group 3 basis)...... 1.50 >. 125 - 4.50 5.125 1.50 >. 125 
70-72 octane: oN ; = = _ hae , Pr : 
I ee Sata nk aon a Bian ee eee ere we > 25 2.30 : rf ~ ree 9.25 ) 00 >. 25 } 0 
ee Pe Ig ens sats Sonera adivdns ose cewees ».25 = 5.625 Rg ag Ee » 25 3 625 ».25 = 5.625 
bo ae errs ceuddes peraewes c) 5.375-5 .625 ' a c) 5. 375-5 .625 ©) 5.375-5.625 c 
a 3 Sc yah cidaals wat dasasaiks Srl ae wee bi5.00 , 2.00 b)5.00 b)5.00 : 
Mid-Western (Group 3 basis) 4.75 >. 39 éo >. died 1.75 >. 375 1.75 >. 375 4.75 -— 5.375 
Motor Gasoline, 60-64 octane: ' 
New York harbor.......... C)0.70 | 0.00 bo. 70 b)6.70 b)6.70 
Philadelphia district. ....... 6.25 - 6.75 : +4 2 9 6.25 - 6 75 6.25 - 6.75 6.25 - 6.75 
Baltimore district....... 6 25 6 75 y= yo 6 25 6.75 6.25 6.75 e) 6.25 -6.75 
Motor Gasoline, 65 octane & above: ts . ' a - 
New York harbor.............. 6 , Ov 0.6) «00 6 ’ 00 6 , 7.00 6.75 7 00 
Philadelphia district........ ee 6.50 - 6.75 6.00 ~ O45 6.50 - 6.75 6.50 — 6.75 6.50 — 6.75 
Baltimore district.............. 6.25 7.00 6.25 7.00 6.25 7.00 6 50 7.00 6.50 — 7.00 
U.S. Motor, 58-62°: ; mS €0 7 ‘ aw 
Bradford-Warren (Western Penna.)... b)5.00 oo bi5.00 b)5.00 »)5 oe 
Other districts (Western Penna.).... ©)5 00 » OO ©)5.00 ©)5.00 ©)5.00 
Motor Gasoline, Min. 65 octane: e a ay ne 
Bradford-Warren (Western Penna.). . 6.75 yao 6.75 6.75 ».75 
*O” Gasoline: : , a y Me ‘eared 
Bradford-Warren (Western Penna.).... bo75 | OTS b)6.75 b)6.75 6.75 
Other Districts (Western Penna.)...... 6.50 6.75 6.50 6.75 6.50 6.75 6.50 6.75 6.50 6.75 
73-74 Octane: (L-3 ; a z = 
Bradford-Warren (Western Penna.) b)7 00 b)7.00 b)7.00 b)7.00 b)7.00 
75-76 Octane: (L-3 . Se es ae , 
Bradford-Warren (Western Penna.) b)7.30 b)7.30 b)7.30 b)7.30 b)7.30 


(a) For shipment to Texas and New Mexico destinations: Group 3 prices are quoted on northern shipment. (b) One refiner quoting. (c) Two refiners quoting. 


(d) No quotations reported. (e) Two suppliers quoting 
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All prices on this page are publisher's opinion of open market quotations or sales. for spot shipment (10 to 15 davs). Prices in cents per qallon 
except heavy fuel oils in dollars per barrel of 42 gallons. tank car lots. FOB refineries in districts designated, ercept where otherwise noted. Inter 
refinery and erport prices not included, unless so stated in the respective markets. Federal, state or municipal ta.res not included. Prices quoled 
apply on products made from legally produced crude. Unless otherwise noted, gasoline octane ralings are determined by C.F... Motor method, 
A.S.1.M. D-357-33T; and lubricating oil specifications delermined according to A.S.T.M. methods, unless otherwise noled 
i ‘ Z ° Prices Effective Oct. 30 Oct. 23 | Prices Effective Oct. 30 Oct. 23 
Natural Gasoline erences occn heen 
CALIFORNIA | CHICAGO (Continued 
(Prices to blenders on freight basis shown below. San Joaquin Valley 7 7 (e) Red Oils 
| Shipments may originate in any Mid-Continent manu- Heavy fuel $0.55 -$0.75 $0.55 —-$0.75 180 —No. 5 13.50 12.50 | 
facturing district Light fuel $0.75 -$0.85 $0.75 -$0.85 200—No., 5 14.00 13.00 
| Pric Effective Oct. 30 Oct. 23 Diesel fuel per gal 240 +00 2-ia 1 00 |} 250—No. 5 14.50 13.50 
Hones eieotive sles - Stove dist. (per gal 3.00 5.00 3.00 » OO | °80—No. 5 15.50 14.50 } 
FOB GROUP 3 : 300-—No. 5.. ‘ 17.25 15.50 | 
| Grade 26-70 14.25 m)4.25 ni . eo $0 55 $0.90 $0.55 $0.90 | 1 eye le ppc = , N, a NT) ee 7 . re | 
} eavyv ue + oe 4 Da > 4 ‘ | ower; ’ oo ati oo o — Hom Viscous otis, ’ | 
| FOB BRECKENRIDGE Light fuel . $9 65 -$1.00 $0 65 $1.00 | to 30 p.p.. 0.256 lower To obtain delivered prices: tn | 
| ? ae 7 - Diesel fuel (per gal 2.75 1 00 2-75 1.00 | Chicago, add 0 25e per gal 
| Grade 26-70 1} 4.00 —4.25 14 25 Stove dist. (per gal 2.40 5 00 2.73 5.00 | 
| 
CALIFORNIA (Fob. plants in Los Angeles basin San Franciec —~ . ~ | 
75-85, 350-375 e.p. for ae sites isid | Cylinder Stocks | 
eavy fue ‘ 5 $ ) . zs } 
| blending 5.50 6.00 5.50 6 00 Light fuel $105 $105 | MID-CONTINENT  (F.o.b. Tulsa 
Diesel fuel (per gal 150 B50 Bright Stocks | 
. - Stove dist. (per gal. 5.50 990) | 190-200 Vis. at 210° D. (e)26.00 ©2600 | 
Kerosine Nole: \ll above heavy fuels meet Pacific specifica | 150-160 Vis. at 210° D | 
| ene one ; 7 ss tion 400° light fuel, spec. 300; Diesel fuels, spee. 200 010 10 p.p...... 23.00 23.00 
| WESTERN PENNA. REFINERS’ QUOTATIONS and stove distillate, spec. 100 j 10 to 25 p.p. 22.00 -22.50 22.00 -22.50 | 
} HKradford-Warren 25 to 40 p.p h) 21.50-22.00 h) 21 350 22.00 | 
45 grav. w.w. 1.875 5.00 1. 875- 5.00 | 150-160 vis. at 210° Ff. 21.00 -22.00 21.00 -22.00 | 
46 grav. w.w e)5.375 e)5 B75 r ‘e | 
| Other districts Neu t ral Oils 120 Vis. at 210° D 
| 45 grav. w.w 4.75 5.00 175 5.00 7 = panes , ? | 0 to 10 pip 21.625-22.00 21.625-22.00 
46 grav. w.w 5 a0 5 125 5.00 5.125 WESTERN PENNA. REFINERS’ QUOTATIONS — | 23 to 40 pp ©) 20.623 e209 625 | 
47 grav. w.w 5.00 5.25 5.00 5.25 |} Important Note: Penna. lube prices reported by } 600 S.R. Dark Green ee) 8.00 » 8.00 | 
| | refiners as for limited sale to regular customers only } 600S.R. Olive Green 9 00 9 00 | 
} CENTRAL MICHIGAN — | : ; } ate ‘ SIR OF 
47-49 on 4 & we " e ne | Viscous Neutrals No. 3 col. (Viscosity at 70° F. = ie a :, els 007 a a ‘ ye oo " | 
-49 g a 5.05 80 >. 05 | iz | ac 00 | 0G -3:.5 
7 gravity w.w 1 80 0 1 200 Vis. (180 at 100°) 420-423 fl | au il... ; v4 ro ' | 
| OKLAHOMA » = : | : 
| , _ _ _ _ | Op.t S)Se. 3° Sass | (e) CHICAGO (Viscosity at 210%) | 
41-43 grav. w.w $50 1.25 350 4.25 10 pt e) 3250 eg2 90 | , ; 
| 42-44 grav. w.w $.625- 4.625 3.625- 4.625 | 15 pt e)31.50 edb 50 | Unfiltered Steam Retined 
se ; ; 2s p.t 25.00 -32.00 25.00 —32 00 | 140 1 00 19 00 
KANSAS (For Kansas destinations onty ' | 160 ; 1109 11 00 
41-43 gravity ww... e) 4.125 e)4.125 130 Vis. (143 at 100) 400-105 1 } 200 12.00 12.00 
42-44 gravily w.w ed 375 ed 375 | ; , 31 50) at a0 | 
Vp e)3L.5 et > | “wore ee é , : 
N. TEX. (b | 10 pt e) 30.50 ©) 30.50 | Bright stocks, 160 vis. at 210, No. B color ’ 
— 15 p.t e)29 50 e&)29 50 j da Ue | ae 24.7 24.7% 
41-43 grav. w.w )4.00 e)4.00 95 . t 23 00 -28.00 23.00) 28.00 | 15 to 25 p.p : rs eae ry Sys 
E. TEX. | . | 30 to 40 pip ; 23.23 25 
41-43 grav. w.w e)3 50 a)3.50 annrret TeRAS Io filtered Cyl Stock 14.50 14 50 
N. LA. (For shipment to La. and Ark | <2 uk Note: = prices delivered ta Chicago, add 
is olor RAST 5] ar gal. 
41-43 grav. w.w e) 3.75 41.00 (e) 3.75 -4.00 | Pale Oil \ 1 100°F aii ta itl 
* . | ate us is a “Oona . a 7 hd . Y a hl . . 
ARK. (F.o.b. Ark plant of one refiner for sitipment | 100 No. 14-2 e =r 6 00 -- 6 00 WESTERN PENNA. REFINERS’ QUOTATIONS 
) 9-. 9 a ». 4. P 
to Ark. and La.) 200 No 2-3 7 50 7 75 7.50 yy Important Note Penna. lube prices reported by 
| 41-43 grav. w.w 1 00 1 00 | 300 No. 2-3 8 00 — 8 25 8.00 — 8.25 refiners as for limited sale to regular customers only 
| CALIFORNIA 900 No. 24-34% 9 00 9 25 9 00 o.25 600 SR. filterable . 14.50 -17.00 14.50 -17.090 
2 7 . | 750 No. 3-4 9 50 9.75 9 50 9.75 650 S.R.. <ncarate 16.00 -20.00 16.00 29.00 
40-43 grav. w.w $50 - 6.00 450-600 | iano No. 3-4 9 875-10 50 9 875-1050 600 tt. 16.50 2100 16.50 21.00 
a | 2000 No 4 10 00 -10.75 10.00 -10.075 630 fl... 20 00 -24.00 20 00 24.00 
~ . 
Gas and Fuel Oils Bret. stk, 145-155 vis. at 210°, 540-550 f., No. 8 col 
i ayes a z Red Oils 9 Q: . . ‘ 
WESTERN PENNA. REFINERS’ QUOTATIONS || +t oe ue na ee 
Rradford-Warren | 200 No. 5-6 7.50 - 7.75 7.50 - 7.75 “Hap ot. ake 44 ee 
26-40 : ») 4 6295 "5 (@ 95 o 300 No. 5-6 8.00 8.25 8 00 8.25 
CP perny . .. le) $.625-4.75 (e) 4.625-4.2 500 No. 3-6.. 9.00 - 9.25 9.00 — 9.25 
Other districts: (Excluding Pittsburgh District: Prices) 720 No. 3-6 9 50 9.75 9 50 9.75 > 
36-40 gravity $.125- 4.375 4.125- 4 375 1200 No. 3-6 9 875-10 50 9 -875-10.50 Petrolatums 
end | 2000 No. 5-€ . 10.00 -10.75 10.00 -10.75 
CENTRAL MICHIGAN (a | Ds eddomenns Rinna — — 
PW. Distillat 1 50 . Note: Red oil prices cover oils with green cast; blue WESTERN PENNA. (Bbls., carloads; tank cars, 
Setanta » _ 4.50 | cast red oils are slightly lower in some cases 0.5¢ per Ib. less. One refiner reports he equalizes freight 
No. 3 gas oil, Str + 00 4.25 1 00 Bat | . . snary i i 
4 ; big S =-s *.< | with nearest refinery to destination). 
CGA. gas oil 350 8 75 3.50 - 3.75 | : . sab Ak 3 Kg pees ee 
Fuel Oils (Vis. at 100 |} MID-CONTINENT (Vis. at 100° F.: F.o.b. Tulsa Snow White sere 1.625 es ‘ Oe» 
: Pale Oils 0 to 10 PLP. Lily White - 650 — 6.625 6.625 
540-700 Via. (e)3 00 e)3 00 4 Cream White 5.50 5.625 5.625 
300-500 Vis 3.00 - 3.25 3 00 325 Vis. Color Light Amber. . 3.75 4.125 3.875- 4.125 
| 100-300 Via e) 3.25 -3 50 (e) 3.25 -3.50 60-85 — No. 2 6.50 7.00 6.50 7.00 Amber. . : 3 50 3875 3.623- 3.875 
86-110 —-No. 2 6.75 7.50 6 75 7.50 . 3.125 50 3.375-3 50 
COR T.ATIOMA 1350—No 3.. 11.75 -12°75 11.75 -12.73 _ Pe anne = 
No. 1 PW 180 —No. 3 13.00 13.00 
No Latraw.. 200-—No. 3 13.50 13.50 
No 2 atraw 250 —No. 3 14.50 14.50 ' , 
No 2 dark 280 —No. 3 15.50 -16.25 15.50 -16.25 | Wax 
1 o6lt van oil 300—No. 3 16.50 -16 75) 16.50 -16 75 
28-320 grav. zero WESTERN PENNA. REFINERS’ QUOTATIONS 
No. 6 Red Oils In bbls., carloads, N. Y 
Hange oil 180-—No. 5 (e) 12.50 (e) 12.50 122-124 A.m.p., w.c. | 
RANSAS CK K Aerts, ; 200 ~No. > (e)13 00 me (e)13 00 scale ...... F e (e)6.00 (e)5.50 | 
oF en SOE. 230 —No. 5 0h) 14.75-15.75(h) 14.73-15.75 124-126 A.m.p., w.c. 
No. I p.w.. (e 3 875 (e)3 875 300 —No. 5 (e) 16.25 (e) 16.25 scale. ..... (h) 6.00 -6.25 — (h)5.50 
10-14 gravity n n Not Ti» -fallowi il f 15 to 23 | 
Ne 6f | a 0 50 ) se 0 - ne ote ’ onowing ous, Oo » oO «3 P.p., are ” | 
» 6 fue 1) $0 50 $ rth) $0 45 $05 generally quoted these amounts under 0-10) p.p.; OKLAHOMA = (In bbls. or burlap bags, carloads) 
N TEX. (hb viscous oils, 0.5c; non-viscous, 0.25c. Viscous oils 124-126, A.m.p., w.c. 
No. | P.W (150-300) vis.), No. 4 color, generally are quoted eR ne ot ; (h) 5.75 -6.00 (h)5.50 
| 0.5¢ above No. 5 color oils | 
E. TEX. | | CHICAGO QUOTATIONS (FOB Chicago district | 
: Stead Se | | Ss finer. ; : 6 
No. Tn eas eats | eMeAGO. (vis at 1008 F score oe sceene fs So ee ae oe 
N. LA. (For shipment to La. and Ark. (e) Pale Oils 0 to 10) p.p. 3° F. to convert into A.m.p.) 
" 10 14 gray (e $9.65 $0 T0/e) $0.65 $0 70 Vis. Color | Fully refined: 
*—No. 2 8.25 3.25 122-124 (bags ty) 5.40 4.90 
VA. Feb. Ark. plant of stiner, fo , 60-6 > | 122-124 (bags only 
A AK sear a rk. plant of one cefiner, for shipment 86-110—No. 2 8 50 8 50 | 325-127 5.60 5.10 
No. 2 = gic 150 —No. 3 2 25 7S | 127-129 5.85 5.35 
ae be an : th 3.375 180—No. 3 14.00 13.00 | 130-132 6.15 3.63 
nee ane >. Leo $125 200-—No. 3 14.50 13.50 | 132-134 6 40 5.90 
tractor Fuel })4.50 i450 230—No. 3 15.50 14 30 135-137 745 6 63 
" ‘a an FOR. Central Michigan refinery group basis, for shipment within Mich. Shipments may originate at plants outside Central group. (b) For shipment to Texas and 
t. se ii 2 teatics neon gs Group 3 prices quoted on northerm shipments. .¢) Excluding Detroit shipment. (e) One refiner quoting. (f) No quotations reported. (g) To resellers 
:olding licenses a wo refiners quoting ) kor shipment to Ark. points only k) Two suppliers quoting. (1) Quotations. (m) Sales. (n) No quotations reported 
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TANK WAGON MARKETS 


Tank car, tank wagon. dealer. and service station prices for gasoline do not include taxes: thev do. however. include insnection fees as shoiwn ‘n general footnote 
tares. shown in separate column, include \c federal. and stale lares; also city and county tazes as indicated in footnotes. 


Gasoline 


Kerosine tank wagon prices also do not include tares 


kerosine tares. where levied. are indicated in footnotes. Dealer disconnts are shown in footnotes; for commercial consumer discounts, see NPN for March 29, April 12, April 19 and 


June 7, 1939, or write to N.P.N. 


These prices in effect Oct. 30, 1939, as posted by principai markeling companies at their headquarters offices, but subject to later eorrection 





S. O. New Jersey 


Fssolene 
(Regular Grade) 
Consumer Gaso- Kero- 
Tank Dealer line sine 
Car T.W. Taxes T.W. 


‘Atlantic City, No J 7 6 eZ 1 7.6 
*Newark, N, J 7.6 8 7 1 7.6 
Annapolis, Mad 835 9 35 5 9 50 
Saltimore, Mad ee 6. 8.75 a 8 
Cumberland, Wd 9.15 10.15 5 10 
Washington, D.C 8.0 9 } 95 
Danville, Va 8 95 Hh 45 6 12.9 
Norfolk, Va .40 10.25 6 10 
Petersburg. Va 805 10055 6 11.7 
Richmond. Va 8.05 W545 6 1 7 
Roanoke, Va 9.25 1.75 6 ia 
Charleston, W. Va 8055 11.05 6 12 6 
Parkersburg, W.Va 7 8 9 8 6 7.2 
Wheeling, W.Va 8% 8 10 75 6 > ae - 
Charlotte, NOC 9 9 11.4 ‘é It é 
Hickory, NOC 10.45 195 ry Ra. 
Mt. Airy, N.C 10.3 11.8 ri 2.2 
Raleigh, NOC 9 65 1005 Fy 15 
Salisbury. NOC 9 945 1t 45 7 119 
Charleston, S.C r Ree 10.25 7 10 6 
Columbia, S.C 8 6 M1 7 115 
Spartanburg, So € 9 3 11.8 ri taco 


} ‘ 

Discount to undivided dealers on Essolene: thru 
territory. except New Jersey points. which see in 
“Note” below: Dealer tow. price less O.5¢ per gal 

*Efective Sept. 14, 1939, 8.0 New Jersey posted 
a minimum retail resale price of 11.9¢ thru New 
Jersey 

Nole: While the above posted prices continue at 
Atlantic City and Newark, N. J.. dealers will pay a 
net price of 8.6¢ per gal. for Kssolene Dealers 
having pumps marked only. Esso, Essolene and 
“Standard” White gasoline will pay 8.le per gal 
for 1 ssolene 

Kerosine Discount: le off t.w. price for 25. gals.. 
or more, under contract thru territory (Baltimore 
City contract not necessary) except no discount in 
state of New Jersey 


Socony-Vacuum Oil Co. Ine. 
(S. O. New York Division) 
Socony Mobilgas 
(Regular Grade) 
Con- “Split” 
sumer Deal- Gaso- Kero- 
Tank er line sine 
Car T.W. Taxes TLW. 
Metropolitan NY City 
Boroughs of Man 
hattan, Bronx and 
Brooklyn (Kings and 


Queens) 7 6 8 9 *5 8% 00 
Borough of Rich 

mond (Staten Is.) 7.6 89 «5 8 00 
Albany, N 7.5 9.2 5 7.8 
Binghamton, N. Y 8 8 10 4 5 8 80 
Buffalo, N.Y 8 1 95 5 7.6 
Jamestown, N. Y Est 9.5 5 ta 
Plattsburg, N. ¥ 8 10 4 5 8 40 
Rochester, N. Y 8.3 10 5 84 
Syracuse, N. Y 8 1 95 5 8 30 
Bridgeport, Conn 7.7 8 8 1 7.5 
Danbury, Conn. 8.2 9 6 1 8.50 
Hartford, Conn 7.8 93 4 7.90 
New Haven, Conn cea 8.8 4 8 00 
Bangor, Me 7.8 10 5 8 40 
Portland, Me 7:§ 93 5 8 00 
Boston, Mass 7.4 9 4 8 00 
Concord, N. H 8.3 10.5 5 8 60 
Lancaster, N. H 91 SES 5 9 40 
Manchester, N. H 8.2 10 5 8 40 
Providence, R. I 7.4 9 3 5 8 00 
Burlington, Vt 8 9.5 5 8 20 
Rutland, Vt 8.4 95 5 8 40 

*Plus 2% city sales tax computed at time of 


ench sale. 
Discount lo undivided dealers: 0.5¢ lean than “‘aplit™ 
denler tw 


Atlantic Refining 


Atlantic White Flash 
Gasoline 


(Regular Grade) 


cial Gaso- Kero- 
Tank Dealer line sine 
Car TW. Taxes T.W 


Philadelphia, Pa 8 9 5 10 
PUIGIHITENE. wok ccncee © 95 5 105 
Allentown 8 95 5 10.5 
Erie & 95 5 10 
Scranton... 85 10 5 10.5 
6 eee. 10 5 10.5 


Harrisburg 
Williamsport 
Dover, Del 
Wilmington 
Boston, Mass 
Springtield, Vass 
Worcester, Mass 
Fall River, Mass 
Hartford, Conn 
New Haven. Conn 
Providence, R 
Atlantic City, N. J 
Camden, N. J 
Trenton, N. J 
Annapolis, Md 
Baltimore, Mad 
Hagerstown, Md 
Richmond, Na 
Wilmington, N. ¢ 
Brunswick, Ga 
Jacksonville, Fla 
*( 


cluded in above price 


Discount to undivided dealers 


95 > 10 
1 5 10 
95 o 10.5 
gq <4 9 
4 1 8 
9 1 f 
9% 1 8 
9 ‘ 8 
9.3 1 8 
& 8 1 8 
9 3 i 8 
86 1 7 
& 6 1 7 
8 6 1 7 
9 35 5 9 
8 75 5 8 
9 8 5 10 
O55 6 10 
10 35 7 10 
10 7 1 
$ 8 10 


Dealer t.w. le 


6 
6 
6 


oO 


> 


reorgia has kerosine tax of le per gal. net in 


‘38 


O.5e per gal. except in Georgia and Florida, dealer 
t.w. and uodivided dealer price is same 


Discounts: At Seranto 


n. Pa 


le per gal. volunta 


discount allowed to dealers only. effective July 


1939 


Kerosine discount: Then 


ware, 2c per gal. off tw. price 
25 gals. or more at one time 


29, 1936 


Pennsylvania and De 


on tow. deliveries 


ry 
8, 


la 
of 


. effective since Oct 


S. O. Ohio 


Sohi 


on- tDiv- 
sumer ided 


o X-70 Gasoline 
Regular Grade 


Gaso- Ker 
line sin 


PW. Die. [S.S. Taves TW. 
Ohio. Statewide I! 10 a) , | F- 
Akron It 9 13 5 *R OS 
Cincinnati 1 10 12 > *|2 
Cleveland 1! 10 13 5 "12 
Columbus 11 10 2 5 *12 
Dayton 1 Ww 12 > "12 
Marietta 11 So i - i 
Portsmouth It iL 3 > a 
Poledo 1 9 ico 5 “52 
Youngstown II 10 2 > Ttt.a 


Ohio. Statewide il 
Akron 11 
Cincinnati ia 
Cleveland ll 
Columbus 11 
Dayton 1 
Marietta a 
Portsmouth 1! 
Toledo ll 

11 


Youngstown 


Renown Gasoline 


10 

0 
10 
10 
10 
ith) 

9 
10 

9 
10 


Third Grade 


13 ) 
it 5 
t2 5 
i) 5 
'2 ~" 
12 > 
>» 2 5 
18 5 
Ws 5 
12 5 


Note: Prices at other Ohio points may be obtained 


by writing NPN. 


*Ohio has kerosine tax of le per gal., not included 


in above prices 


tThis price also to authorized agents, exclusive of 


0.5¢ rental 


{Prices are at company-operated service stations 
Discount to undivided dealers 


dealer t.w 


O50 leas than divid 


S. O. Kentucky 


Crow 


n Gasoline 


(Regular Grade) 


Con- 
sumer 
T.W. 
Covington, Ky 12 
Lexington, Ky 13.5 
Louisville, Ky 12.5 
Paducah, Ky $2.5 
Jackson, Miss 12.5 
Vicksburg, Miss 12.5 
Birmingham, Ala 13.5 
Mobile, Ala 12.5 
Montgomery, Ala 13.5 
Atlanta, Ga 13 
Augusta, Ga 13.5 
Macon, Ga 14 
Savannah, Ga 5Z.S 
Jacksonville, Fla 11 
Miami, Fla 1.5 
Pensacola, Fla 12.5 
Tampa, Fla 12.5 


Covington, Ky 
Lexington, hy 
Louisville, Ky 
Paducah, Ky 


Ky 


> 


Gaso- Ker 


ed 


‘o- 


Net line = sine 


Dir, Taree T.W. 
9 6 95 
10 5 6 10 
95 6 9 
9.5 6 9 
95 vi *9 5 
95 r *9 
10.5 *% 9 
95 *9 9 
10.5 *9 *10 
10 7 *9 
10.5 7 *9 
1 7 *9 5 
95 7 *8 
8 8 8.5 
8.5 % 7 
95 *9 8.5 
95 8 85 


so Gasoline 


(Third Grade) 


& 6 
9.5 6 
ae 6 
8 6 


Jackson, Miss ll 85 7 
Vicksburg. Miss a RO5 7 
Birmingham, Ala im 9 *g 
Mobile, Ala 10 ao *9 
Montgomery. Ala 15 9 *9 
Atlanta, Ga 10 5 8 7 
Augusta, Ga 2 95 7 
Macon, Ga 2 9 7 
Savannah, Ga 10.5 8 7 
Jacksonville. Fla 95 ri 8 
Miami, Fla 10 7.3 , 
Pensacola. Fla m5 8 *Q 
Tampa, Fla 11 85 R 


Discounts to all tank wagon consumers: VTective 
Jan. 4, 1937, thru territory, on Crown gasoline, 3e 
per gal. below consumer t.w. price; on Kyso, 2 5¢ 
below, regardless of quantity purchased, per month 

*Tares: Inthe tax column is included these city 
and county gasoline taxes at the following points 
Mobile, 2e city; Birmingham, le city; Montgomery, 
le city and le county; Pensacola, le city. Georgia 
and Montgomery. Ala. have kerosine taxes of Le 
per gal, and Mississippi O.5e. not included in abowe 


prices 
S. O. Indiana 


Red Crown (Regular Grade 
Stanolind (Third Grade 
Red Dealer Prices 
Crown ‘ 
Cons. Red Stance 
PW. Crown lis 


Chicago, it 9 1 

Decatur, TH | 801 

Joliet, TH ot 9 6 

Peorta, Hl ot 9 6 

Onuiney. TH 10 9 94 

Tridianapolis. Tied 18 3 

Evansville. [nd lo 04 

South Bend. Tnd m8 08 

Detroit, Mieh 9 6 a | 

Grand Rapids Mich 95 8 

Saginaw, Mich 18 9 3 

Green Bay. Wis mo O74 

Milwaukee, Wis t?.3 9% 

La Croase, Wis tos 10 

Minneapolis-St. Paul 1ho5 10 > 
Dudlath, Minn oOo OF > 
Mankato. Minn to5 10 4 

Des Moines. ba 1a 9 9 4 1 
Davenport. ba ee.4 9 6 1 

Mason City. ta te 3 9 38 1 

St. Louis. We 10 7 9 2 t 
hansas City. Ve wo4 89 4 

St. Joseph. Wo 4 89 8A 1 7.9 
Fargo, N. D 27 88.2 0T 9 11.6 
Hloron SoD bs 15> 610 5 1 9 
Wichita, Kans 93 6 6 . 1 7.4 


*Taxes: in the tax column is included these eity 
and state gasoline taxes at following pointa: Kansas 
City. St. Joseph and St. Louis, le city tax Kerosine 
taxes: Indiana has fe, Lowa 3e per gal «tate tas 
not included in above prices 


S. O. Nebraska 


Standard Red Crown Gasoline 
(Regular Grade) 


Gaso- Kero- 
line sine 
V.W. Dealer Taresn TLW 


Omaha, Neb 10 9 94 6 98 
McCook 10.5 10 2 6 9 
Norfolk 13.3 9 8 6 9 5 
North Platte 11.8 10.3 6 10 
Scottsblaff 25 9.5 6 14 


S. O. Louisiana 


Easolene 
(Regular Grade) 
Guano- Kero- 
' Dealer line sine 
lar T.W 





« Tareas TLW. 
Little Rock, Ark ce 10.25 75 #10 
Alexandria, La 7.3 9.75 8 *11.5 
Baton Rouge, La ‘a0 9 75 8 *9 5 
New Orleans, La 7.25 975 *%10 *9 
Lake Charles, La 7.2 9 75 8 1.5 
Shreveport, La 6 8.5 8 *10 
Lafayette, La 7:0 10 8 *10 
Bristol, Tenn 10.75 12 8 13 
Chattanooga, Tenn 10 12 8 12 
Knoxville, Tenn 10.5 13 8 13 
Memphis, Tenn 8.5 11 8 ll 
Nashville, Tenn 9.5 12 8 1! 


*Taxes: New Orleans gasoline tax inchides’ Te 
state. lc federal. and 2c parish tax. Louisiana has 
kerosine tax of le per gal.; in addition New Orleans 
has le parish tax. none of which are included in above 
prices 

Price basis to dealers: Undivided dealers zet 
dealer price, leas 0.5c 














Above prices include these inspection fees on both gasoline and kerosine ual-ss otherwise specified. per gallon. figured on basis of 50 gallons per barrel: . 
Alabama. 1 /40c on gasoline. | /2c on kerosine; Arkansas. 1 5c per gal. in a single barrel. | /20c per gal. in bulk: Florida 1 8c; Illinois. 3 /100c; Indiana, 1 [ae pet gal. 
in ‘ots up to 25 bbls.; 2/25c per gal. in lots of 25 bbls. or more; Kansas. 1 /50c, (3 /50c can be charged to meet inspection department expenses); Louisiana, | /32¢; Minne- 


sota. 1 /25c: Missouri. 3 /100c: Nebraska. 3 /100c: Nevada. gasoline. | 20c; North Carolina. 1 /4c: 


North Dakota. 1 


20c: Oklanoma. 2/25c per gal. lous of more than 50, in 


bbls., 1 /5c in lots less than 50 bbls.; South Carolina. 1 8c: South Dakota. 1/10c: Tennessee, 2/5c: and Wisconsin. 3/100c 
herosine inspection fee only: lowa. 3 50c: Michigan. 1 /S5c per gal 
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TANK WAGON MARKETS 


Tank car, tank wagon, dealer, ana service station prices for gasoline do not include taxes; they do, however, include inspection fees as shown in general footnote. Gasoline 


tazes. shown in separate column, inciude \c federal. and state (ares: also city and county tares as indicated in footnotes. 


Kerosine tank wagon prices also d» not include tares: 


kerosine tares, where levied, are indicated in footnotes. Dealer discounts are shown in footnotes; for commercial consumer discounts, see NPN for March 29, April 12. April 19 and 
June 7, 1939, or write to NPN. These prices tn effect Oct. 30, 1939, as posted by principal marketing companies at their headquarters offices, but subject to later correction. 















Humble Oil & Refining Co. 


Humble Motor Fuel 
(Regular Grade) 
Gaso- Kero- 


line sine 

*Tr.W. S.S. Taxes T.W. 
Dallas, Tex ere. 13 5 8 
Ft. Worth, Tex... a 13 5 7 
Houston, Tex re 13 5 8 
San Antonio, Tex 9.5 13.5 4 8 


Thriftane 
(Leaded, 67 Octane, Purple Gasoline) 


Dallas sess 7 Il 


cae ee 5 5 
Bt. Worth. .......0.2.. 7.5 11 5 
Houston iéieeweahow 11 > 
San Antonio 8 11.5 5 


U.S. Motor Gasoline 

(Third Grade) 
Dallas, ‘Tex : 
San Antonio, Tex..... { 


vw 


*These tank wagon prices apply to all classes of 
dealera and consumers. 


Continental Oil 


Conoco Bronz-z-z (Regular Grade) 


Gaso- Kero- 
Deal- line sine 
fi 6 WA er Taxes [T.W. 
Denver, Col.... 10.5 5 3.5 
Grand Junction, Col... .13.5 > 15 
Pueblo, Col 11 5 9 
Caaner, Wd. «..s6c<- .2 5 11.5 
Cheyenne, Wyo 10.5 5 13 
Billings, Mont... 12.5 6 13 
Butte, Mont ...14 6 is.5 
Great Falls, Mont. ...13.5 6 3.5 
Helena, Mont 5284.5 . 6 is.5 
Salt Lake City, Utah. .12.5 12.5 5 16 
boise, Ida Be | “15.1 6 18 
Twin Falls, Ida *F15.1 **15.1 6 18 
Albuquerque, N.M...10.5 10.5 16.5 10 
Roswell, N.Mo...... 9 9 16.5 8 
Santa Fe, N.M...... 10.5 10.5 *7 10 
Ft. Smith, Ark 9.5 5 7.5 
Little Rock, Ark 9 75 t.2 8 
Texarkana, Ark 9 8 
Muskogee, Okla ae 9 7 
Oklahoma City, Okla 6 4 6.5 
Pulsa, Okla 7 > 2.0 
Demand Gasoline 
(Third Grade) 
Denver, Col... ~- 9.5 5 
Grand Junction, Col.,.12.5 5 
Puefifo, Col. oo... 2... 10 5 
Casper, Wyo bee we 11.5 5 
Cheyenne, Wyo... ... 9.5 3 
Billings, Mont........11.5 6 
Butte, Mont.........11 6 
Great Falls, Mont. ...11.5 6 
Helena, Mont........13.5 - 6 
Salt Lake City, Utah .11.5 11.5 5 
Boise, Ida. . ee |e | ‘L401 6 
Twin Falls, Ida..... *¥14 1 **14.1 6 
Albuquerque, N.M.... 8.5 8.5 16.5 
Roswell, N.M....... 8 8 16.5 
Santa Fe, N. M...... 9.5 9.5 *7 
Ft. Smith, Ark... 7 i) 
Little Rock, Ark... a2 7.5 
lexarkana, Ark. . 6.5 5 
Muskogee, Okla 6 > 
Oklahoma City, Okla 5. > 
Tulsa, Okla 5 ’ 


tincludes city tax of 0.5c. 

*Includes lec city tax. 

tPrices are in t.w. deliveries to consumers and 
dealers 

**Prices include 0.le to cover L-mill tax for toll 
bridges. 

t?T.w. prices in all states except Utah, Idaho and 
New Mexico are to consumers and dealers 


S. O. California 


Standard Gasoline 
(Regular Grade) 


Gaso- Kero- 
line sine 


T.W. S.S. Taxes T.W. 
San Francisco, Cal. 13.5 14.5 4 11.5 
Los Angeles, Cal..... 13 14 4 10 
ae ee 14.5 15.5 4 iz. 
Phoenix, Ariz....... 14 15 6 *12.5 
Pe. TOOT... os. cs oc.0 ADeD 16.5 5 13.5 
Portland, Ore. .......14 15 6 3.5 
Seattle, Wash ere 15 6 T13..5 
Spokane, WOOD. 4.55.6: is..5 16.5 6 t16.5 
Tacoma, Wash.......14 15 6 T13.5 


Flight Gasoline 
(Third Grade) 


San Francisco, Cal... .12 13 4 

Los Angeles, Cal......11.5 12.5 4 

ye re 13 14 4 

Remo, Nev.......<cee. 14 15 5 

Phoenix, Ariz........ 11 12 6 

Portland, Ore........ 12.5 13.5 6 

Seattle, Wash........ 12.5 13.5 6 

Spokane, Wash....... 15 14 6 

Tacoma, Wash....... 12.5 13.5 6 Ne 
*Arizona has kerosine tax of Sc per gal., not 


ineluded in above prices. 





tWashington has 0.25c per gal. tax on kerosine 
sales, not included in above prices. 

Discount to 100% dealers, thru territory, off posted 
t.w. prices, on gasolines: on Standard Ethyl, Standard 
Gasoline and Stanavo Aviation, 3c per gal.; on 
Flight gasoline, 2c. 


Canada 
PRICES OF IMPERIAL OIL LTD. 


Per Imperial Gallon, which is 1.2 U. S. Gallons 
’ 3-Star Imperial Gasoline 
(Regular Grade) 


Kero- 
Gasoline sine 
T.W. Taxes bi 
Hamilton, Ont.......15.5 8 16 
Toronto, Ont........... 15.5 8 16 
Brandon, Man.......21 7 23 
Winnipeg, Man....... 19.5 7 20.5 
Regina, Sask 1805 Y § 20.5 
Saskatoon, Sask 21 7 23 
Edmonton, Alta 18.9 F | 20.9 
Calgary. Alta 16 7 18 
Vancouver, B.C 16 7 23 
Montreal, Que 15 % iS;3 
St. John, N. B 14.5 10 18.5 
Halifax, N.S 5 10 18.5 
Discounts to undivided dealers, lc off t.w. price, 


except Maritime Provinces where undivided dealers 
pay t.w. price. Divided dealers pay t.w. price, thru 
territory. 


Aviation Gasoline 
Following are tank car, tank wagon or 


dealer prices, as indicated, of aviation 
gasoline in several marketing territories. 
Ss. O. OHIO 
Thru Ohio 
Esso Aviation 
Consumer Gasoline 
i Taxes 
74 octane : 16 5 
80 octane 17 BY 


87 octane 18 5 

Discounts: For delivery on contract to hangar 
operators and resellers: 2c below consumer posted 
t.w. price, shown above. 


S. O. INDIANA 


Stanavo Ethyl Aviation Gaseline 
73 Octane Number 


ee | ar 14.9 

Detroit, Mich........ 16.5 4 
Milwaukee, Wis...... 15.1 5 
Minneapolis, Minn... .15.3 5 
St. Lous, Mo......... 14.5 3 
Kansas City, Mo...... 14.2 *4 
yp oS Ue | oe 4 
wy i 15.8 5 


*Includes Ic city tax. 


HUMBLE OIL & REFINING CO. 
74 Octane Aviation Gasoline, Clear 


Tank ¢ lar 


Pi Ragen, io aia se ea 28s 2s 8.5 
CONTINENTAL OIL CO. 
Conoco Special Gasoline 

. - «& 

Dealer Gasoline 

Price Taxes 
Denver, Colo......... 15 5 
Cheyenne, Wyo...... 13.5 a 
Helena, Mont........ 22.5 6 
Salt Lake City, Utah. . 18 5 
Albuquerque, N. M... 14 *6 5 

*Includes city tax of 0.5c. 
Ss. O. CALIFORNIA 
Stanavo Aviation Gasoline 
r.W. 

Phoenix, Ariz........17.5 6 
Los Angeles, Cal......15 4 
San Francisco, Cal....15.5 4 
eS eee 17.8 5 
Portland, Ore........ 16 6 
Seattle, Wash. ....... 16 6 
Spokane, Wash....... 19 6 


Note: For discounts, etc., see note under Standard 
and Flight gasoline above. 


Naphtha (In Tank Wagon) 
Ss. O. NEW JERSEY 
Posted Tank Wagon Prices 


Mineral Spirits V.M. & P. 
Se, OF eer, Sere iS 15.5 
Rettionare, BAG... . ..s2o600 ss 1s.:$ 
Washington, D.C.......... 15 


Discounts: Buyers taking following quantities 
at one time, get these discounts: Newark, 2c per gal. 
on 200 gals. or more; less than 200 gals., 0.5c higher 
price. Baltimore 2c off on 25 to 100 gals. and 3c on 
over 100 gals. Washington, 2c off to contract buyers. 


SOCONY-VACUUM OIL Co. 
Buffalo, N. Y 11.3 12.5 
*New York City 3.5 10.5 
Rochester, N.Y 12:5 12.5 
Syracuse, N. Y 12.5 15 
Boston, Mass 11.5 115 
Bridgeport, Conn SBS 12 
Hartford, Conn 11 1.5 
Providence, R. I i ee 12.5 





over 1,000 gals. annually. 


Stoddard Solvent; and prices for V. 
apply also to Light Cleaners Naphtha. 


*Prices apply to consumers only in quantities 
For quantities under 
1,000 gals. annually, add 0.5c per gal. 

ATLANTIC REFINING CO. 


Philadelphia, Serer 12 14.5 
Lancaster, Pa... ...esecese 13.5 16 
PaRIEGE, POs a. osc cr seasene 14.5 14.5 


Note: Prices for Mineral Spirits also apply to 
1.&P. Naphtha 


Discounts: Philadelphia, 200 gals. or more at one 
time, 2c per gal. less. Lancaster, contract buyers 
taking 1.000 gals. or more per year, one drum up, 
2c per gal. less; non-contract buyers, 200 gals. or 
more at one time, 2c per gal. less. Pittsburgh, 500 
gals. or more at one time, 2c. 

Ss. O. OHIO 
S.R. V.M.&P. 
Solvent Naphtha 
Tee OM siccs ss sciaibiere ss 12.5 13 

Note: V.M.&P. naphtha prices also apply on Dry 
Cleaners naphtha, special Varnolene, Varnolene and 
Sohio Solvent. Discounts to contract consumers off 
t.w. price; 300 to 999 gals., 0.5e; 1,000 to 2,499 gals., 
0.75e; 2,500 to 4,999 gals., le; 5,000 or more gals., 


oc, 
Ss. O. INDIANA 
(Prices include state and federal tazes) 

Oleum V.M.&P. 

Spirits Naphtha Stanisol 
Chicago, Ill....... 16.2 16.5 15.9 
Detroit, Mich... . 19.2 18.2 19.7 
Kansas City, Mo.. 13.9 14.9 14.4 
St. Louis, Mo.... 14.2 15.2 12.9 
Milwaukee, Wis. . 18.8 19.8 19.3 
Minneapolis, Minn. 19 20 ys By § 


Note: All prices, with exception of Missouri points, 
include state tax. Prices shown are base prices, 
before discounts. 


Naphtha (In Tank Cars) 
{n Tank Cars (F. o. b. refinery or seaboard terminal 
except Ohio, delivered price.) 


V.M.&P. Mineral 

Naphtha Spirits 
Baltimore 9.50 8.50 
New York Harbor 9-9 5 8.75-9 
Philadelphia district 10 8.25-9 
Boston 95 9.5 
Providence ; 9.5 9.5 
fOhio points, delivered 8.5 *% 


*This is on rubber solvent. 

fOhio prices are those of S. O. Ohio. Its”prices 
for D.C. naphtha, special Varnolene, Varnolene and 
Sohio Solvent are same as for V.M.&P. 


Price Changes 
Dates and amounts of changes. 
See table for full current prices. 


S. O. New Jersey—Essolene: 

Correction: Cumberland dealer t. w. 
has been 10.15c since Sept. 30, 1938, 
instead of 11.15c, as published since 
that time, S.O.N.J. announces. This 
price cut lc, Aug. 15, 1938, to 10.65c, 
and 0.5¢c Sept. 30, 1938, to 10.15¢c. No 
changes since. 

Socony-Vacuum Oil—Socony Mobilgas: 


Consumer t. c. up 0.1le to 0.2c, thru ter- 
ritory, except Western New York and 
parts of Vermont, Oct. 24. Unchanged 
were Buffalo, Jamestown and Roches- 
ter. Up 0.2c were New York City, 
Albany, Syracuse, Portland, Man- 
chester; other points published in this 
table up O.1e. Concord and Lancaster 
dealer t. w. up O.1¢e, Oct. 24. 

Kerosine: 


Jamestown t. c. up 0.2c, Rochester up 
Ole, Oct. 23. Bulfalo t. w. eut Oke, 
Cet. 24, 

Atlantic Refining—White Flash Gasoline: 


Worcester commercial t. c. up 0.3c, Oct 
25. 


S. O. Louisiana—Kerosine: 
Knoxville t. w. cut 1.5c, Oct. 26. 
Continental Oil—Conoco  Bronz-2z-z and 
Demand: 
Boise up 0.5¢c, Oct. 6. 
_Oklahoma City cut lc, Oct. 17. 
Tulsa cut 1c, Oct. 18. 
Muskogee cut lec, Oct. 19. 
Demand Gasoline: 
Great Falls up lc, Oct. 19. 
Kerosine: 
Tulsa t. w. up 0.5c, Oct. 19. 
Imperial Oil—Canada—3 Star Imperial 


Gasoline and Kerosine: 


T. w. cut 0.3c to 0.5¢c, thru Alberta and 
Saskatchewan, Oct. 25. Regina, Ed- 
monton and Calgary cut 0.5c, Saska- 
toon, 0.3¢e. 


T. w. up 0.5c, thru Quebec, New Bruns- 
wick and Nova Scotia, Oct. 26. 
Fuel Oil 
Nos. 2, 3 & 4: 
up O.ic, Oct. 23. 
Nos. 1, 2 and 4: 
thru North Carolina, 


Socony-Vacuum 
Rochester t. w. 
S. O. New Jersey 
up 0.25c, 
ib 
(Continued on page 51) 
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Tank Wagon 
(Continued from preceding page) 


Baltimore and Washington, D. C., t. w. 
up 0.25c, Oct. 14 
T. w. up 0.35¢c, thru New Jersey, up 
0.25¢, thru Virginia and up 0.5¢ to 
0.6c, thru South Carolina, and Annap- 
olis No. 2 fuel up 0.25¢c, Oct. 20. 
Naphtha 
Socony-Vacuum Oil — Mineral Spirits € 
V.M.&P. Naphtha: 
T. w. up 0.5¢, thru territory, except New 
York City unchanged and Buffalo min- 
eral spirits up lic, Oct. 9. 


Oklahoma City Regulates Signs 


OKLAHOMA CITY—City Council 


here has passed an ordinance regulat- 
ing retail gasoline price posting and all 


forms of retail advertising of motor 
fuel. 

Retailers are required to post a sign 
not less than eight by eight inches on 
Sign must show the price 


and state whether taxes are included, 
kind of gasoline, character, and name 
of brand. 


Lettering of the sign shall 


not be less than three-quarters of an 


inch high and at least one-eighth of an 
inch wide. 

In all forms of advertising, newspa- 
pers, radio, pamphlets or letters, price 
must be stated and whether the price 


quoted includes tax, together with the 


kind, character and name or brand of 
gasoline. 

If the product has no name, it must 
be labeled “no brand”. Octane rating 
must be given in all forms of advertis- 
ing. Gasoline manufactured by anoth- 
er party may be sold under a private 
brand or “no brand” name providing 
authorization is obtained by seller and 
is on file at the point of sale. 


Coming Meetings 


National Motor Truck Show, Navy Pier, 
Chicago, Nov. 8-16. 


American Petroleum Institute, 20th annual 
meeting, Stevens Hotel, Chicago, Nov. 
13-17. 


Interstate Conference on Automotive Taxa- 
tion, Western Division, sponsored by 
American Petroleum Industries Commit- 
tee, Stevens Hotel, Chicago, Nov. 13 to 17. 


Twenty-five Year Club of Petroleum In- 
dustry, first annual meeting and dinner, 
Stevens Hotel, Chicago, Nov. 14. 


American Institute of Chemical Engineers, 
32nd annual meeting, Providence-Biltmore 
Hotel, Providence, R. I., Nov. 15, 16, 17. 


California Natural Gasoline Assn., Ambas- 
sador Hotel, Los Angeles, Nov. 17. 


American Society of Mechanical Engineers, 
Philadelphia, Pa., Dec. 4 to 7. 


17th Exposition of Chemical Industries, 
Grand Central Palace, New York, Dec. 
4to9 


New Jersey Oil Trades Assn., annual meet- 
ing and banquet, Robert Treat Hotel, 
Newark, N. J., Dec. 7. 


Petroleum Electric Power Assn., Texas State 
Hotel, Houston, Tex., Dec. 14, 15. 


West Central Texas Oil & Gas Assn., Abi- 
lene, Tex., some time in December. 


1940 


Society of Automotive Engineers, Annual 
meeting and Engineering Display, Book- 
Cadillac Hotel, Detroit, Jan. 15 to 19. 


Northwest Petroleum Assn., Annual Meet- 
ings: North Dakota Division, Gardner 
Hotel, Fargo, N. D., Jan. 22, 23; Minne- 
sota Division, Nicollet Hotel, Minneapolis, 
Jan. 25, 26. 


American Institute of Mining and Metallur- 
gical Engineers, New York, Feb. 12 to 15 


Kentucky Petroleum Marketers Assn., 14th 
annual meeting and convention, Brown 
Hotel, Louisville, Ky., Feb. 14, 15. 


Wisconsin Petroleum Assn., annual meet- 
ing and equipment show, Schroeder 
Hotel, Milwaukee, Feb. 21, 22, 23. 


Ohio Petroleum Marketers Assn., Deshler- 
Wallick Hotel, Columbus, O., Feb. 27, 28 
and 29. 








No. | No. 2 No. 4 
s. O. NEW JERSEY 








territory same as for kerosine which see in tank 
wagon table for various cities; prices change with 
kerosine. 








TANK WAGON MARKETS. HEATING OILS 


Prices in Effect Oct. 30, 1939 
Following are posted lank wagon prices of various grades of heating vil at the points shown in various territories. 
Prices are in cents per gallon. 


| 
| 
| 
| 
| 
| 


Atlantic City, N. J 7.6 6.6 6.6 
Newark 7.6 6.6 6.6 
Annapolis, Md 6.75 
Baltimore 7.25 6.735 6.25 
Washington, D.C 1.5 7 7 
Norfolk, Va 1.2 62 6:3 
Petersburg 7.3 6.5 
Richmond 7.5 6.5 6.5 
Charlotte, N.C 9 <.40 
Hickory % 25 
Raleigh 9 (ee: 
Charleston, S.C 8 6.5 
Columbia 9 (m 
Spartanburg 9.7 8.2 
SOCON Y-VACUUM OIL CO. INC. 
S. O. New York Division) 

Nos. 

2&3 No.4 
New York City 6.50 6.50 
Albany, N. ¥ 6 70 6.20 
Rochester, N.Y 4:40 t.18 
Boston, Mass 6.70 6.70 
Bangor, Me 7.10 7.10 
Manchester, N. H tue. tee 
Burlington, Vt 7.40 7.40 
Hartford, Conn 6 80 6.80) 
New Haven, Conn 6.70 6.70 
Providence, R. I 6 70 6.70 


Note: Prices for No. 1 fuel in Socony-Vacuum | 


ATLANTIC REFINING 
Numbers 


1 2 3 4 5 6 





Phila., Pa 7.75 6.25 6.25 6.25 4.00 3.25 | 
Allentown. Pa 8.5 6.25 6.25 6.35 | 
Wilmington, Del... 7.75 6.25 6.25 6.25 } 
Springfield, Mass. 8.2. 7.2 
Worcester Mass o 7 y | 
Hartford, Conn 8 6 8 6.8 

Ss. O. OHTO | 


No. 1 No. 2 No.3 
Columbus Division and 


CWO cckcwdcens 7.50 7.50 7.00 
City of Lima 8 00 8.00 7.00 | 
Rest of Ohio 8.00 8.00 7.50 


Note: S. O. Ohio prices are for full compartment 
hose dumps, bucket dumps are 0.5c per gallon higher. 
S. OL. INDIANA 

Stanoiex Fuel and Furnace Oils } 


No. 1 Stanolex 
Fuel Furnace 
Chicago a)6.75 6.75 
Indianapolis. .. * b)7.8 
Detroit ‘ 6.6 
Milwaukee 8 Z.2 
Minneapolis... ... 7.8 7.8 
St. Louis 7 ‘ Py (c)6.7 
Kansas City 6.8 6.8 } 


(a) For 400 gals. and over; 150 to 399 gals., 7.25c; | 
1 to 149 gals.. 8.25c. 

(b) Excluding 4c state tax 

(ec) For 400 gals. & over; 100 to 399 gals., 7c; 1 to 
99 gals., 8c 

Note: Small-lot deliveries of light fuel oils range | 
up to 2c higher than avove quotations 








lowa Independent Oil Jobbers’ Assn., annual 
meeting, Hotel Fort Des Moines, Des 
Moines, March 2-7. 


American Society for Testing Materials, 
Statler Hotel, Detroit, Mich., March 4-8. 


American Petroleum Institute, Mid-Conti- 
nent District, Division of Production, 
Wichita, Kan., March 14, 15. 


American Petroleum Institute, Southwest- 
ern District, Division of Production, Hous- 
ton, Tex., March 28, 29. 


American Chemical 
Ohio, April 8-12. 


Society, Cincinnati, 


American Assn. of Petroleum Geologists, 
Stevens Hotel, Chicago, April 10, 11, 12 


American Petroleum Institute, Eastern Dis- 
trict, Division of Production, Columbus, 
O., April 11, 12. 


National Petroleum Assn., 37th semi-annual 
meeting, Hotel Cleveland, Cleveland, O., 
April 18, 19. 


Petroleum Industry Electrical Assn., Dal- 
las, Tex., May 1 to 3. 
Natural Gasoline Assn. of America, 19th 


annual convention, Hotel Tulsa, Tulsa, 
May 15, 16, 17. 


Oil Marketing Concern Is 


Burner Distributor 


CHICAGO--Braun Bros. Oil Co. of 
Winnetka, Ill., has been appointed a 
retail sales representative by Williams 
Oil-O-Matic Heating Corp. The oil com- 
pany will distribute this line of oil 
heaters throughout metropolitan Chi- 
cago, except River Forest, where Sub- 
urban Oil Co. is the burner company’s 
representative. All the personnel of 
Williams retail sales organization in 
Chicago has been taken into Braun 
Bros. sales and service organization. 





Grou poFreight Rates 





To Division Headquarters 
Points of Standard Oil 
Co. of Indiana 


Gasoline- Distillate-Gas 
Kerosine Oil-Fuel Oil 
Cents Cents Cents Cents 
per per gal. per per gal. 
Cwt. 6.6 Ibs. Cwt. 7.4 Ibs. 








Chicago, Il 40 2.640 32 2.368 
Decatur, Il 39 2.574 31 2.294 
Joliet, 1 10 2.640 32 2.368 
Peoria, Ill 39 2.574 3 2.294 
Quincey, Hl 36 2376 29 2.146 
Indianapolis, Ind 18 3.168 39 2.886 
Evansville, Ind 16 3.036 37 2.738 
South Bend, Ind... 53 3.498 12 3.108 
Detroit, Mich 64 4.224 51 3.774 
Gd. Rapids, Mich.. 62 4.092 ) 3.700 
Saginaw, Mich 66 1.356 53 3.922 
Green Bay, Wis 51 3.366 41 3.034 
Milwaukee, Wis 3 2.838 34.5 2.530 
LaCrosse, Wis 16 3.036 37 2.738 
Min’‘ap'Is-St. Paul. 46 3.036 37 2.738 
Duluth, Minn. 52 3.432 1.5 3.071 
Mankato, Minn 16 3.036 37 2.738 
Des Moines, la.. 36 2.376 29 2 146 
Davenport, la 39 2.57 31 2.294 
Mason City, la 12 2.772 33.5 2.479 
St. Louis, Mo 33 2.17% 26.5 1.961 
Kansas City, Mo 28 1.848 22.5 1.665 
St. Joseph, Mo 28 1.848 22.5 1.665 
Fargo, N. D 63 4.15% 0.5 3.737 
Minot, N. D 83 5.473 66.5 1.921 
| Huron, S. D 53 3.498 42.5 3.145 

Wichita 

From Ponca City 7.5 *4.95 71.3 75.55 

From Tulsa 12.5 *8.25 12.5 19.25 

From Cushing 11 7.26 11 (8.14 

*This rate also includes distillate rate at 
6.6 Ibs. per gal. i 

‘This rate is exclusive of distillate which is 
based on 6.6 Ibs. per gal. from Ponca City, 
Tulsa and Cushing, Okla., to Wichita. In- 
cludes only gas oil and fuel oil. 

NOTE: There is no Group 3 rate to Wichita, 
Kans. 
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| 
| All prices on this page are publisher's opinion of open market quotations or sales, for spot shipment (10 to 15 davs). In cargo markets. 
spol shipment is 90 davs. Prices in cents per gailon. ercept heavy fuel oil in dollars per barrel, in tank car lots, f.0.b. refineries or 
} seaboard terminals in districts designated. unless otherwise noted. Federal, stale or municipal lares not included. Prices quoted anplv 
| on products made from legally produced crude. Unless otherwise noted. gasoline octane ratings are determined by C.F.R. Motor 
method, A.S.T.M. D-357-331T; and lubricating oil specifications determined according to A.S.T.M. methods, unless otherwise noted 
aati 
| 
| _ °,AS - 
’ . ial, . sQT a . 3 MOTOR GASOLINE 
Atlantic Coast Refiners’ & Tanker Terminal Operators | 
= a : =i se Oct. 30 
Quotations (FOB Refineries & Terminals) | 60-62 61-63 _b-66 
ie nee : Gravity. Gravity, pravity. 
MOTOR GASOLINE | 100 e.p. 390 e.p. 375 e.p. 
Prices Effective Oct. 30 | 60 oct 5.75-6.00 ni6.125 (n)6.25 

: - 65 Oct. 72-7 | 65 oct 6.00 -6 50 (n}6.50 n)6.625 
District: 60-61 Oct. 65 Oct. & Above 68-70 Oct. Oct 68 oct 6.25 -6.75 ni6.75 (ni6 875 
N. Y. harbor (m)6.70 6.75 —- 7.00 6.75 -—7.00 6.75 -—7.00 6.75 — 7.60 72-74 oct. 6 09 -6 75 n)6.75 n)6 875 
ay N. Y. harbor m6 70 6 50 6.75 6.50 6.75 6 50 6.75 (r) 6.65 -7.20 KEROSINE 
Philadelphia 6.25 6 75 6 50 6.75 6.50 6.75 6 50 6 75 6.50 8.00 : pigs “i 
Baltimore r) 6.25 -6.75 6 25 7 00 6 23 7 00 (r) 6.50 -6.75 6.75 7.75 Oct. 30 Oct. 23 
Norfolk r) 6.625-6.875 (r) 6.75 00 (r) 6.75 -7.00 (r) 6.75 -7.25 (r) 7.50 -7.75 41-43 grav. w.w. 1.235 — 4.875(p) 4.25 -4.875 
Wilm'ton 6.50 —- 6.875 6.50 00 (r) 6.75 -7.00 6.75 — 7.25 00 - 7.85 
€ har’ston 6.625- 6 875(r) 6.75 00 (r) 6.75 —-7.00 (r) 7.00 -7.25 7.50 toe GAS OILS 
+ tarot 6 50 125. 6.50 00 (r) 6.50 —7.00 (r) 6.75 -7.50 7 00 7.25 Gas Oil (i): 

Jacksonville 6.50 6.875 6.50 00 (r) 6.50 -7.00 (r) 6.75 -7.25 00 7.25 2a: : 

( 7 r 7 Fr i.2 ; { se. . ( 0 ) 
Miami n) 6.625-6 87 m)7 00 m)7.00 m) 7.00 -7.25 (m)7.25 eg ip edo: = : r ; 135 ms 
Pampa p)6 50- 6 87 m)7 00 m 00 m) 7.00-7:25 r 5) 13-52 dinaet sndlex. . 4.25 wr 50 (p) 4.25 -4.50 
Pensacola n) 6. 625-6. 87 m) 7.00 -7.25 ie aoe ae ° os- a 77 
Mobile - a ‘= ms = ‘ 53-57 diesel index... (p) 4.375-4.75 m)4.75 

obile p) 6.00 —-6 50 m)6 50 m 6.50 m) 6.975 7 00 r6@.75 58 & at 4 150 o 
Portland m)7.40 : 7 40 7 50 7 50 oo & above (n ? 

Boston 650-715 6.75 -7.05 6.75 - 7.18 (©) 6.75 -7.00 6.75 10) LIGHT FUEL OILS 
Providence 6 80 7.15 (cr) 7.00 -7.05 7.00 15 m)7.00 7.00 7.40 No. 2. 1 00 1125 4.00 4125 

: ; WATER WHITE KEROSINE Prices effective Oct. 30 Oct. 23 DIESEL and BUNKER OILS 
District: ; ee, et In Ships’ Bunkers, or deep tank lots, per bbl.: (c) Diesel Oil $1.70 -$1.75 $1.70 -$1.75 
N : harbor 3.10 Jacksonville 5 agg f) Diesel fuel $1.35 -$1.45 $1.35 -$1.45 (ec) Grade C bunker oil $9.99 -$1.00 $0.90 -$1.00 
Pi il culeeass ae —— pepe st (g) Grade C fuel $0 70 -$0 90) $0 70 ~$9 90 Grade C bunker oil 

tila >. 25 { t *.20-5.32 : ‘ = 
Baltimore Se eae m)5.25-5.375 Cased Goods Per case — 10.90 “S18 OE _— 
Norfolk 2.22 — 3. Samabee.... (f) 5.125-5.375 a). $1.45 -$1.55 $1.45 -$1.55 MID-CONTINENT LUBES 
Wilm’ton, N.C.5 25 > 50) Portland » 0 100 e.p. blend, under : : . see - 
Charleston 5.25 — §.375Boston 5.20 65 oct $1.50 $1.60 $1.50 -$1.60 Cents per gal. at Gulf; in bbls.. FAS.; in bulk, FOR 
Savannah 25 5 375 Providence 5. 20 375-400 ep blend, terminals) 

FUEL OLLS 65 oct. & above $1 60 $1.70 $1 60 $1 70 Oct. 30 
N.Y. d) 40-43 grav., w.w ’ " 2 Barrels Bulk 
N. Y¥. harh. harhb. barges cues = = - . m4 + 7 = v4 190-200 vis. BP. 210 
No.1 > 10 5.00 . peat : ae brt. stock n}32.50 (n)27.89 
Nos. 2-3 1 60 ‘so 4.75 ‘ . 2 200 vis. E 200 brt 
No. 4 1 60 150 New York Export Quotations stock nat 50 n) 26.80 
No. 5 $1 35 -$1 65 ; ? : : 150 vis. D 210° brt. 
No 6 $1 15 Cents per gal. in bbls. FAS New York stock 0-10 p.p p) 29.50-31.09(p) 24.89-26.00 
Philo. dint Balt. di CYLINDER OFLS) (Penna. Products 15-25 p.p. (p) 28.50-30.00(p) 2389-25 .00 
i owe a 150 vis. E 210 bret. 
No.1 595 5 95 Bright stock stock ni 28 50 (n) 23.80 
Nos. 2-3 150 +50 Light, 25 p.t p) 42.00-143.00 31.50 -43.00 100 vis. D 210. brt. 
_ 4 1 c 150 S25 150 Neutral oul stock 0-10 »? neo a = 
oO, © 3 yy 35 5-95 (n)27 .5 oe 
No 6 " ¢ 7 ‘ ss 13 200 3 color, 25 p.t ni 42.00 32.00 —42.00 15 2 PP n)27.50 n 8 
| : J 150 3 color, 25 p.t (p) 40.00-42.00 30.00 —42.00 200 vis. No. 3 col. neutral: 
amt. clint. Prov. dist 600 s.r., unfilt (p)26 00 21.50 —-26.00 0-10 p.p n)29_00 in&s) 15.30 
No a - » 650 s.r.. unhilt. (p) 28.50-29.00 23.00 —-29. 00 5-95 9 50 (n&s) 14 89 
1 20 7 DO ~ 4 fil I ~ : v v : v 15-25 p.p. n)l 
Nos. 2-3 1 70 = 600 il. sur (p) 30.00-30 50 23.50 —30.50 . . a ” ail 
No. 4 A770 Sa 630 f1., (p)34.00 27.00 34.00 180 vis. No. 3 col. neutral: ene eo 
No. 5 $1 45 $1 0 0- 10 p.p. (n) 19.50 (n&s 
Ne. 6 $115 $115 Sei ddvemaitl Wax Quotations 15-25 pp (n)19.00 (n&s) 1430 
te iantior A.S.T.M. Tests. Melting points, however, are A.M.P., ao ee s = 
District: C Fuel ©) Dienel O' 3° higher than E.M.P. Export. prices, FAS. c.1. SOUTHE TEXAS LUBES 
N. ¥. barter $11 , Dome: stic prices, FOB. refr’ies., in bags. e.L, with (Via. at 100° cold teat 0. bulk export shipment, FOR 
Philadelphia $1 3 + = 0.2¢ discount allowed for shipment in bulk, except terminala. 
i ’ ( re e Scale i > » Ss , 
Pr ta $113 as where noted cale solid: fully refined slabs in bags) Oct. 30 Oct. 23 
— — $1015 $1 90 Prices’ Effective Oct. 30 Unfiltered Pale Oils: 
sarleston. $1.10 $1.90 N . i . 
Savannah $1.10 $1995 iis bees 3 ort poe ad =. we 
Jacksonville $1 10 $1 995 " ioe 100 No. 3 Pe 6.00 + 6.00 
Tampa $1 05 $1 10 $1 995 124 6 Y.C, scale (oO njo 70 200 No. 3 7.50 8.00 7.50 8.00 
Portland $115 $2.00 $2 20 122-4 WC. scale (0) (oy 300 No. 3... 8.00 - 8.50 8.00 — 850 
Boston $115 $190 124-6 W.C. scale fo) m5 75 500 No. 34% 900 - 9.50 9.00 — 9.50 
Providence $113 $1 90 123-5 Fully rfd....... | (m)5.05 (o 750 No. 4 9.50 -10.00 9.50 -10.00 
; ; ; 125-7 Fully efd (n)5 20 n)6 50 1200 No. 4 9.875-12.00 9 875-12 00 
Diesel Oil Gas Oil 128-30 Fully rfd (h&n)5 60 (n) 6 75 2000 No. 4 10 00 19 00 
Shore 28-31 130.2 Fully efd (h&n)5 85 (n)7 00 a 
Plant. Gravity 133-5 Fully rfd (h&n)6.15 (n)7.50 Hed Oils: 
N. Y. harbor 4 60 4 60 1 89 135-7 Fully efd (h&n)6 40 (n)8.50 Vis. Color 
Philadelphia 450 450 ; 100 No. 5-6 5.75 6.00 5.75 6.00 
Baltimore 450 4 50 New Orleans 200 No. 5-6 7.50 - 8.00 7.50 —- 8.09 
Norfolk 450 450 Domestic Export 300 No. 5-6.. 8.00 8.50 8.09 8.50 
Charleston. . 450 4 50 1246 VC) auntie in (nS. 70 500 No, 5-6.. 9 00 9.50 9 00 9.50 
Jacksonville 129-4 WC. scale os gt 750 No, 5-6.. 9.50 -10.09 9.50 -10.09 
Tampa 198-6 WC. orale fa ip) 3.75 -6 00 1200 No. 5-6.. 9.875-12.00 9. 875-12.00 
Portland 4.90 4.90 —- 5 00 198-5 Fully rfd. las pa pom 2000 No. 5-6. 10.00 10.00 
Boston 4.70 470-489 125-7 Fully rfd.. (o (n)6.50 Note: Red oil prices cover oils with green cast; 
Providence 4 70 470 - 4 89 128-30 Fully rfd (o (n)6.75 prices for blue cast red oile are slightly lower in aome 
130-2 Fully rfd (o) (n)7 00 caaea 
133-5 Fully erfd (o (m)7.50 
Pacific Export s Tanker Rates 
(e) (Quotations at seaboard, — Angeles, cargo lota. Gulf Coast Bulk : : ‘o Conti 
cents per gal., except where otherwise noted.) (FOB ship at Gulf for d : , , (Approximate freight rates. To Continental ports, 
: Ah bs ae ‘ 
Prices Effective Oct. 30 Oct. 23 20,000 bbls ecdiaatniaake Reade itis a pF ayo Hin oy ——- 
U. S. Mot ‘ ; te ccrienigne ny 
RN ae dices tinea hone Prices quoted by GCRA refiners follow: Rates Effective Oct. 30, 1939 
‘ ‘ . ae ~ rt: o) f. 

400 e.p. blend, 65 Gar Oct. 30 Crude & or Refined Oil & 
min Stent 606-656 6 6 50 GCRA Motor Fuel ‘uel or Spirits 
390 e.p. blend, 66 oct. 6.125- 6.625 6 97 — » (CF “s Last Owners Last Owners 

. 25 6.625 65 octane (CFR) unleaded 6.25 - 6.50 Yai : 
390 e.p. blend, 68 oct. 6.25 - 6.75 6 6 75 68 octane (CFR) unleaded (p)6.375-6.50 Paid \sk Paid Ask 
375 e.p. blend, 70 oct. 6.375- 6 875 6 6.875 70 octane (CFR) unleaded... ni6.50 Gulf-U.K. Cont.(k)  (q q) ‘q) q) 
(d) 38-40 gravity, w.w. < 72-74 octane (CFR) unleaded \o Aruba-U.K. /Cont (q q q! q 

kerosine. 4.25 5.00 4.25 - 5.00 72-74 octane (CFR) leaded.. 6.30 - 6.625 Gulf-N. Atlantic (1 

41-43 grav., w.w. kero. 4 50 - 5.00 4.50 - 5.00 GCRA Kerosine & Gas Oils not E. of N.Y. 
“4 grav., w.w. kero. 5 00 5.50 5.00 $5.30 eee p4.50 -4.75 Hvy. Crude & 
Cargo lots, per bbl. 43 or below diesel index gas oil. n)4.00 poe 10 to 19.9 30 J133 to 330 7 
Diesel fuel, 24 & above $1.25 -$1.35 $1 25 —$1 35 43-47 diesel index gas oil .(p) 4.00 -4.125 pty ‘ a ea 
Diesel fuel, under 24 $1.15 -$1.25 $1.15 -$1 >> 48-52 diesel index gas oil . C23 4.375 — ——. (30 ite — os. 144 
|  (f) 30-34 grav., diesel 53-57 diesel index gas oil p) 4.375 4.50 pen a ae) Se en 21 .35¢ 

(gas oil $1.35 -$1. 45 $1.35 $1.45 38 & above p) 4.50 -4.75 - prcnart = ee 
(a) Grade C fuel $0.60 -$0 65 $0.60 -$0 65 Pp . ; a 33 33-34 

rices quoted by refiners tes other products follow: Light Fuel 35e 35-36c 

a) In barge lots. (c) Ships’ bunkers. Licht rage. addit ay ) : : = 

| prices shown above. (f) Pacific Specification 200, ‘ai Pa ac crv tlhe Me tio oe “st rt ae lude ed. (d Ban 9) tice point. (e) For San Francisco cargo prices, add 5¢ per bbl. to cargo 
| (k) Continental ports in range between Bordeat iH: t cation ( ipment in bizs or in bulk. (i) Less than 34 of 1% sulfur. (j) Second-hand barrels 
quoting. (n) One refiner quoting. (0) N. ee ae amburg, both inclusive. (1) Venezaela loading, same rate: Tampico, 2c to 3c per bbl. additional. (m) One supplier 

g. (c 0 quotations reported. (p) Two refiners quoting. (q) Norates reported. (r) Two suppliers quoting. p) These prices correct also for Oct. 23 
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; CRUDE OIL E 
~e rices in $ per bbl. of 42 U.S. gal RK 7 iz ————— 
Posted by hak — FIELDS - gals, at the weil 4.P.1 " 
re 
(Effective Oct. 7 — Dapeng, Agen *Effective wilv. Prices are effective as of 7 
, dan? 39, except C ey | Ont ve in 1938 by Carte 7 a. m. of dat 
—— Grade Oil Jan. 24, 1939 vorning | pe te — Continent eee aaa Oct. 13, postit es as giver 
cans in Southwest Penn: : ade below 29; Mag bs Oct 1 ; 1g in Oct. 2. 19: ve 
Penna. Grade enna. Pipe only; Shell, Oct. ge Oct. 12, conti one ere Oct. I b ~ by Sinclair Prairie: Oct. 5 : ; 
Vi e Oil in E . $ Texas C S I ing in Okla ; 2, 1938, t rie; Oct. 5, 1939 by St 
c irginia urcka Pipe Lines (West 1.90 Prairie 10., Oct. 12 Ate oe Oct. 17: The 1938, by Gulf. ry Magnolia, Texas Co.; Oct a 
‘orming Oil in Bi i icles — &- 1939. by Si 16 *Includ A : 0., Ue 3, 
ickeye P $1.8 . by Sinclair udes Cherokee, G 
joa I ye Pipe | $4 ; Upst : kee, Gregg we 
Vide Wate eg eed by Other © sora $1 02 North-Nareh Centraland © pshur counties iregg, Rusk, Smith and 
Bradford- — iated Oil Co ties (For effective dati 1d Ceateal Texas Posted by Shell O 
*'] (Effective O we Penna i patties: Polk ¢ Effective Oct % pa sei 
*PThe Pennzoi * Oct. 6, 1939). oadeduit Sinelai . ounty, Tex. (Li ; 
2 age roo i ec Oct 6. 1939 mites Texas ¢ 4 wie vingston and Schwab-Witlcos 
h n National Transit Li , ¢ oe : pres 
lin, a Co. posts _ Pag Lines *2.18 Bek Stane- conti ee wiser THEAST TEXAS $1.10 | 
other lowe “yy = Doolittle Pa Poo egg Frank ! - Pag Nalco d by Humble, Oct. 2, 1939 | 
at we stricts range de a. fields, prices i | $0 60 “Sane one 
well ange down to $2.13) per hE 9 6? iia : —= by Magnolia, Oct. 12 19% $0 65 | 
‘ : » 8% } 
MICHIGAN | , ot Magnoli ity and Panola County, ‘T - 
Pusted t ee | 9 ‘lia posts below > ys e 
. CET by Pure Oil Co be 66 ential for each deg 25° at $0.75, ‘lus >> diffe 
Midland, Midla ective Oct. 9 1939) | 68 $0 79 at $1.05. gree, to top grade of 10 & ee 
Sherman idland County divine aa 0 Ke Posted by Tl 0 & above, 
né ; » | ‘.9 =. . , A rd by T a ° 
Clare-Freeman. ... : P = | a 28.9 vt t = bis presen re Fexus Co., Oct, 12,1938) 
0, : A 3-4 IQ ¢ = wlow <= - . 
! reed by Simrall Cor $9.97 30-30 : 20 »y a : EST TE x AS and NE Ww ME onan 
Crystal, G eetive Oct. 9, 1939) | 3h “8 BI (For effective date X1CO 
se ere Ble: one Porter and W ‘a | 3. . 80 #" ates, see footnote) 
Fre uckeye, B aig Niles $102 pe $2 pee : “es ? 
Weat Bri _— Re <dding entley, Edenville $1 ov | ; aa > = 87 I Humbl —— ‘Sieeet ong 
ri 34-34. « r Se eit rle ; , nelai 
Posted ry tArenae, and equal grades = % | 35-35 9 = 89 | 0 — _ . $0.53 lind = " as 
. 1 d lorp. (Mi er : ; 0. $2 56-: ‘ 1 ot | — ~— 55 0 53 
Allegan and (Effective Oct. 9 — Division) wat = 90 oO 21-21.9 37 == 
Van B ; 2 hent Counties ; 39) 88 2a ’ 92 95 | 22-22 9 59 a7 
— County : sios | a 9 o1 ae te + 9 ol $0 67 59 
‘osted ” * aes . De 9 ‘ 24-24 9 , f 
Beutl i Mee mee a's Line Corp 7.98 | WS aleve of 1 os | 22 “ oil es 
they aod Bucke ct. 9, 1939) ‘ | . ol } 26-26 ¢ > Bel + | 
Saginaw uckeye | ‘Effective Oct ; 1.00 103 } See ) 67 e ow 65 $0 65 
Clare MAS octvnduvisiakasese $1.00 | Pex.; Oct. 12, 1938.3 ny - by Continental N. pay : 69 er 67 67 
‘ ; a RGRGS 5 Sater $1.02 | ( central Vexas Te, ry Pexas Co. in Nortt in North | - 28 9.. 7 69 69 69 
“NEURAL STATES FIELDS | an | 2 exas Co.'s lowest grad b& North | +~ 73 ze 71 ’ 
Posted | Peder FIELDS Central Te: agnolia. Dec. 3. 1938 ade ix 28-28.9, | 30-30 9 73 I 23 7! 
i (Effecti »y Ohio Oil Co \ Masia exas: Oct. 5. 1939 4 38, tn No and N | 31-319. 75 25 is 73 
Hinois and W ive June 8, 1939 . | ia and N. Cent. Te 0 by Sinclair Prairie i | 39-39 « 77 bien 75 15 | 
sae ah ~ete hg estern Indiana. . 39) ‘ : iclercen C . Texas airie in | 3a 34 : 9 a. 1 7 
4s vguisaec oy <nbpgemmatese etal sos | oP county. ‘T 81 7 19 Lf 
Pr ; osted exus Bey 34-349 81 79 
IMinois Basin: vsted by Sohio Corn. $1.05 Oct. 2. oe Meese ree Cees ye wenarnenane | 35-35 9 83 83 BI RI 
« (Effecti | a Ges te and by Stanolind Oi v ~ Effective | 36-36 9 85 83 83 83 
Salem (Lake €C Seater Oct. 21, 1939) Below 20 exuumont, Effective Oc Ang Gas Co... | 37-37 9... 87 > bn 85 
alta) 1. « = ct. 2, 1939 | 38- . 89 S ‘ R7 
B (Effecti : 20-209 $0.86 30-: | 38-38.9... 89 f hick 
alance of Hlinois — ~ oo — 21-21.9 88 31H : $1.08 | 39-39 .9 93 4. oil wil | 
: ie = , 9 B40 10 X& : : 9! ‘oan ol 
Giriflin (Ind.) — tive Oct. 10. 1939) 7 $1.05 22.9 pons $2-32.9 ~ X above. 95 a 30° & 46° & 
Griffin (ln. pool, sand wells 23.9 My 33-339 2 | Posted t i above above 
id.) pool, MeClosk i $0.9 -24.9 rt 34-34 ¢ but | : »y Magnolia Pe ba 
Posted | AOSKEY lime * 5 9 96 35-35 4 1.16 | Effective Oc si vetroleum Co. 
(Es ffee by Carter Oil Co $0 85 6 -¢ ; o8 35-359 118 Oct. 15 saan 12, 1938 in West T | 
Louden, F fective June 10, 193' F -6-<0.9 I 36-36 9 L , 9 in Lea € exas; 
Posted | uyette County, Ill 9) =t-27.9 \ 00 37-37 .9 1.20 | West N ounty, N. Mex.) 
o BU... ee > » lly vs oo» ——— : 
| b aetand Ob & Tianapeciarbos a 2h 9 1.02 HL 9 132 | tetow 25. 08) a0 weet N. 
| Somerset Oil in Aching June 9, — Co. “=9.9 1 06 39-39 9 1 < | 23-35.9..— $0.63 3$-33.9 ae Mex. 
- ’ oo = - 
Ki —— River land Lines, Kentucky: TE wiles 1 28 = 2 67 ‘2 $4-34.9 83 _ rs 
REGIE ~~ tell aca ana an ‘EXAS FIE : }  -24-27.9 83-35.4 - 3 
| r “hows te ‘s SORE ey ie $1.02 Posted by Hu mble Oil de fk | a 28 - *T ps 6 6 . 37 ya 
| “ cr nines Oil Kefinine Ya $t.10 _* West Central T Kefining Co. =9-29.9 73 2. 37-37.9 89 a 
= Pipe Line Oil (Ky. ‘on 10, 04-24 (Effective Aug 11 193 | 30-30.9 == oh 38-38.9 oI pe 
| Laeed har Meammeninie duane 4-24.9 : . 11, 1939) 31-319 TS 0 oi 
| sis _— ille Gathering Line . $0.90 25-25 .9 $0.71 33-339 j} 32-32.9 =< oe 10 te “ 93 368 
| ; Fr se: nig ——<— = ine. 26-26 .9.. ss 34-34.9__ $0.89 | gee pine a oe Rover above 
} Birk City Area ‘fective June 9, 1939) 97-27.9.. i 91 | Crane. Gi agnolia’s West) ‘Texas 
} Oatuaiwn........ 28-28.9 ae 77 93 COSI Winkle tlasseock, Howard, as postings are in 
¥ “or BR 2s Re ie Riel Eat aa 90.9 7 o- | tAler counties litchell i] 
P ) 
| eee son Paci ERE 30.99 | 29-29.9 : | pton and 
| sii (Henderson) . rinse tildhe $1.00 30-30.9 + a ee he Pecos County, W. . 
| Seuinai “ANADIAN FIFLDS eeaces .$0.90 31-31.9 83 99 29 — by Humble Aug , tu on T'eras 
do by Imperial Oi ae 32-39 9 85 10 1.01 , 1939 and Shell 
Wesilern Ont Oil Limitea *] "a 87 ‘ above 1.03 Pecos re 
} ‘ (Effe warw nel . . | Yat 
| pg er fective Oct. 25, 1938) Kastland. Fisher. —— Coleman, C | Posted by Si Pool (Shell only)... “S 
i) Springs Sig “ef | Stephe . aa? askell, apes” comanche, inclair P 63 
“Alberta T eves | Bieetive ig 39,1 SS ee | Eddy © EMfective Ave SL 199 Co. 
“dent é russes Valley le county, Te Aug. 29, 1939, Shell a. | ry r a N. Mex. ee — 
(iffe Lob, field tankage Central T *x. pric es 3c lower tt posted in Fisher i a ective Aug. LL, 1939 $0.77 
fective Jan. 5, 1o38" rae nome exas prices: Shell's s _ Humble’s West Pee 20, 1939; by The ‘I by Humble; Shell Oil 
} 40 40 9° Crade Oil : N 25, at $0.68 ani ends chedule begins witt ) molind Aus. 29. 193 exus Co.. Oct. 12. 1938: 
| 41-41 9 . $1.14 33-33 9 ' ole: Effective Oct. 1 — 40 & above, at $1. 1939 39: Sinclair Prairie rt 4 
| DID-De ras ‘ 7 ey ‘ \ w. 3 
| 42-42 9 16 3434 9 $i 40 sed on 100% tank tables a wee prices are Pe €) ro Co. posts $0.65 f t st | 
43-43 9 35-35 9... 1.42 *East airie, $0.63 for bel 8 $0.65 for below 26; Sinclai 
. ‘ Dds , *East Central Note: below 25 26; Sinclair } 
44449 1 20 56-56 9 1 44 Effecti ral Teras te: Humble : 
mar ve ea ‘ . 2 v ‘ And 8 postings are i 
45-45 9 1.22 7-37 1 46 rg Aug. 11, 1939 idrews, Crane, ¢ gs are in these ¢ a 
| 46-46 9 1 24 8-58 ; ree 1.48 $0 = 32-32 .9 — Howard, Reag: oe Ector, oe agar 0 } 
| 47-47 9 1 26 59-59 9. 1.50 oe 33-33.9 $0.96 Vest Texas; and | 1, Upton, Winkler and Yo: ka soo | 
| eee 8 1.28 60 60 e. 1.52 84 34-34 9 9% ae 48 Betoe.- Gla — N. Mex err 
Sakae ‘ P ss a ‘ 27 _9- ( oO whee . | 
49.49 9 1 30 asa. 1 34 86 3 35 9 i +4 ' er Lea: Stanolind i a ard, Upton, W jibes 
| 50- 50 9 = pon Rg 1.56 88 36-36 .9 7 he it y Winkler county; I im ae k and Hender tn 
PB ae co 63-63 9.... 1... 1.58 9 37-379 ned Lan Texas Co. in Ward, Winkler 
| ede 1.36 nae 1.60 a 38-38 9 1.06 Panseae Canal tables 
} te gy SEE 38 , eee 1 62 2 39-39 9 1.08 ' bffe wv Continental Oil CG 
| de Naphtha, 65 grav. & at . P i 40 and abov 1.10 Artesia, Jackson pa ‘cM hk t. Tl, 1938) is 
| | Abs “Se wbove......... 2 osted by P oe ey E- yravil me aljamar 
| | 508? Hew. 20 Ib. 8 ppg CGiusoline $2 14 thee? Amevican Pine Line 9-99 Apres beginning with red yg Mesico: 
|  Nee., 17 Ib Reid v. 2 apis rt oe ... $1.94 Cayuga, Andersor clive Oct. 2, 1939 — upto In per ee differential \c reac Joa wey 
| MID-¢ ON’ . -..$2 08 *Includi son county a uravity, 
, | | Oki VINENT. 2 ding Anderson, Ct $0 78 pe 
’ | rR uhoma-k varro counties. , Cherokee, Li ; aa > COLORADO 
| For effective ieaae anaens er imestone, Na Posted by Continent 1 Oi . 
| poe ard ng Dae TEXAS F fective Oct. 11 “19: = oad 
| uirtee Conti- umble ees : ” Mt. Collir 
| S. oe 9 nental Sin Nug. 11, 1939 Bg te"; Co. - on hi $0 st = - a 
} | y ° ’  y a . ~~ do 
| Below 21° Vevaliseeon Shell — clair acm et. 2, 1939 30 30.9 . 83 36- 36 z $0 95 
6 7 y ere ahed 7 . , - , aed 
22-22 9 ho liaetiae’ be 63 = “- $0.72 - , Sweet | 3-32 9 : . 38-38 Pa eae 
28-23 meres eka 74 a 29-29 7) 7 $0 67 . Sour 3333 9 ieee 89 39-30 2 + aicaace. ee 
| 4 76 30-309 is 69 440 0” 91 roy gt Eta 1 03 
ae po 69 rer 76 = | ’ ‘ ) & abov = 
3 | 9 e 
$2 78 72 31-31.9 78 LL. } Ganon © ‘ity ‘and FI . sone Se 
ee. = 9 $0 58 2%: 80 br SOUTH ebrongein ee eae $0 90 
5. OB ey 2 82 ha Att Shenae SOUTHWEST TE ’ 
| 84 6 i | sown Bel } ‘ST TEXAS 
2. 86 81 ee a 81 zy $0 | “i ome Posted by Humble it 
Z 88 84 $0.86 7 86 ._ a we ie il & 
9. 90 87 88 33 88 833 86 81 Carroll, C lark, Darst Cs — 11, 1939) 
‘ - - .92 39-39 ¢ : 92 87 85 | san crude rime eeenedsene ; deane 
3.9 94 04 86 . ) 9 pd y? — Cc A ke ; _. $0.96 
c i 9 96 06 an 90 al ae HH o4 pod onroe woleames "$0 ¢9: 
5 im 98 y 96 uTect " « « . " “fective Ones ee femal a 
9. 98 ive Aug. 3 ; iT; Flo clive Oct. 2 , ~i@hoe 
——— 9. 1.00 1.00 l aa .98 Humble in Pantandle’l stent Sinclair ee i ur Bluff and Jim W ells ie 9 
go 5. 1.02 1.02 1 po 1.00 posted same schedule sh xas. Dec. 3, 1938, Mag — Hardi Effective Sept v4. ‘oe $1.23 
Is } 9. 1.04 1.04 1 be 1.02 pt as Humble » Magnolia On —r L .~ rty county : 1939) 
i | l 4 AST TE . at. % , 
- | oP 2.....--. -s- iS i 106 Hy Humble, Shell = the AS $0.87 in 2, een $0.96 in Durat Creek: 
a ' wve.... 08 ag . : . Sinclair- -rairie ‘level 2 “ in ytt« Ss « 
a ate 1.10 1.10 ; 7 a ar 7 = ea o., Tide * = antl = — Cull, ponctr ngs: $1.02 in Nardi, —— — oe for 
Tide Water ates: Aug. 11, 193% ssociated $1.10 Oct ‘1p * sie ‘ mn Liberty 
ater-Associated: Aug. 39, by Humble . . 12, °38, The Te . 
i : Aug. 29 e and Cree : Texas Co. . ‘ 
1939 by. Stanoliad: eek. é posted $0.96 in Darst 
onttinued on next pe 
age) 
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(Continued from 
CRUDE OIL MARKETS 2%: 
*Anahuac-Dickinson | (Effective Aug. 30, 1939) oS = 1.18 | for for 
(Effective Oct. 2, 1939) SS ae eee $0.73 | 36-36.9... 1.20 125 oil oil 
Below 20‘ $0.81 30-30.9 $1.03 Cc votton — DREAMS oie ioc c orsatee Hae $1.20 Si-37 9... Ls Le 34° & 34° & 
20-20.9 83 1.05 *N. La.-Ark. Sweet includes Caddo, Cotton 38-38.9.... 1.24 1.29 above. above. 
21-21.9.. 85 1.07 Valley, Cross Lake, De Soto, Haynesville, Homer, 39-39 .9. 1.26 1.31 
22-22 .9 87 1.09 | Rodessa, Sabine and Sligo, La. crudes, and Miller 40 & above. l 28 1.33 
23-23 .9 89 Li county, Ark. S. La. Sour includes Choctaw, Darrow, (a) Effective Oct. 1939 by Continental, Humble 
24-24 .9 91 1.13 | N. Crowley, Roanoke and St. Martinsville. S. Ark. and Texas Co.; Oct. ~ 1939 by Sinclair and Stano- 
23-25 ..9 93 11s Sour includes Buchner, Magnolia and Village pools. lind; Aug. 29, 1939 by Shell. Stanolind’s lowest grade 
26-26 .9... 95 37-: Be ok 1.17 | iN. La.-Ark. Sweet erude and S. La. Sour ef- is below 21, at $0.88. Refugio, effective Oct. 2, 
4 og. Sea .97 38-38.9.... 1.19 | fective Aug. 30, 1939, except Cross Lake, La., Sept. *39 by Humble. 
2 oa, i OOO: 39-39 .9.... 1.21 | 7, Baton Rouge-Univ., Sept. 11, and Bunkie and (b) Shell posts these prices in Iowa district, Black 
29-299 ier 1.01 40 & above... i 2% I ola, Oct. 23, 1939; and Ark. Sour, Sept. 13, 1939. Bayou and White Castle, La.; prices in lowa district 
* A nahuac- Dic kinson includes Cedar Point. Fai tFor Below 21°. have 2 lower grades: below 18, at $0.75, 18-18.9, 
banks, Gillock, Hull, Pierce Junction and Raccoon Effective Sept. 8, 1939, Gulf Refg. Co. met S. O. $0.77; and 19-19.9, is $0.79. 
Bend (shallow sand) and Turtle Bay. | La’s. N La.-Ark. Sweet prices in Bull Bayou, Caddo, Note: Humble’s Gulf Coast prices apply in,-these 
Raccoon Bend (Deep sand crude) Tomball and Crichton, De Soto, Haynesville, Homer, and El Texas fields: Amelia, Clear Lake, Goose Creek, 
Satsum: Dorado. ; Mirando which includes Duval, Jim Hogg, Webb 
(Kffective At 39 2 2 nes and Zapata counties and Heyser and Placedo fields; 
99.99 9 $0) 95 $1.15 | Posted by Arkansas Fuel Oil Corp. Mykawa, Sugarland, Thompsons and Webster. 
23-23.9 07 1.17 : (Effective Jan. 28, 1937 Humble’s prices in Refugio include crudes pur- 
24-94 9 99 1.19 ICMR, GAs iis.ans vas es at Seas ewe le ees $1.02 chased in Saxet. East White Point, Greta, O’Connor- 
95-25 .9 lol 1°] Posted by Continental Oil Co. McFadden, Taft, Plymouth and Tom O'Connor fields. 
6-26 .9 Re He) 23 a Effective Oct. 11, 1938) é | Stanolind’s prices apply in Clinton, Hastings, High 
97-27 .9 1.05 1.25 | Tepetate and Ville Platte, La................ $1.03 Island, South Houston and Spindletop. Magnolia 
8-28 .9 1.07 bay i (Effective Jan. 1. 1939) posts Mirando, effective, Oct. 2, same prices as 
29-29 9 1.09 39-399 1.29 | . Abbeville, _La. | Humble. Texas Co.’s prices are in ‘Texas and La., 
x 30-309 Ri 40 & above 31 Below 36.......$0.92 38-38.9.......-$0.98 1 Guilt Coast: sits pr ives on Refugio are same as Humble’s 
31-319 ee } 36-36 - Sree Sg aie re 1.00 up to 28 gravity; 28 & above, $1.09: on Duval- 
Dec. 3, 1938, Magnolia posted above price and Sa? ie ae .96 40 & above..... 1.02 Mirando, same as Humble’s up to 28; 28 & above, 
gravity se hedule in Tomball Effective Aug. 29, Posted by Caddo Crude Oil Purchasing Corp. $1.04; it posts Golden Meadow, La., 24-30 grav. 
1939, Stanolind met Humble in Tomball, except that effective Aug. 14, 1939 $0.90, plus 2c differe ‘ntial, to 40 & above, $1.10. 
Stanolind’s schedule begins with below 29 at $1.07 Allison area, Shreveport field ere Posted by Shell Oil i" Inc. 
Lisbon, N. La. (Effective Aug. 29, 1939) 
LOUISIANA-ARKANSAS | (Effective Sept. 14, 1939) Gibson field, Terreborne Parish, La......... $1.04 
Posted by Standard Oil Co. of Louisiana |. 27.27.9.. $0.66 32-32.9... $0.76 ROCKY MOUNTAIN FIELDS 
(t) (For effective dates, ece footnate | 28-28.9 68 $3-33.9...:.. 7 Posted by Stanolind Oil & Gas Co, 
, | 29-29.9 70 34-34.9 wf (Effective Oct. 11, 1938) 
5 | 30-30.9 72 35 & above... 82 | Salt Creek, (except Tensleep crude), Midway and 
~ - = } 31-31.9 : 74 sr Dutton Creek, Wyo., same schedule as Stanolind 
z : - = ss Lisbon prices met by Gulf, Sept. 14 ; posts in Oklahoma- Kansas, ranging from $0.80 to 
23 ow < a8 i =°s Note: S. O. Louisiana prices in all La.-Ark. fields, $1.10, which see under Mid-Continent crude on 
mis a =F ‘ ee | effective Oct. 5, 1938, are on 100% tank table basis. previous page. 
+ af i an " ~ S< | . bs Nn Poon , Tensleep, Salt Creek field............ $0 = 
Ze SO a - sc | GULF COASTAL FIELDS ee ee paNareiEcees 0! 
 < i oie . . =e a For effective dates, see footnote Elk Basin, LE Ae eat Sei unig eet ole 0 + 
Below 20 $0.79 | Continental Refugio Grass Creek, light........ Si Oe Nes sae ae 0.98 
=0-20 9 $0.73 $0.83 [$0.71 $0.63 b2 Humble | Crude ee ER IN ioee rer 0.55 
21-21 .9 for for 77 «for 85 | Sinclair (Humble, Cisne Cee AS 5 oi caine os OS ee sees Ke 0.40 
22 =2.9 oil oil 80 oil 88 Conti- Hamilton Dome, Wyo..........-- aevedad « OS 
23-23.9 Selow Below 83 Below 9] nental) Texas Co. Shell Graaitin WAANN «4 oi xeceswesataceevasacs bs - 0.42 
24-2 25 29 860 25 ot | Below 20 $0. 86 $0.91 $0.86 (b) $0.79 Posted ‘by ‘Ohio ‘oul Co. 
= u3 85 89 65 97 | 20-20.9 Bi 93 88 BI (Effective Oct. LL, 1938) 
26 77 87 92 67 1.00 | & Ds 55 90 95 on 83 Elk Basin, Wyo.......... eee err eee ee $0.90 
on a9 = 94 69 1.02 | 22-22.9 ae pa +4 86 Grass Creek, light....... . RY eee aT 0.90 
on él 91 96 i 1o4 23-239 ot 99 ot 89 Rock Creek igh ener EH) Sire Degen: 1.00 
29-2 83 93 98 73 (1.06 | 9 96 1.01 96 92 eet AUT 67. ots, oa BP ae era mors 0.77 
a oo 95 = 1.00 > 1.08 | 4 a + ~s 5 ew QM, MAIN: «.<opcna coencvacgecsxa snes 0.92 
: 87 97 1.02 77 110 | 9 1.00 1.05 1.00 98 ’ ; : is 
39-2 80 99 1 04 =9 112 9 102 1.07 102 1 00 (Effective May 1, 1938) 
oe 91 101 1.06 81 1.14 9 1.04 1.09 1.04 1.02 Grade Crock, ROAVY «60... ee scers re seeenes $0.50 
34-: 93 1.03 1.08 83 1.16 9 1.06 1.11 1.06 1.04 (E “fective ‘Nov. 16, 1937) 
35-: 95 1.05 1.10 8 «OLB 9 1.08 1.13 1.08 1.06 Sanhurat, MONG. o.6< wens ose ge veevsas $0 90 
36-: 97 1.07 112 87 120 =| 9 1.10 1.15 1.10 1.08 Posted by Continental Oil Co. 
37 99 1.09 1.14 $9 1.22 | 9 L-3a2 L. 27 Li 1.10 (Effective Occ. 11, 1938 
38-: 101 111 116 91 1 24 | 9 1.14 1.19 1.14 1.12 Boe ao 3. See $1.10 
39-39 9 1.03 iat 1.18 93 1.26. 1 9 1.16 2) 1.16 1.14 | la WAUGRY, W906 2.0csc cc cece et cmed eye ein ss 0 98 
10 & above 105 . 2S 1.20 95 1.28 (Continued in nert column) Lance Creek. Wyo. ip ee 














CALIFORNIA, Posted by Standard Oil of California 


All gravilies above those quoted take highest Lage offered in the field. Prices effective Feb. 26, 1936, except Huntington Beach, Plava del Rev, Santa Fe 











Springs, Kern Front. Signal Hill (Long Beach) effective March 7, 1936; Elk Hills effective June 22, 1936: Lakeview Area. Aug. 19, 1936; Fl Segundo and 
Wilmington, Oct. 15, 1937; Greeley-Canal, July 9, 1938; Montebello, Aug. 11, 1939 
« z z a 
| = uo =. a. 
| _ = pa - ~ ~— <= 
| re . < é =i: 3 £ 75 
«2 §& ¢ c t Pa © a & a 5 sf = a7) 
mat COs £ i=} i- <4 S hy -— ~ 2 wt e os< S- ~~ ae 
=SUCm © g a) A . c re cf = dl se _* z cr, Oz s — s— 
Este § § & ; 3 * § & &§ Pees e & GG BER & §& ¢ FE 
auvre = = se & «. @8 €§ € & € BYE S$ & s $8 € 5 gst ee = & F 88 
seg= - EF oe 2 » ce 2 € & ¢ 335 & $2 &¢ Fo & S| SSS BE ts F EF BF 
ecg &£ «=~ «(sé > 3 ge SS 5& é no @a5 2 3e § 8:2 & a4 355 £2 8 , ¢ = 
Gravity GHT™Ee C < om = BE oo “26 “¢ = =e tat 2 FE b Ss 3s Gen CD ws . 3 na 
13-13.9 : ‘ -_ ‘ eae 5 : ten 
14-14.9 $0.80 $0.79 $0.74 $0.78 $0.79 $0 80 $0.76. $0 “80 $0 16 $0.76 $0.77 $0 78 $0 70 $0 70 $0 70... $0.70 $0. 70 $0 
15-15 .9 80 79 74 7 79 80 oe. osew an . 80 76 76 77 i ee 70 : ral) ce 70 .70 
16-16.9 80 79 74 78 79 80 ‘(ee 80 76 .76 wah a os WD 3.32% 70 Eee 70 .70 
17-17.9 80 .79 74 78 81 80 OO. 44am 4% 80 76 .76 w7 .78 : :; | ee 70 a 70 .70 
18-189 80 79 74 78 84 80 ae - 2% 82 .76 .76 7q7 van acs 70 70 70 ais 70 : Pee 
19-199 82 .79 .74 82 .87 84 Bl... - 85 .76 .78 77 5 ae 70 70 74 om 24 7A a .70 
20-209 85 79 74 85 90 .88 Be ses ‘ .88 .78 82 77 . 80 ; 70 Tt (. rere 78 Py | 70 
21-21.9 88 .79 74 89 93 .93 ee sax pa 91 80 .85 cae 84 78 j 73 82 82 82 7A 70 
23.29 9 92 82 74 92 .96 .98 .92 93 84 89 .79 88 Tt - 77 BT 87 86 78 E 4 
23-23 .9 .95 . 86 re 96 99 1.02 96 34 79 96 88 93 .82 92 re: 80 fe 92 90 82 76 
24-24 9 .99 91 80 1.00 1.02 1.06 .99 88 81 99 91 .96 35 .96 Rey SiS 8 97 97 : 91 86 79 
25-25 .9 1.03 .95 S2 2.403. 1.05 1.13 1.03 93 33 1.92 are .89 99 . ae 88 1.01 LO ; 98 90 83 
26-26 .9 1.06 1.00 .85 1.07 1.09 1.16 1.06 98 86 1.05 <M Ree .93 1.03 .90 91 1.06 1.06 1.02 
27-27 .9 1.10 1.05 Se: 8.8 FA2 110 1.03 88; J ao ._97 1.06 95 95 1.10 1 10 $0 91) 1 06 
8-28 9 1.14 1] = 90 1.14 1.15 1.14 1.07 90 .... 1.06 ‘ 1.01 1.10 .99 99 1.95. b.ds 9b 1.10 
| 9.29 9 rae 93 1.18 1.18 t.i7 2.22 93. 1.09 1.06 1.14 1.03 4.02 1.20 1.23 98 1.14 
30-30 .9 ae 19 9 1.22 1.21 3 ee ee by 95 a0 2.64 268 1.06 21.23 I.2a £.02 1.38 
| 31-319 - ey ae a 1.24 1.22 97 ee £3) be £.09 1.29 1.29 1.06 . —_—— 
| 32-32 .9 *}; meres Terrace L237 = [27 2.27 2.00 ae 1.25 -1.46 1-8 “3 13 1.09 Kettleman Hills 
| 33-33 9 1.28 = :.32 L322 1:28 1,20 ‘37 228 t38 Ee. 2c. Gee 
| 34-34.9 1.32 =: 1.37 1.26 1.32 1.95 1.20 1.17 1.23 
35-35 ..9 1.35 = Ss 1.30 1.29 i .20 Le 
| 36-36.9 1.39 =~ 1.46 1.3 1.33 1.24 1.31 
} 37-37 .9 1.43 1.51 Poa ye ei 1.2% 1.35 
38-389 = 1.56 1.42 1.42 | 1.39 
39-39 9 = 1.61 1.47 eS 1.43 
40-40 9 = 1 66 1.51 1.39 
| 4$1-41.9 1.33 1 3 
| 42-42.9 1.59 1.460 
| 43-43 9 1.63 1.50 
| 14-44.9 1.67 1.54 
15-45 ..9 rh oe 
46 10.9 Bee 1.61 
17-47 .9 1.65 
18-48.9 E 1.68 
*F. o. b. ship. 
¢Also Mchittrick. Kern River. Kern Front and Round Mcuntain $0.70 _— 19.9 gravity: no higher gravity quoted. 
tWilmington prices differ on gravities beiow 18.9 Prices are: 14-160.9, $0.75: 17-17.9, $0.77: and 18-18.9, $0.79; rest of schedule same as Signal Hill 
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FUEL OIL 


(Continued from page 44) 


tank car marketers said they had been 
receiving numerous inquiries from 
jobbers but that actual takings still 
were limited. Stocks held by jobbers 
were ample to take care of current 
consumer demand, it was said. 

Active demand for industrial fuels 
has resulted in limited offerings of 
these oils both from the Mid-Continent 
and nearby sources, resellers in Chi- 
cago said. One refiner reported advanc- 
ing his quotation for No. 6 oil 5 cents 
to $0.45 per barrel. Other quotations re- 
ported for this grade also were at $0.45. 


NEW YORK, Cct. 28.—Prices for 
kerosine and light fuel oils generally 
were unchanged at all points along 
the Atlantic Seaboard, according to 
reports of suppliers the past week. 
Movement against contracts was 
steady, suppliers said. “Quiet with 
prices firm’ was the manner in which 
most suppliers described the open mar- 
ket for these products. 


Mid-Western 


CHICAGO, Oct. 28..-With unseason- 
ably high temperatures prevailing 
throughout the Middle West, jobber 
demand for gasoline held up well the 
past week, according to reports of 
Chicago tank car marketers. Bulk of 
the movement was against contracts, 
it was said. Open spot gasoline sales 
reported by tank car marketers totaled 
14 cars. 

Reports of price shading on 70-72 oc- 
tane leaded gasoline were encountered 
occasionally. Quotations reported for 
this grade ranged from 4.75 to 5.375 
cents. Offerings of low octane from 
the Mid-Continent continued limited 
while this material was offered freely 
by local sources, resellers said. Quota- 
tions reported for 62 octane and below 
ranged from 4.25 to 4.75 cents. 


Jobber demand for’ kerosine _ in- 
creased slightly, according to reports. 
One refiner reported advancing his 
quotations 0.125 cent to 3.875 cents, 
Group 3, for 41-43 w.w., and 4 cents, 
Group 3, for 42-44 w.w. Other quota- 
tions ranged from 3.50 to 4 cents and 
from 3.625 to 4.25 cents for the two 
grades, respectively, according to re- 
ports. 


Opens New York Office 


NEW YORK The Distributing and 
Trading Co., Inc., has opened offices at 
21 West St., and will deal in imported 
and domestic natural waxes, petro- 
latums and_ petroleum by-products. 
Gustavo Luzzatto, president, is an of- 
ficer of Luzzato & Figlio, Ltd., estab- 
lished in 1867 and maintaining offices 
in Paris, Milan, London, Barcelona, 
Zurich and Antwerp. Frank W. Clarke 
has been appointed manager of the do- 
mestic division. 


a 





Position Wanted 


SALES MANAGER: Long successful expe- 
rience with jobbers and dealers. Presently 
employed with major company, available 
on 30 days notice. Highest credentials as 
to integrity and productive ability. Un- 
encumbered. Address Box 164, National 
Petroleum News. 


Business Opportunities 





EUROPEAN SALES AGENT 


Resident in France, over 25 years ex- 
perience with refiners and jobbers, is 
desirous of representing first-class re- 
tinery for Allied and neutral coun- 
tries Serious references supplied 
Please reply in first instance to 


Box 167 











For Sale 
GASOLINE TRANSPORT FOR SALE. 3300- 
gallon Fruehauf, 5-compartments, 9.75 tires 
vacuum brakes, streamlined. Newly painted, 
red and aluminum. Chevrolet two speed 
axle. Only made two trips. Bargain. How- 
ard Grube, Plymouth, Indiana. 





SMALL REFINERY FOR SALE 

Formerly Old Guard Refining Co.’s plant at 
Philadelphia. Suitable for refining any kind of 
crude, crank-case, lubricating distillates, etc 
Modern buildings, % acres land, near local 
plants of Gulf, Standard of Pa., and Atlantic 
Refining Full equipment including tanks with 
heating coils connected by compressed air and 
steam lines, total capacity about 209,000 gals. 
Presses, many steam and electric pumps, air 
compressors, oil coolers, 2 Scotch Marine boil- 
ers, complete laboratory, still, sectional dephleg- 
mator and condenser, etc. 

The entire plant is in fine condition, entirely 
enclosed by Cyclone iron fence, and offered for 
sale at a very moderate price 
Illustrated circular will be mailed upon request 

CHESTER D. ROTTNER & CO., INC. 
Realtors 
1420 So. Penn Square, Phila., Pa. 
Phone: RITtenhouse 34-82. 








Professional Services 





PHOENIX 
CHEMICAL LABORATORY 
An Exclusive Petroleum Testing 
Laboratory 
Equipped For All Known Tests & 
Research in Petroleum Products 
3953 Shakespeare Ave., Chicago 
Telephone—Spalding 3578 








ANTI-KNOCK VALUES 
DETERMINATIONS 
The Gray Industrial Laboratories 
Chemists and Engineers 
Specialists on Petroleum Products 
961-976 Frelinghuysen Ave 
NEWARK, N. J. 
Telephone Bigelow 3-4020 








GEORGE A. BURRELL 
Petroleum and Gas Engineer 
Design Construction teports 

Suite 1909, 
20 Pine Street 1936-42 Fifth Ave. 
New York City Pittsburgh, Pa. 








Classified Rates 





“For Sale,” “Wanted to Buy,” “Help 
Wanted,” “Business Opportunities,” 
“Miscellaneous” classifications, set in 


type this size without border — 10 
cents a word. Minimum charge, $3.00. 
“Position Wanted”’—s cents a word. 


Minimum charge $1.00. 
Advertisements set in special type 
or with border—$4.00 per column inch 
Copy must reach us not later than 
Saturday preceding date of issue. 
All advertisements carried on this 
page are payable in advance. 

















John H. Donahue, Pittsburgh, chair- 
man of Associated Retail Gasoline 
Dealers Ass’n of Allegheny County, 
was elected president of the Pennsyl- 
vania Petroleum Dealers Ass’n at a 
meeting Oct. 25 in Harrisburg, Pa. 


Dan Field, Mid-Continent Petroleum 
Corp. dealer has been elected presi- 
dent of the Denver Ass’n of Petroleum 
Retailers, succeeding Sid Johnson, Tex- 
aco dealer, resigned. Mr. Johnson will 
remain on the association board of di- 
rectors. 


Harry Jenkins, Des Moines repre- 
sentative of Bell Oil & Gas Co., re- 
turned to his office a few days ago 
from a hunting trip in Canada, bring- 
ing back a fine moose, a bear and a 
deer. 


* * 


Miles R. Wiseman, Allied Oil Co., 
Cleveland, has joined the “gentleman- 
farmer” class, having bought a home 
near Solon, Ohio. Mr. Wiseman says 
he has plenty of time to read the morn- 
jing paper on his way to work now. 


* * * 


OQ. D. Robinson, Republic Oil Co., 
Pittsburgh, spent several days in New 
York on business the past week. J. M. 
Gardiner of the same company is in 
Florida on vacation. 


a * * 


R. C. Alden, Bartlesville, Ckla., in 
charge of the research department for 
Phillips Petroleum Co., has recovered 
sufficiently from a recent emergency 
appendectomy to be back at his office. 


George C. Herman, Milwaukee, of 
McClain Oil Co., spent some time in 
Chicago this week visiting in oil cir- 
cles. 

* # * 


Stark Fox, member of the Oil Pro- 
ducers Agency of California, is vaca 
tioning in Utah with Mrs. Fox. He will 
return around the first of November. 


The gas testing and measurement 
committee of the Natural Gasoline 
Assn. of America held a series of field 
tests last week near Pawhuska, Okla. 
Those in the testing party were A. 
Lucas, Skelly Oil Co.; Jack Swab, 
and Frank Wayman, Shell Oil Co., Inc.; 
Russell Clark and Gwynn Felton, Phil- 
lips Petroleum Co.; Clares Quast and 


“STRICTLY PERSONAL” 


Raymond Ess, Sinclair-Prairie Oil Co.; 
S. M. McAnnelly, Lone Star Gasoline 
Co.; H. L. Oder, Cities Service Oil Co.; 
Cc. A. Mathey, Mathey Machine Works; 
and W. F. Lowe, secretary of the N. 
G. A. A 


* * * 


N. S. Moon, division manager at Chi- 
cago for Phillips Petroleum Co., re- 
turned late last week from a two week 
vacation in Texas. 


* * * 


A. H. (Tony) Eisler, Chicago, of 
Transamerican Petroleum Corp., re- 
turned this week from an extended 
business trip to southern Illinois refin- 
ery district. 

* * * 


C. F. (Charlie) Felton of Franklin 
Creek Refining Co., Franklin, Penna., 
was in Cleveland the past week calling 
on the jobbing trade. 


* * * 


Herbert A. Meek, president of the 
Henry H. Cross Co. of California and 
of the El Camino Oil Co., sent a fish 
story to Los Angeles this week from 
Acapula, Mexico, where he is_ vaca- 
tioning with Sidney Sear] of the Sear! 
Merrick Co. In a letter to his secretary, 
Ann McLaughlin, Mr. Meek tells of a 
10-foot, 130-pound sailfish caught 15 
miles off the Mexican coast. “It took 
me 45 minutes to land the old boy,” 
reports Fisherman Meek. The _ petro- 
leum executive expects to doff his oil 
skins and be back at his desk within 
the next two weeks. 


as * 


J. B. Arthur, manager of Union Oil 
Company’s export sales in Los Angeles, 
was back at his desk this week after 
a brief illness. 


* * 


Phil Polsky, Northwest distributor of 
petroleum products, is now affiliated 
with W. C. Van Fleet and W. P. Dur- 
kee, also West Coast distributors. The 
three men are now organizing a large 
independent oil distributing firm in 
Washington. 


Twelve changes in the marketing 
personnel of Shell Oil Co., Inc. have 
been announced by P. E. Lakin, vice- 
president in charge of marketing. R. T. 
Seidel, retail merchandising manager, 
was appointed sales manager of the 
Northern (Illinois) Division. G. E. 


Keister, northern division sales man- 
ager was transferred to Michigan Di- 
vision as sales manager. R. B. Ruyle, 
Michigan sales manager went to the 





north central division as sales man- 
ager. 

H. A. Thomas, manager of special- 
ties section of the technical products 
department, was named retail mer 
chandising manager in the head office. 
R. L. Williams, salesman in the same 
department, was promoted to manager 
of the specialties section. J. H. Wagner, 
assistant to the general sales manager, 
was appointed assistant office manager 
of the marketing department. 

E. R. Renfro, Sales Manager, south- 
ern division, was transferred to St. 
Louis as assistant to the general sales 
manager, and R. C. Robinson, formerly 
assistant sales manager, southern di- 
vision, succeeds Mr. Renfro. Also, in 
the southern division, R. J. Redd, as 
sistant sales manager moves to Hous- 
ton as assistant in the Texas area, and 
R. L. Whitten, who had been serving 
in that capacity, moves from Houston 
to New Orleans as assistant sales man- 
ager. 

In the Northern Division, H. E. Me- 
Neal, district manager, moves to the 
Central Division as Retail Merchan 
dising Manager of St. Louis area, while 
A. S. Pentland, assistant division man 
ager, North Central Division, moves to 
the northern division as district man- 


ager. 


Jack LaFortune, Tulsa, of the Warren 
Petroleum Co., and Miss Eunice Duck- 
ett of South Bend, Ind., were married at 
the latter city, Oct. 28. Mr. LaFor- 
tune’s home was in South Bend before 
he joined the Warren Company here, 
of which his uncle, J. A. LaFortune, 
is vice presicent. 


* * * 

Miss Elaine Eppler, daughter of 
George Eppler, Dixie Distributor ° of 
Utica, Mich., counts herself as one 


lucky American who got back from 
Europe recently without benefit of 
bombs, submarines or torpedoes. 

A young high school English teacher. 
she had gone to Germany to study at 
the University of Heidelberg. When 
war was declared, she was one of 
waiting thousands to get on a German 
liner, but the ship cruised around in 
the North Sea instead of crossing the 
Atlantic, and eventually wound up back 
at Hamburg. Then she_ got _pas- 
sage on a boat to Rotter- 
dam, and finally “pushed _ and 
shoved” her way, she says, to the Black 
Falcon, an American freighter which 
had space for only six but made room 
for five more of the 90 applicants. For 
14 days, they rolled and tossed in bad 
Atlantic weather but aside from that, 
the trip was what is described in these 
tumultuous days as uneventful. 
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TODAY, THE TELETYPE FLASHES COMMUNICATIONS 


INSTANTLY, IN WRITING! 


Slowly, with Indian patience. men once sent mes- 





sages in smoke (if the visibility were good). Today. 
Bell System Teletypewriter Service flashes messages 
any distance, in any weather. with typewritten orig- 
inals and carbons at all connected points, simulta- 
neously recording every word exchanged. 

Like alert salesmen or the latest factory equip- 
ment, this modern communication method is impor- 


tant to every business that’s progressive. Its record 


proves it. Careful application of Teletypewriter 
Service has helped a large steel company co-ordinate 
production ... put a small investment house in a 
better competitive position ... improved customer 
service of packers, textile houses, and thousands 


of other concerns. 

You may need it and not know it. The quickest 
way to find out is to call a Bell System 
representative through your nearest 


telephone office. 


BELL SYSTEM TELETYPEWRITER SERVICE a 
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NEW MODELS BRING NEW 
LUBRICATION PROBLEMS 


Announcement of the 1940 cars means to the oil companies, from 





their service men to their chief executives, new lubrication problems 
to be met, says W. H. Correa of New York, of the lubricating depart- 
ment, Socony-Vacuum Oil Co., chairman of the Lubricating Oil Com- 
mittee of the American Petroleum Institute, in a special message to 


NATIONAL PETROLEUM NEWS, for its New Car Lubrication Number. 


Mr. Correa and the lubrication experts from the oil companies 
on his committee have studied for some years the effect of neglect 
by motorists in changing their motor oil and in lubricating their cars 


on the operation and life of the cars. 





By W. H. CORREA 


Chairman API Lubricating Oil Committee 


RE LEY SPE. EN PEI 


® About this time each year all of that the average car owner is not 
us, whether or not we are connected told often enough that all this is 
; with the petroleum industry, eagerly true, that the products he buys so 


anticipate the announcement of the 
new cars. Regardless of any advance 
information we may have had, there 
is a strong desire to see what they 
actually look like. We, too, like to 
“window shop.” 

Beyond that, however, is the cer- 


conveniently are not just gasoline 
and oil but truly the concentrated 
result of years of research and ex- 
perience, without which he could not 
even have his present day car, let 
alone obtain its full performance 
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tain knowledge, based on past ex- wae. 
perience, that with the new models W H Corea, Lableaten De- 
: will come new problems for the oil We believe he should be remindea ésnsiteniaat: Seaiaiiiee een eae 

companies. From the beginning it frequently that the modern motor Co. New York City 

has been so; the motor and petro- car is tough on lubricants and the te ne Oe 

leum industries developed together, oil’s job is to lubricate properly, 

the former opening new markets for rather than to last forever. He 

fuels and lubricants, the latter pro- should be made to realize that serv 

— pou agp ceo —— = ice does result in oil contamination, 4 

Lawoae seen and unseen, and that if the : 
An example of this is the 1940 process is allowed to go too far, it & 

Oldsmobile with the Hydra-Matic C@Uses costly trouble in modern en- 

transmission. The manufacturer in- ‘“!"es, or for that matter, transmis- 

sists that a special oil be used, that menaspen vend axles. Certainly phil 

it be drained at regular intervals. He are told this by the motor manutac- 

will not guarantee the unit unless turers and have seen plenty of evi- 

these instructions are followed. Ts dence of such troubles during the 

this not evidence of a new develop- past few years. i 

ment, of a new lubrication problem For his own protection, why Fi 

of the fact that before some new de should we not show the car owner é 

sign can be used generally, the oil the economies of proper lubrication, 4 

industry must produce and distribute of regular crankease draining, th : 

oe Se | 

: oo surance of satisfactory operation 5 
ger car hypoid. Today, the fluid fly- which go with it! ‘ 


wheel, the automatic transmission, 


the truck hypoid, the matter of True it is that some more oil will z 
“lacquer” or “varnish,” all problems be sold but for the car owner, the i 
passed on to the oil industry by the money he_- spends is’ insurance i 
motor manufacturers. against troubles and repairs, assur- yi 

One is inclined to feel at times ance of satisfactory performance. ; 





neeentinenmaeinaiaaiel 















































